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New Irwin “hang-up” box 


sells on sight... boosts expansive bit sales 


IRWIN 
MICRO-DIAL 


No. 22 


‘ ‘ 


bores 35 Standard 
Wte holes 


Irwin Micro-Dial in new ‘“Hang- 
Up'’ Box. Two sizes: No. 21 bores 19 
standard holes, % to 134”; No. 22 
bores 35 standard holes, 7% to 3”. 
No. 21 retails at $3.40 each. 
No. 22 retails at $3.80 each. 


IRWIN 
LOCKHEAD 


No. 2 


s” to 3” 


bores 35 standard 
site holes 


Irwin Lockhead in new ‘“Hang-Up" 
Box. Two sizes: No. 1 bores 15 
standard holes, % to 1%"; No. 2 
bores 35 standard holes, % to 3”. 
No. 1 retails at $2.90 each; No. 2 
retails at $3.45 each. 
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PAO IRND I OM 


Another Irwin first that keeps you in step with todays 
modern and profitable trend to “sight selling.” Here now 
is a new and versatile “Hang-Up” Box that gives plenty of 
extra “eye and buy” power to Irwin Nlicro-Dial and Lock- 
head Expansive Bits. Here now is the convenient display 
you have always wanted to move even more of these “best 
sellers.” Simply hang on peg board, nail or pin, 


Small, handy, easy-to-use at multiple traflie points in 
your store. Profitable to use because Irwin's new “Hang-l p” 
Box catches the eve. creates the urge to buy. boosts self- 
serve expansive bit sales. Depend that this timely Irwin 
selling help for hardware and building supply dealers is sure 
to add many more dollars to your cash receipts — and at no 
extra cost to you. Order Micro-Dial and Lockhead Expan- 
sive Bits in the brand new Irwin “Hang-Up” Box today. 


Free! New Irwin Catalog. [he most 
complete and easiest-to-use wood boring 
tool catalog ever. All Irwin bits and 
special features are illustrated. No 
searching for needed information. Saves 
ordering time, gives balanced stock re 
ommendations. Write lrwin, Wilmington. 
Ohio, today. 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 


Typical store scenes show how Irwin's new and handy “Hang-Up”™ 
Box displays Micro-Dial and Lockhead Expansive Bits on peg board, 
nail or pin at multiple traffic points for more ‘sight sales.” 
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... and the Glass Cutting Machine too 


is equipped with LUBRICONE IMPINGED wheels. If 
vou do not already have a FLETCHER Automatic 
Glass Cutting Machine, be sure to get full particulars 
from your jobber. 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT- APRIL 23, 1959 


Nothing does it like demonstration 


Ever notice how the desire to own something 
grows when you touch it? Like test-driving a 
new car. Hefting a bright new power drill. 
Swinging a new golf club. Or coming to grips 
with a LAWN-BOY. 


The minute you urge your prospect to 
wheel that LAWN-BOY around, you’ve taken 
a big stride toward getting the prospect to 
sell himself. Look at him—he tilts it. . 
swings it around with one hand .. . pretty 
soon he’s got a big grin on his face and he’s 
no longer with you... he’s way out! 


He’s imagining himself on his own front 
lawn. Giving the grass a showplace cut. En- 
joying the envious looks of his neighbors. 
Taking all the pleasure in the world in the 
pure satisfaction of owning a mower so obvi- 
ously full of quality as a LAWN-BOY. 


Wait a minute, now—hold on! Did we say 
owning? Gee—he’s forgotten that he doesn’t 
own it... yet. And there are a few more 


LAWN-BOY 


Want more facts? Circle 101, p. 91 


questions he wants to ask. He’d even for- 
gotten the important one: “How much?” 


Don’t lose him now! He’s still got his 
hands on that makes-you-want-to-own-one 
LAWN-BOY. Give him the price—and ask him 
the next question: “‘Let me show you how 
perfectly this LAWN-BOY can cut right in your 
own yard. When can I bring it out .. . right 
now ... or would you prefer to try it this 
afternoon?”’ 


That’s the way sales are made! Show him. 
Sell him all you want! But let him be the 
man who stands behind the handle. There’s 
no better way for a prospect to see that a 
LAWN-BOY power mower lives up to its well- 
advertised billing in every way possible. Qual- 
ity. Features. Easy-to-handle. Beautiful. 
And what a perfect job of cutting grass! 


Well—of course, you agree! Isn’t that why 
you sell the top-profit LAWN-BOY line? 


~ Bee 


< Q~, Ven 


Sales Manager 


Lamar, Missouri, Division of Outboard Marine Corporation. 
Makers of Johanson, Evinrude and Gale Outboard Motors. 


In Canada: LAWN-BOY, Peterborough, Ontario. 
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NEW ROCK-BOTTOM PRICE is attracting flocks of 
buyers to Goulds’ new Silent-Flow Submersible Water 
System in !8, !s, and 34 HP sizes. Now you can offer 
your customers a !5 HP sub—with many exclusive fea- 
tures—for only $195 (manufacturer’s suggested retail 


price). 
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NEW TIME-SAVING CABLE ARRANGEMENT — 3 DISASSEMBLE IT IN THE FIELD—no special tools 
leads in a single cable jacket! 3 leads permit easy service- needed! To do the job, all you need is a screwdriver and 
ability, because controls are at surface level. l-piece con- =a wrench. You avoid sending the pump to the factory for 
struction eliminates splicing on the job, cuts installation repairs, save time and money and build good will with 
time, prevents wrong connections at the pump end. — your customers by providing faster service. 


Packaged cable available in 9 lengths. 





built! 





USE THIS DISPLAY to spread the word about Goulds’ 
new Silent-Flow to your customers. It illustrates each 
new feature, points out all the advantages, helps you get 
those ‘‘easy’’ sales. To get yours, ask your Goulds dis- 
tributor, or write for more information to Goulds Pumps, 
Inc., Dept. HA-49, Seneca Falls, N. Y. 


NEW DESIGN IDEAS INSIDE! New Hex-A-Drive shaft 
design eliminates impeller keys, provides positive drive. 
New ByRrRITE parts—impellers, guide vane, coverplates— 
resist water absorption. Extra-wide impellers protect 
against mineral and algae build-up. Lower in cost, BYRITE 
even offers advantages over corrosion-resistant metals. 


GOULDS @ PUMPS 


Want more facts? Circle 102, p. 91 
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AMERICAN DOG CHAIN PRODUCTS 
GIVE YOU MORE ON THREE COUNTS: 


© More chain sizes and styles to choose from 
e More dependable quality of product 
e More profits from expanded sales of a complete line 


There’s good reason why AMERICAN Dog Chain products consistently 
yield greater profits than many other competitive brands. AMERICAN 
Dog Chain items offer a quality you can trust—backed by years of 
manufacturing know-how that has made AMERICAN the largest maker 
of chain in the United States. When you sell dog chain items that bear 
the ACCO label, you know you are selling a product that will deliver 
100% customer satisfaction and will earn profitable repeat business for 
you the year around. 

ACCO Dog Chain products come in a variety of sizes and styles to fill 
any customer need. No more shopping around to find specialized chains 
—not when you stock and sell the items shown on this page. There are 
dog lead assortments, stake chains, runner chains, kennel chains, halter 
and dog chains, couplers and chokers . . . in welded and weldless chain 
construction. And they all come packed in bright ACCO cartons for 
attractive self display. 

Check your AMERICAN CHAIN distributor next time you order dog 
chain products. He can give you prompt delivery on the items shown 
here as well as on many other items in the ACCO dog chain line. 








SPIRALOCK 
ASSORTMENT 


ENDWELDED _ 
ASSORTMENT | 


— —-_ i 


_ eee 


DOG LEAD | 
ASSORTMENTS 


ti ) HALTER AND DOG CHAINS 

' Available in two patterns 
of chain—Tenso (shown) 
> and Elwel electrically 
‘ : © welded chain (not shown). 


Three assortments 
— Nos. 2, 3, 4. All 
come in bright or 1 
nickel- plated finish. No. 2 « six . 

















4-ft. Spiralock and six 4-ft. 
No. 3 « six 
Tenso 
chains. No. 4 « six 4% -ft. and 


Tenso dog leads. 
4-ft. and six 4% -ft. 


six 6-ft. Tenso chains. 








KENNEL CHAINS 


Strong, flexible, light in 
weight. Swivel snap 
each end; strong swivel 
in center. Finishes— 
bright, bright zinc and 
nickel-plated. Three 
lengths — 4% ft., 6 ft. 
and 9 ft. 


| 
a on 


Reo Se beak PS 


12 strong, spiral-twisted 
pattern chains with col- 
ored Accolette handles. 
In 4% and 6-ft. lengths. 
Nickel- a finish. 


De se on Ws SRS: 
Ba RRR eee Mae 


PA, ELWEL 
) CHOKE 
) COLLARS 
B 
A Made from 
Oe Se No. 3,4,and5 
— Elwel Twist 
Link Chain with welded 
ring on each end. Regu- 
larly furnished in five 
lengths: 16’, 18”, 20", 22” & 
and 24”. Nickel- plated. 2 


LOL OE RES 


12 welded chains with © 
brightly colored Acco- © 
lette handles. Available ~ 
in 4% and 6-ft. lengths. 
— zinc finish. 


iw BE Ris a a ie a es a. pa ae 
eee Bib +. ce ge SAS coat one ieee en $ eax See 
be 
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f. SPIRALOCK 
( DOG STAKE CHAIN 


A light-weight, strong 
stake chain that provides 
dog freedom for move- 
ment. Spiral twisted chain, 
with free swiveling snap, is 
attached to15”stake by ‘‘s’’ 


* hook. — zinc finish. 


dnt chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 
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Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"indicates Warehouse Stocks *Portiand, Ore., *San Francisco 
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Both come with snap on 
one end, toggle on other 
end, and ring for adjust- 
ment. 4% and 6-ft. lengths. 
Furnished in bright, bright 
zinc and puseanennmat 


BRS SG 


DOG COUPLERS 


ACCO Dog Couplers can 
be ordered in Elwel and 
Tenso patterns as illus- 
trated. Both have free- 
swinging sturdy snaps. 
In bright or nickel- 


! plated finish. 
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Itorial 


by W. A. Phair 


How to lose friends. . . 


“T needed 2 lb of copper rivets for a customer yesterday. My regu- 
lar jobber was out of stock. I called two others, and they were also 
out of stock. I phoned the local factory man. He suggested three 
other distributors. Believe it or not, these were out, too. 


“This sort of thing has happened to me several times recently on 
some staple items. Other dealers around here tell me they have had 
the same experience. 


“Wholesalers keep telling us they give us service we can’t get from 
others. Yet, they keep falling down on the job. What’s happening ?”’ 


This letter, from an Eastern dealer, highlights a situation that 
seems to be pretty bad in some sections, according to reports we are 
getting. Shortages in wholesalers’ inventories appear to be running 
exceptionally high this Spring. 


This is a very unhealthy development and does great damage to the 
reputation of wholesalers generally. There is nothing a wholesaler 
can do that will lose a friend (or a customer) faster than a shipment 
of goods with a lot of line outs or back orders. 


I think we all realize that it is not sensible to draw conclusions 
from generalizations such as are reflected in our reader’s letter here. 
However, it is a fact that the out of stock picture this year is much 
worse than usual, and is going to get worse as Spring moves along. 


It is the responsibility of a wholesaler to maintain an adequate 
inventory of staple items for his dealers. If a wholesaler puts an 
item in his catalog, he should be in a position to ship it promptly 
if a dealer places an order. 


This is a basic justification for a wholesalers’ margin. If a dis- 
tributor cannot perform this function, within reasonable limits, he 
is not a wholesaler. 


We must also realize that this matter of wholesalers’ shortages has 
two sides, just as does any problem. If you had the opportunity to 
observe the hardware industry in an objective manner, as we do on 
Hardware Age, you would quickly learn that when a situation such 
as these excessive outs arises, there are always many causes behind 
the problem. Some of these causes are the result of very human and 
normal actions and reactions. This is especially true in the problem 
of too many outs. 


One of the causes of the high rate of outs in wholesalers’ shipments 
is the caution which wholesalers (and the rest of us) felt late last 
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Editorial 


continued 





year and early this year about the way business would go this year. 
Everybody, dealers and manufacturers, as well as wholesalers, were 
cautious in their budgets and their planning for this year. 


Now, we find Spring upon us, and consumers are buying at a much " 
higher rate than most of us had expected. The result is that supply 
and demand are out of balance. Shortages begin to appear. . 


The dealer puts pressure on the wholesaler for fill-ins. The whole- 
saler rushes back to the manufacturer for more and faster shipments. 
But, unfortunately, there isn’t very much the manufacturer can do. 
Most of the goods the consumer is buying this Spring had to be 
manufactured last Fall and Winter. The manufacturer based his 
production quotas on the attitudes, statements and future orders of 
his wholesalers last Fall. It’s too late now to do very much about 
increasing production. 


Can we learn anything dal 


This explanation certainly does not make a bad situation any better. 
But, perhaps we can learn something from this experience that will 
help us avoid repeating this mistake next year. 


I think it is apparent that the first place to tackle this matter is 
to consider the importance of future purchases in assuring adequate 
stocks of seasonal merchandise. In recent years, the custom of dealers 
to place future orders for seasonal goods has almost disappeared. Yet, 
forward buying on the part of dealers is a vital part of the job of 
assuring that they will have seasonal merchandise on their shelves, 
when they need it and in the quantity they require. 


Future orders are needed by the wholesaler so that he can make 
an accurate estimate of the size of the order he will place with the 
manufacturer. A manufacturer must have this order from the whole- 
saler six to eight months in advance of the season so that he can 
intelligently gage his raw material purchases and production runs. 


If dealers do not place future orders, the wholesale buyer has to 
be conservative in his orders with the manufacturer. After all, no 
one has unlimited funds and all this activity must be related to some 
sound goal. 


We realize that futures alone will not completely solve the problem 
of wholesalers’ shortages. I don’t think anyone will ever be able to 
invent a perfect system, one that would include the ability to predict 
how consumers are going to behave six months from now. 


But, if we could get back again to the habit of placing future 
orders in reasonable volume, a big part of the present shortage 
could be avoided. 


We started this discussion with a question by a dealer who couldn’t 
get some copper rivets. Rivets certainly are not seasonal goods, but 
they are part of the overall picture of keeping a business in balance. 
We can see here an urgent need for tightening up on buying prac- 
tices at the wholesale level, and a better appreciation, at the retail 
level, of the importance of future orders. 
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EVERYBODY— 


is a customer for S-K/Lectrolite Wrenches 











Including Auto Mechanics 
home handymen, farmers and even housewives 


As a Hardware Retailer, you want and need As a Hardware Retailer, you want and need 


real sales action from every line you stock. With lines on which your profits enjoy real protection. 
S-K /Lectrolite Tools, you attract, sell and resel/ Our distribution policy makes S-K /Lectrolite 
the widest segment of hardware traffic possible. Tools available on/y through established whole- 


- an | salers and retailers. 
Che S-K/Lectrolite line generates a response 


that spells extra profits, and there's a sound Be sure to get all the profit details from your 


reason for it: Outstanding value and quality wholesaler’s salesman. Or write, wire or phone 
which appeal immediately to every type of tool S-K /Lectrolite Tools collect. In Chicago, call 
user. Consistent 3 to 4 time turnover has be- LAfayette 3-1300; in Defiance, Ohio, 3-2005. 
come a matter of record. High-profit set sales 

: :, ; Every rapid-sale weapon you need is yours, 
alone deliver more than twice the business pos- 


including new SpaSaverr Dis plays—NRHA 
approved for your space and selling require- 
ments. No extra cost. Write today for 
Brochure DB958, describing these practical, 
modern merchandisers. 


sible with the ordinary line of individual 
wrenches. 


SKL3 


*Trademark 


CHICAGO 32, ILLINOIS and DEFIANCE, OHIO 





DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
Want more facts? Circle 104, p. 91 
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WASHINGTON 


Nous 


SUMMARY OF EVENTS THAT 


All dealers will be affected 
if Congress OK's jobless plan 


Most businessmen will pay higher unemploy- 
ment compensation taxes if Congress approves 
plans to impose federal standards on state job- 
less pay programs. 

Many small firms will pay these taxes for 
the first time. 

A pending proposal by Sen. John F. Kennedy 
(D., Mass.) would require all states to make 
payments to jobless of at least two-thirds of the 
average wage in the state for 39 weeks. This is 
far more than most states now pay. 

Coverage would be extended to firms with one 
or more workers. Present standards call for 
those with four or more. Employers who are 
covered pay a tax up to 3 percent of each 
employee's first $3,000 yearly salary. This would 
be boosted to $4,200. 


outlook 


This proposal is being aided by a Congres- 
sional drive to help the unemployed. It may pass, 
and you'll be affected. Compare the proposals 
with your state’s present program. If federal 
standards are approved, figure extra costs in 
your budget and look for ways to balance the 
expense, 


A bigger sales, income tax 


load is seen for many states 


Regardless of the outlook for federal tax 
revision, it’s beginning to look as though state 
tax increases are on the way. 

The New York State tax boost is a straw 
in the wind. 

Michigan’s money troubles, worse than some 
other states, also point to more taxes. Pennsyl- 
vania expects a higher sales tax. 

Some say the reason for the plight of the 
states is extravagance. Others argue that higher 
state budgets are the inevitable result of popula- 
tion growth. But the fact is that total state 
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WILL AFFECT YOUR BUSINESS 


expenditures increased from about $7.1 billion 
in 1946 to about $24.2 billion in 1957. 

State debt rose from $2.4 billion to $13.7 
billion over the same period. So, the search for 
more revenues is on. 


outlook 


A change in sales tax would mean more book- 
keeping and consumer price resistance. A boost 
in income tax would hurt sales and profits. Fight 
increases by writing your governor. Sacks of 
mail wield strong influence. 


Consumer spending study shows 
where the buying dollar goes 


Government checkup on consumer spending 
shows a higher percentage of income going into 
services; less in durable goods and clothing. 
This trend is expected to continue. 

Sporting goods, recreational equipment, and 
toys are among the few exceptions, government 
studies show. 


Percentage of income spent for durable goods 
dropped from 14.4 percent in 1950 to 11.8 per- 
cent in 1958. Soft goods’ spending dipped from 
52.2 percent in 1948 to 45.2 percent last year. 
Spending for services hit a post-depression peak 
of 36 percent last year. 

Percentage of income being spent for furni- 
ture, appliances, household equipment, flowers 
and seeds, has dipped. Toys and sporting goods 
are up in dollars (1.6 billion in 1946, $2.7 bil- 
lion in 1957) as well as percentages. 


outlook 


These studies show that wage increases now 
tend to go for recreational spending, sports, re- 
pairs to equipment, and children’s goods. Keep 
this trend in mind in planning your promotions, 
remember that some hard goods take more push- 
ing. Promotions and credit more important than 
ever now. 








NEW! 


{ : : - 3 . ; 
- . 
cy pi cr ‘ ' 7’ saw detaches 
y for portable use! 


WITH 
PATTERNMAKER _—] ; 3 er - 
tea tile). hae -_ | o reutindheh with. ac 


loss of accuracy! 


MODEL UP-16 =a 










SS 
tS 


FIRST RADIAL SAW EVER OFFERED 
AT ANYWHERE NEAR THIS LOW PRICE! 
All the features of saws selling for twice as much plus dual portability! 


® Powerful 1 hp automatic safety clutch saw cuts 3’ Until today, it has been necessary for SUGGESTED RETAIL 
stock at 90° and 2” at 45°! your customers to spend at least $100 
eH ' yj," — ' more for a saw of this type . . . and then $ 
bevy uty 0" Acme cueing cme they had to buy a separate saw for port- 
® Heavy U-beam 5-point support base! able hand use. That’s why radial saws 
, : , have never been fast sellers! But now, the 
~ ° ; : , 
Full 180° swing in front and behind fence! Shopmate Radial Saw provides ail the 
® Precision calibrated scale adjustments with positive accuracy and twice the versatility at a COMPLETE WITH 
indent stops right and left! price that everyone can afford. National base and a 
. ; advertising in leading consumer publica- hardwood table. 
® 8-second blade coast-down and fingertip power control! tions will tell your customers all about it. Heavy duty utility 
® Anti-kickback in front of blade! Be sure to have it in stock when they ask stand also available. 
about it! 


® Widely spaced ball bearing carriage! 


+ Rips to center of 514” panel SS 42 RATE 
® Dual portability: total weight only 68'2 Ibs., saw easily mail to: George Weatherby, Sales Manager 

removed for portable use! PORTABLE ELECTRIC TOOLS, INC. HA-49 
® Makes all cuts: cross cuts, rips, miter cuts, bevel cuts, 320 W. 83rd St., Chicago 20, Ill. 


dados, cove cuts, bevel ploughs, etc! Please send complete information on the new 


UP-16 Shopmate Radial Saw, including prices. 

















Name 
PORTABLE ELECTRIC TOOLS, INC. Firm Name 
320 WEST 83RD STREET, Address. 
CHICAGO 20, ILLINOIS City— Zone State 
My Preferred Distributor 
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HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


second quarter looks good... 


A continuing improvement of business in the second quarter, with 
some doubts on how current spending will affect third quarter 
sales is what the National Assn. of Purchasing Agents reports 
from its business survey. Current business conditions are de- 
scribed as saw-toothed. Basic metal producers, for instance, are 
setting records, finding it difficult to meet all demands. Capital! 
goods industries, however, are urgently seeking orders. Com- 
modity prices again are creeping upwards, the report notes, caus- 
ing some purchasing agents to be concerned over inflationary 
tendencies encouraging more imports. 


wholesalers sell more... 


Here are some latest figures on business conditions from the Com- 
merce Dept. Hardware wholesaler sales in February were 1 per- 
cent ahead of January, inventories were up 2 percent. Retail store 
sales in February were $14,193 million, against $13,783 million 
in February 1958. Retailers’ stocks at the end of February were 
$24 billion, slightly more than a year ago. 


new building sets record... 


New construction put in place during the first quarter was a 
record $10.9 billion, 12 percent more than in the first quarter of 
1958. Preliminary estimates prepared by the Dept. of Commerce 
show private construction put in place up 10 percent in the first 
quarter, public construction up 16 percent. The private construc- 
tion figure includes new dwelling units up 32 percent, additions 
and alterations up 10 percent. 


four promotion opportunities . . . 


Four of the year’s biggest promotion seasons are just ahead. Sales 
potentials show what these seasons can mean to hardware dealers. 
Here are the figures for average purchase per family and total 
market, compiled by the American Newspaper Publishers Assn.: 
Mother’s Day, May 10, $17, and $900 million; Father’s Day, June 
21, $7, and $350 million; June, brides, $1008, and $1.7 billion; 
June, graduates, $10, and &22 million. 


... turn to p. 182 for more news of How's the Hardware Business 
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because their operation is geared to the Hardware Dealer's need!" 
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Profit is an important factor for the continued success of any business! 


Hardware dealers are increasing their sales and profit margin by 
confining purchases with Bingham, the full-function distributor 


Frank Wagner is characteristic of the make-up of 
our sales organization. These men like to be first 
in the introduction of new merchandise. They are 
anxious and willing to assist you in today’s modern 
program of Sales Promotion, Flexible Mark-Up, Turn- 
over without sales loss and a Broader Selection of 
salable goods with no increase in overall inventory 
investment. 


Shaker Heights Hardware is in the process of mov- 
ing to a new store with greater floor space and facil- 
ities. Their success story parallels the experience of 
many of our customers. 


We salute Irv Glaser and thousands of other hard- 
ware dealers rendering their communities a service 
unmatched by anyone in the retail field. 


Mr. Hardware Dealer— our efforts are focused on your success as a retailer. ... 
.. .We would like to help you. Write us today! 





THE RELIABLE PROGRESSIVE DISTRIBUTOR 


CLEVELAND 1, OHIO 
Want more facts? Circle 106, p. 91 
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MERCHANDISING 


newsletter 


A REPORT TO HELP YOU MAKE BETTER LONG RANGE PLANS 





Farm hardware and planting needs off to a slow start. But a good 
year is seen. Wet weather delayed cotton planting in Texas, and 
muddy fields in Iowa and Illinois have curbed oat seeding. Ground 
preparation and plowing are well behind schedule in many important 
farm belts. A good run of weather will change things quickly, but 
the farm market will generally run later for dealers. Neverthe- 
less, barring further bad weather, near-record crops are forecast. 




















Consumers must be told when they are buying imports. The Federal Trade 
Commission insists on this. The item itself must be marked to show the 
country of origin; advertising must tell the customer that an item is 
imported. If the packaging of an item conceals the markings on an iten, 
then the package itself must identify the country of origin. The FTC has 
acted on cases of concealed import marking in the past. Several more cases 
are still pending. You can expect more FTC action in the future as Ameri- 
can manufacturers begin to bear down on imports. So, be sure you observe 
these regulations, eSpecially in broadsides, local ads. 












































A better than expected first quarter has dented inventories. You 
may find it difficult to get all the stock you need, as fast as 
you need it, as summer approaches. Wholesalers report substantial 
Sales gains in March. One Eastern wholesaler said sales rose 40 
percent. This means stock is moving, in some cases faster than 
even the optimists hoped for. Result: Holes in a wide range of 
inventories. Dealers who wait-and-See too long before reordering 
may find that they have more customers than merchandise in some 


key lines. Place your fill-in orders now, next week or next month 
may be too late. 



































Trends are changing in shopping centers. Fewer food markets are rush- 
ing to join centers. Some 19 percent of new food markets were opened in 


centers in 1958, way down from the 27 percent figure of 1956. Business 
hours in centers also grow longer, 30 percent of food markets in centers 
Stayed open seven days a week in 1958. In 1955, only 19 percent of markets 
Stayed open on Sundays. Other facts about markets: 5400 transactions a 
week; $56,000 sales per man per year; $27,000 a week in store sales; $150 
per sq ft per year. 


























Want more facts? Circle 107, p. 91 > 
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x Finest in STVLE-ability! xt Fastest in SALE-ability!/ 





4 PA ‘ 


M-D PUSH GRILLE 
NO. 11* 


Made especially for storm 
doors. Available for 32” or 
36” door. Approx. 12” high. 
*initiel Optional. 


M-D PUSH GRILLE NO. 4 
inexpensive push 
" high for 32” or 36” 


Graceful, 
grille. 4 
doors. 


M-D PUSH GRILLE NO. 


Made especially for storm doors. 
Available for 32” or 36” doors. 








M-D FITS-ALL NO. 5 
Fully adjustable for 
nearly all standard size 
screen of metal combi- 
nation doors. 


MACKLANBURG-DUNCAN CO. 


Manufacturers of Quality Building Products ° 
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~~ 
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M-D PUSH GRILLE 
NO. 23 


Mede especially for 32” or 
36” combination doors. Ap- 
proximately 23” high. 





M-D PUSH GRILLE 
NO. 16 


For combination doors, a 
high for 21”, 23” and 27” 
insert panels and for regular 
32” or 36” doors. 


: a we 


M-D PUSH GRILLE NO. 6 


for 21”, 
panels and 
36” doors. 


M-D PUSH 











M-D FITS-ALL NO. 8 
Features M-D's patented 
**flower-pot"’ style hold- 
er; for most standard 
size doors. 


For combination doors. 6” 
23” and 


For any combination door. 
high for 42” 


high 
27” insert 
for regular 32” or 


pe exciting 
orator dest gVs / 


M-D PUSH GRILLE 
NO, 414 
Diagonal bers adjust to door 


width. in 2, 3 or 4 ber 
styles for 32” or 36” doors. 


M-D PUSH GRILLE NO. 15* 
Graceful addition to any combina- 
tion door. 16” high for either 32”, 
36” or 42” doors. 

*initial Optional 


DOOR GRILLES—available in 3 


Rust Proof, Tarnish Proof LIFETIME FINISHES 





GRILLE NO. 15-42 
16” 
doors. 


i 








ie <a 


Alacrome, Albras and Albright 














L JJ 
M-D FITS-ALL NO. 1 
Accordion-like action of 
grille permits expansion 
to fit all doors. 


M-D MESH GRILLE 
Interlaced ribs form 
strong protection. For 
32” and 36” doors. 





M-D FITS-ALL NO. 9 
A distinctive grille de- 
signed to fit all standard 
doors and adjustable te 
mony others. 


—J 
M-D FITS-ALL NO. FS 
Can be adjusted to fit 
oll doors from 22” te 
30” wide, and from 75” 
te 55” high. 


I 


} | “ i i - 
Rox ] Be 7 ° C)k | a ma “\ y 
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SO EASY TO CUT...SO EASY TO DISPLAY 


O EASY TO SELL! 


Get the best-known glass label in the U.S. out of your 
basement or back room—to your selling floor. Do aspring-time 
reminder job on customers, and watch glass profits go up! 


Now’s the time to turn that window easier to store and to handle, thanks to 


glass department into a real money- the exclusive L:‘O-F box that fits con- 
rar! Cear 7 . - I,’ > . ac . ° ° 9 

maker! Start with L:O-F window glass veniently away until it’s needed. 

merchandise it with L-O-F selling helps 

and displays—and watch your glass sales Lots of merchandising and sales helps, 

take off! too! Banners, folders, mailing pieces, ad 
— mats. PLUS—a free book, to help you 
You’re starting with the best-known : 


: : make the most of your high-profit glass 
trade-mark in glass—backed by national ) - 


advertising in magazines and TV. You’re department. Just tear out the coupon 
selling a clear, quality window glass that mail it in quickly. Get set for your spring 
cuts easiest of all—so there’s less waste. clean-up with a new, high-selling L:O-F 
more profit. You’re stocking a_ glass glass department. 


the road to spring clean-up profits 
is as clear as L*O*F glass 


cut! 28 out of 30 hardware ka 














ser to merchandise! A book full of glass selling Fasiest to sell! Less resistance—more sales 
and lumber dealers picked L°‘Ovk ideas, backed by hard-punching store and mail- reminders. People know L°O-Fk and its 
as casiest tO Cut. ing pieces, professionally prepared for you to use. reputation for highest quality. 
Get your glass department on your selling floor! 
G ET YO ei. Send for free book that tells you howl 
Dept. 6749 
Libbey-Owens:Ford Glass Co. 
608 Madison Ave., Toledo 3, Ohio 
Please send me a copy of ‘For Greater Profits”. 
GLASS that shows you ex- 
actly how to organ- [aaa isis pal 
LIBBEY * OWENS * FORD ize your glass de- 


Street 


G N ino Glass ‘oy-}adaal-ahamielamaslela- 
a oneal Name 


Spring fix-up sales! Ns cemmneaininmens Zone State 
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ts easy and profitable to sell 





your customers what they want 
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8-shelf merchandiser comes with or without 


counter or wall use, and shipped assembled. < 


Easy because you can offer the right 
Sandpaper for any job . . . profitable 
because BEAR® Sandpapers come in all 
forms to ring the cash register fast 
and often. 


ADALOX® Paper and Cloth are the universal 
abrasives for almost all materials, hardwood, metal 
and hard compositions. Tough, industrial-type alumt- 
num oxide for hand or power sanding. 


GARNET Paper is the choice for soft wood, 
soft compositions, and coating removal from good 
furniture, by hand or handblock sanding. Made of 
natural garnet in a wide range of grits. 


TUFBAK® Waterproof Paper is the favorite 
selection for wet sanding between coats for finer fin- 
ishes. Used on primers, sealers, varnishes, color, with 
water, oil or other lubricants. 


NO-FIL® Papers are the popular choices for 
their resistance to loading. Used dry, they come in 
ADALOX for preliminary sanding, and DURITE for 
finishing. Sheets for hand or power sanding. 


SCREEN-BAK® Waterproof Mesh Cloth is the 


ideal selection for final dry sanding of all wood and 
compositions, and for wet sanding between finish coats. 
Sheets and discs for hand or power sanding. 


FLINT Paper is the old-time choice of 
low-cost sandpaper for limited paint removal, and 
common wood sanding around the house. In popular 
grits for hand or handblock sanding. 


NEW BEAR SANDPAPER RACK NO. 59, 
at left, is the dealers’ choice for 
volume sandpaper sales. This 






popular-grit assortments. Designed for 





BEHR-MANNING CoO. 


TROY, NEW YORK 
A DIVISION OF NORTON COMPANY YNORTOND 


ABRASIVES” 
BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones * Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasives + Grinding Wheels * Grinding Machines + Refractories + Electrochemicals 
In Canada. Bets -Manning (Canada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc, Troy, NV. USA 


Want more facts? Circle 110, p. 91 > 











WELDWOOD ANNOUNCES 


Weldwood Weldwood Weldwood Weldwood 
Paste Wax Liquid Wax Exterior Stains Wood Preservative 





CLEANS - PROTECTS - BEAUTIFIES 
WOOD PANELING - FURNITURE - FLOORS 











All with a full 40% discount’ 


Available only through hardware, paint, and building supply dealers 


*See Dealer Catalog sheet for prices 


And nationally advertised by America’s 
number one salesman... 


ARTHUR GODFREY 


on the Columbia Broadcasting System 
coast-to-coast radio network 


. mn PS A , At 
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NO ONE HAS A WAY WITH WOOD LIKE WELDWOOD°@o=Ss 





FROM THE PEOPLE WHO KNOW WHAT’S GOOD FOR WOOD 
ew Weldwood Waxes 


“OR FINE woo?” 


R| AX 
HIN CARNAUBA-NATURE’S FINEST! 


SEMI-SOFT; GENUINE CARNAUBA PASTE WAX in one-pound cans. 

From the makers of famous Weldwood Prefinished Wood Paneling—a wax 
SO pure, so tough, so water-resistant your customers can get safe, sparkling 
beauty for all wood, linoleum, vinyl, and cork surfaces. 


RICH IN NATURAL WAXES. High Carnauba wax content—unmiatched for its 
clarity, gloss, and toughness—unequalled by synthetic waxes and wax 


substitutes. 


WATER-RESISTANT. A damp cloth washes dirt away—wax remains. Highly 


resistant to waterspotting. 


GOES ON SMOOTHLY. Semi-soft, so it is very easy to apply, yet it hardens 


to a tough, protective finish. 


LASTS LONGER. Will not scratch —scuffs in busy areas can be restored mere- 


ly with light buffing. 





LIQUID PASTE 


WadX 


FOR Fine WoO?” 


CLEANS - PROTECTS - BEAUTIFIES 
WOOD PANELING- FURNITURE - FLOORS 


LISH 
YICK TO appLY—EASY TO PO 


UNITED STATES PLYWOOD CORPORATION, HEW YORK 





EASY-TO-USE, SELF-CLEANING LIQUID PASTE WAX in pint, quart, and half- 


gallon cans. 


WON'T HARM WOOD the way so-called “‘self-polishing waxes” can. Weld- 
wood Liquid Paste Wax passed the most exacting laboratory tests of 


United States Plywood—specialists in fine woods and wood finishing. 


WILL NOT DISCOLOR. Clear, pure, won't build up brittle deposits that can 


crack, turn yellow, rob surfaces of the beauty they had when new. 


CLEANS AS IT POLISHES. Saves time, saves work, protects as it beautifies. 


Now, at last, a wax pure enough for fine wood paneling... 
and durable enough for the most travelled floors! 





New Weldwood Exterior Stains 
IN 2 LONG-LASTING, NATURAL SHADES 


WELODWOOD: 


DRiIFTwOoOoD 


TERIOR iy) 


“Op s@ 
“XTERIOR sioinG AM? 


crate Sr wet ort 


Pe 
on ee 


A deep penetrating, hard drying formulation 
of oils, resins, and pigments in two easy- 
to-use stains offering new beauty and pro- 
tection for exterior woqd siding and trim. 


in quart and gallon cans 


WEATHER-AND SUN-RESISTANT. A built-in ultra 
violet “screen” prevents fading and other dis- 
coloration due to sunlight. 


ENHANCES WOOD’S BEAUTY. Clear, deep pene- 
trating stains subtly bring out the wood’s 
native grain while adding rich, natural color. 


EASY TO APPLY. Homeowners and professionals 
alike get perfect results every time. 


A rich, warm true wood tone 
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FROM THE PEOPLE WHO 


For grey, naturally weathered effects 


New Weldwood 
Wood Preservative 


For homes, farm buildings, boats, truck bodies, etc. 


A colorless, highly water repellent sealer for use on wood exposed 
to weather, water, or placed in contact with the soil. 


in quart and gallon cans 


PREVENTS ROT, decay, mildew, fungi stain. High content of hard-drying oil 
deeply penetrates and protects wood against the damaging effects of 
moisture. 


KILLS TERMITES, carpenter ants, and other wood chewing insects. Pure 


5% Pentachlorophenol assures complete safety from any insect damage 


RETARDS WARPING, checking, swelling, and shrinking, and provides an 
excellent foundation for paint, varnish, and enamel to prevent blistering 
and peeling. 


EXCELLENT STAIN FINISH when tinted with colors-in-oil. No special skill 


necessary to get excellent results. 


KNOW WHAT’S GOOD FOR WOOD 





\Cenerar purrost y 


SETS FAST- DRIES CLEAR 
BONDS LIKE MAGIC 


Make sure you stock—and display —the 


WELDWOOD CONTACT CEMENT. Ready-to-use liquid 
for bonding plastics, china, installing wood paneling 
without nails or screws, and laying high pressure lami- 
nate counter tops. Highly water-resistant, bonds per- 
manently on contact without clamps. 


WELDWOOD PLASTIC RESIN GLUE. Famous high- 
strength glue joins porous and semi-porous materials 
permanently. Makes wood joints stronger than the wood 
itself. A powder that mixes easily with water, it makes 
a bond that is water-resistant, stain-free, and rot-proof. 


WELDWOOD WATERPROOF RESORCINOL GLUE. Two- 
component resin adhesive (liquid resin with a dry powder 
hardener) mixes easily, sets at normal room temper- 
ature. Absolutely waterproof, withstands cold or boiling 
water, moist or dry heat, most solvents, mild acids and 


alkalies, rot, and fungus. 
WELDWOOD FIRZITE®. A penetrating resin sealer. 
White for blond, pickled, and limed effects; and as t-& 
primer under paint to prevent checking. Clear to pre- FIRZITE 

vent wild grain when staining softwoods. Both Clear 

and White Firzite can also be tinted with colors-in-oil Se 

to produce innumerable oil Stained effects. * 
Every fast-selling item in the line now gives you the highest markup in Weld- 
wood history—a full 40% discount.* And each is backed by demand-building 
national advertising, both to consumers and to the construction, boat building, 
and manufacturing industries. 


Now—to spark your glue sales... 


Weldwood 
Presto-Set Glue 


in a new bellows-action plastic bottle with 
spreader top plus other eye-catching dispensers 


Ready to use in handy plastic bottles and glass jars 


Bellows-action plastic bottle—2 oz. & 4 oz. 

Plastic squeeze-bottle flask—9'4 oz. 

Plastic and glass jars—pint, quart, & gallon. 
ALL-PURPOSE white household glue for most porous materials. 
QUICK-BONDING, quick-drying. 

STRONG, FUNGUS AND ROT PROOF, makes lasting bond. 


WON'T STAIN fabrics, paper, wood, leather. 


complete profit-packed Weldwood line 


WELDWOOD SATINLAC® LIGHTENER. New, anti-wet- 
ting agent to prevent darkening or “‘wetting”’ look usual 
when new wood is finished. Retains native wood tone 
when followed by finish coats of Satinlac. 


SATINAL AC 
LIGHTENER 


WELDWOOD SATINLAC®. New, improved formula with 
greater solids content goes farther, works easier, is 
nearly odor-free. Brings out and preserves natural 
wood beauty with no “built up” look. 


WELDWOOD PUTTY STIKS®. New. In 12 colors, for 
filling nail holes and other minor surface defects after 
finishing wood. Colors for almost every wood finish, 
ideal for filling nail holes in Weldwood Prefinished 
Paneling. 


WELDWOOD FLEXIBLE WOOD-TRIM®.Real wood veneers, ff 
paper-backed, in handy rolls for edging plywood, 
lumber. Has many decorative uses. Comes in oak, birch, 
African mahogany, walnut, fir, and Sonora®. 


FUNIBL WOUU-AM 


*See Dealer Catalog sheet for prices. 


So stock up —and profit—with the leader 


in tHe CP) 


NO ONE HAS A WAY WITH WOOD LIKE WELDWOOD‘@== 


Adhesives + Paste Wax + Wood Finishes, Stains, and Preservatives 


Products of UNITED STATES PLYWOOD CORPORATION, 55 West 44th Street, New York 36, N. Y. 
117 branch showrooms in the U.S. and Canada 


LITHO INUSA 





...Dulld greater store traffic! 


x 


; 


~ ,..feduce inventory! 


(Made with CCR-37) 


suey pure ost the sensational new enamel that 


dries in 5 minutes! 


a 


paint a chair paint equipment 
wih J£7-OR/ | with JET-ORI 
* Wherever dealers featured and demonstrated JET-DRI 
they created store traffic beyond their wildest dreams. 
And not only did they do a bang-up JET-DRI business, 
but in addition enjoyed sales for many other products as 
well. So exciting is this new non-toxic paint development 
that every user becomes an enthusiastic salesman for you. 


JET-DRI covers concrete, metal, wood or plaster (indoors 
or outdoors) with no effort, leaves no brush marks...and 
dries to a porcelain-like finish in 15 minutes. 


MINIMUM INVENTORY—JET-DRI does the job of 
dozens of special finishes. There is no longer any need 
to tie up a small fortune in specialized enamels, varnishes 
and lacquers. 


JET-DRI DIVISION 
paint your cabinet Consolidated Chemical & Paint Mfg. Co., Inc. 
with J£T-DR/ 456 Driggs Ave., Brooklyn 11, N. Y. 
77 | Please send sales promotion plan, color cards and price list. 
[] Have sales representative call on me, 


Name 
Address__ 
City 


ADVERTISED IN 


Lo asamenenenenaneneaowwanal 


JET-DRI Distribution Points: New York City; Chicago; Miami; San Antonio, 

...and other great national Fort Worth, Houston, Tex.; Green Bay, Wis.; Wichita, Dodge City, Selina, 
; ; Kan.; Los Angeles, San Mateo, Cal.; Cincinnati; Detroit, Lansing, Mich.; 
magazines reaching over 60 Boston; Washington, D.C.; Rock Hill, S$. C.; Atlanta, Ga.; S*#. Louis, Kansas 
million prospects! City, Mo.; Tulsa, Okla.; Richmond, Va.; Mobile, Ala.; Callaway, Neb.; Salem, 


Ore. 
Sales Offices in all principal cities. 
Want more facts? Circle 111, p. 91 A 
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NEW! COMPLETE! WITH 3 TIMES MORE TO SELL! 


New sBissell 


“The touch of your 
hand guides it!” 


New Directional 
Glide Wheels for 
easy turning! 


COMPLETE PRICE RANGE OF 
““2-MINUTE PICK-UP’”’ CARPET SWEEPERS 


e Functional, curved chromium handle with 1, CLASSIC: Finest made, comes gift-packaged. $23.95 
Touch-Control handgrip 


NEW CAPRI SPEEDSWEEPER 


2. GRAND RAPIDS: Most efficient sweeper made. $16.95 
e Streamlined case gets under low, modern fur- , P $ 


niture—stores flat 3. FLIGHT: For heavy-duty and extra-long life. $12.95 


e Big, top-opening Dust-Door for e tyl 
nahi lean 4. MERCURY: New satin-finished chrome sweeper. $10.95 
e Full-width brush sweeps close to baseboards 


5. RELIANCE: A natural promotion model, only $9.95 
e Satin aluminum finish with choice of Coral, 


Black, Ivory or Powder Blue—$14.95 6. BISSELL-ETTE: Miniature brass-and-black beauty. $5.95 


Bissell product dvertised nationall 
wn tes wecoainn serperin...nty _ BISSELL CARPET 


Want more facts? Circle 112, p. 91 
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DE LUXE SHAMPOO MASTER KIT NEW! 3 SIZES BISSELL NEW BISSELL 
and STANDARD SHAMPOO MASTER RUG SHAMPOO IN UPHOLSTERY SHAMPOO KIT 


Now the nationally accepted method tohome- UNBREAKABLE CANS = jAjow! A “No-Mess”’ Way to Foam- 


lean carpets, rugs! (9x12’s take 30 minutes! . 
a ‘“‘Guaranteed—twice the Clean Furniture in Minutes! 


1. De Luxe Shampoo Master packed in self-display cleaning power!” 


carton with free 22-oz. (Regular) can of Bissell Rug 
Shampoo: a $16.93 retail value, you can sell profit 1. MORE VOLUME! Regular 


ably for $14.95. 22-oz. can, cleans9x18rug ® Easy to use, dries fast 
@ Packed as a kit to help you sell-up area. $1.98 


@ Positive Trigger Control for even shampooing 2, MORE VALUEI E 
@ i ler- sh i . ° ' HMconomy 
—— dirt Noller- Brush action gets out deep- — Falf-Gallon cleans 475 sq.ft. @ Professional results for a fraction 


@ Aqua-Tone trim, chrome handle, vinyl grip Saves $1.78. Retails $3.98 of the cost 


that fits hand 3. MORE PROFIT! Super-Econ- 
2. Standard Shampoo Master, neutral grey, (full-size | omy Galloncleans950sq.ft. ° Introductory offer saves cus- 


tank) 4t fast-selling promotional price of $9.95. Saves $4.60. Retails $6.95 tomer $1.50—a $3.99 value for $2.49 


SWEEPER COMPANY, GRAND RAPIDS 2, MICHIGAN 


Want more facts? Circle 112, p. 91 


e Foam-clean without soaking 


e No messy mop-up 
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KV shelf hardware gives you more 
of just what you're looking for! 


¥ Top Quality 4 Easy Installation 4 Trouble-free Performance 


...and the best known line in the business! 





























Easily installed, easily adjusted K-V shelf hardware 
provides attractive, low-cost decorative effects or stor- 
age facilities wherever they are needed. May be used 
for both open wall or built-in shelving. K-V adjustable 
hardware lasts the lifetime of the home, always keeps 
shelves straight, strong and sag-free. Ask your K-V 
representative for the complete story. 


FOR OPEN WALL SHELVES 


No. 80 Standard 
18” to 144” lengths 


No. 180 Bracket 
4” to 20” lengths 
Satin anachrome or brass finishes. 








FOR BUILT-IN SHELVES 
Can be mounted flush or on surface. Standards have 42” adjustment 


slots numbered for quick, easy alignment. 











No. 255 Standard 
24” to 144” lengths 
Nickel, bright zinc plate 
or bronze finish 


No. 256 Support 

Steel, 34” long, %,” wide. 
Nickel, zinc or bronze 
finish 








FOR EXTRA-HEAVY DUTY 





No. 187 Bracket 
12” to 24” lengths 
Satin anochrome finish 


No. 87 Standard 
36” to 144” lengths 
Satin anochrome finish 





Ideal for hardware, paint or grocery store display or storage or for 
hangrod installations. For home use, too. 








Ask your jobber or K-V sales representative about the popular packed units of 
K-V 80-180 standards and brackets and K-V 233-239 standards and supports. 


KNAPE & VOGT MANUFACTURING COMPANY Grand Rapids, Michigan 


Manufacturers of drawer slides, sliding and folding door hardware, closet and kitchen fixtures and Handy Hooks for perforated board 
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is another example 
of the way 
American’s 

Profit Improvement 
Program works 





for you 


This new gross packaging concept is another example of the way pio- 
neering by American Screw Company contributes to your profit. 


The new packaging improves your profit because it cuts handling and 
labor charges, improves housekeeping, reduces storage space, simplifies 
inventory control and makes reshipping a matter of seconds. Each 
package contains one gross of fasteners. All of the popular sizes are 
packed in a colorful five-gross reshipper carton. You need only address 
the cover in space provided and you’re ready to re-ship to your cus- 
tomer... no longer necessary to open old-fashioned bundles and clutter 
shelves with a variety of individual packages. Housekeeping is also com- 
pletely corrected by the elimination of the old-style paper wrapper. 


In smaller sizes, each carton holds 10 gross; the larger sizes are shipped 
in single gross containers. The modular carton design lets you pack and 
stack in cube form in any modular combination and makes mixed ship- 
ments easy because the cartons pack in multiples of each other within 
four patterns. 


Cash in on the profit benefits you get from modern packaging. Write 
American Screw Company, Willimantic, Conn. 


The Biggest News in Fasteners 





How this modular packaging 
saves you money 














Elec 


stacks in cubes in any modular 
combination 















P rofit 


I mprovement 
Fr rogram 


In every phase of modern selling — new 
products, new applications, new packaging, 
new sales aids — American’s Profit Improve- 
ment Program spells more profit for you. 
Ask your American Screw Company sales- 
man about other ideas you will find profit- 
able. Or write direct. 


comes from... 


merican Y 


SCREW COMPANY 


WILLIMANTIC, CONN. «+ DETROIT, MICH. + CHICAGO, ILL 
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Why PENNVERNON 
is more than just 
“window glass” 


Slowly, carefully, a sheet of molten glass is 
drawn through this vertical shaft—touched by 
nothing but jets of air—until the glass has been 
carefully control-cooled beyond the danger of 
injury. This processing technique eliminates 
the vertical lines and scars which appear in 
ordinary window glass that is subject to abra- 
sion before it cools. Vertical drawing with 


controlled-cooling produces brilliantly clear, 





smooth, unmarred surfaces on both sides of the 
sheet—characteristics that make PENNVERNON 
more than just “window glass.” The pains- 

taking attention to detail in this process is 
| evident in every phase of PENNVERNON’s manu- 


facture— making it the quality leader in its field. 





What does this mean to you ? 
Whether you are ordering glass for the win- 
dow sash you make, or buying sash with glass 
already installed, your responsibility is to give 
your customers the highest quality window 
glass for the job. Customer satisfaction is your 
stock In trade—for satistied customers W il] be- 
come steady customers. You can be sure that 
PENNVERNON Window Glass, with its beauty, 
durability and true vision, will not only sat- 
isfy, it will delight your customers 

Contact your nearest Pittsburgh Branch or 
Distributor for details on quality-crafted 
PENNVERNON. Pittsburgh Plate Glass Company, 


632 Fort Duquesne Blvd., Pittsburgh 22, Pa. 


PENNVERNON® 
... not just window glass 


Paints - Glass - Chemicals - Brushes - Plastics - Fiber Glass 


PITTSBURGH PrBaATS 








GLASS COMPANY 


in Canada: Canadian Pittsburgh Industries Limited 
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ur sales...more than doubled 
by the Corbin (-200 Merchandiser 


as 





savs Landis Stone, Florida Hardware Retailer 





C-200 located near cash register at Landis Stone Hardware 
> e “Our sales on brass cabinet hardware more than doubled since we put in the 
: DD uaa, YP r Corbin carded hardware display, C-200” says Mr. Landis Stone, owner of the 
: rin a 7 Landis Stone Hardware Company, Orlando, Florida. “Customers are buying 
the solid brass instead of steel or plated hardware now that it’s prominently 
displayed.” 
Let the C-200 merchandiser boost your sales as easily. It’s designed for profit 
... featuring 16 hottest selling solid brass products, blister-packaged including 
pins or screws. It’s a self-contained unit providing adequate stock for most 
needs ... and an automatic inventory checkup. 
INTRODUCTORY OFFER... the complete merchandiser including 92 items 
plus attractive metal display rack costs only $33.12 — resale value, $49.78. 
Your profit, $16.66 and, if you match Mr. Stone’s experience, you'll double it 
in a short time. ORDER TODAY from your Corbin Distributor. 





CORBIN CABINET LOCK DIVISION 


The American Hardware Corporation, New Britain, Connecticut 
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New! Faultless 


EASY ROLLING, DOUBLE BALL BEARIN 


ruins CASTERS 


FOR HEAVY WOOD FURNITURE 





Aute Creeper “~~ ss 
) ; : a ' 
ar } > 


—— Non-marking 1% Whee 


Cres Dresser Cushion Tread Office Che 
for Mard Surtece Fioors 











Carded Plate Casters Help customers make quick, easy selection 


EASY -ROLLING, BALL BEARING 


wim CASTERS * 


e Heip you ring up more sales of 4 piece sets 


aniaitay - same - tae ° Sell to the Do-it-Yourself market 
— a — >... Jiro. v4344) e Suggest new ideas of things to make 
1%" wrest 
protects Corpotdl e Sell companion supplies 


— ~— ~—— Faultless Carded Casters—all ‘“‘best sellers’’ based on na- 
cA rl I tional retail experience— fill 80% of customer needs. Color- 
» Rad 


ful cards show uses—suggest a variety of do-it-yourself 





tlesse C poratic nevill 


Carded Stem Casters 











projects—sell companion hardware, tools and materials. 
Carded Casters are easily arranged in a variety of ways for 


Faultless GLIDES quick self-service. Ask your jobber for complete facts today. 


FOR WOOD FURNITURE 
PROTECTS FLOORS-RUGS-FURNITURE 


Buftets and ~~ ~™ ——een, y 
JUST Chests = No. JANS-078 
DRIVE ON ' - = . ra Rubber Insert 
WITH 7 " @ — » ”%” Nickel Finish 
Heavy 


_ Stee! Base 
HAMMER A Tabies \ 











Faultless . CASTERS ' Poakiee Handsome 3-color, enameled 


wood Counter or Wall Dis- 


play, complete with mounted 
Casters and Glides free with 
your initial order for Faultless 
Big $ Deal. 





Faultiess Caster Corporation - Evansville 7, Ind. 


Carded Furniture Glides 





. ON THE 





. ISLAND _ DISPLAY 
PEG-BOARD WALL SHELVES 

OR ON A 

COLUMN 











Faultiess Caster Cor Lene Evansville 7, Indiana. Representatives in Atlanta, Boston, Buffalo, Chicago, Cleveland, Dallas, Detroit, Grand 
Ropids, Greenville, S. C., High Point, Indianapolis, Los Angeles, New Orleans, New York, Philadelphia, Portland, Seattle, St. Louis, Washington, D. C., 
Canada: Stratford, Ontario 
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Southern’s completeness includes a simple 





and sincere philosophy: Southern believes 
that no sale is finished unless it brings 
complete satisfaction to the purchaser— 








and brings him back into the store as a 
satisfied customer. 


This basic belief in Southern’s complete- 
ness cycle has made friends for thousands 


of hardware dealers and for Southern’s EZ 





to C© label. If you believe there is more 
money to be made in handling profit- 
producing fasteners, get in on Southern’s 
completeness cycle .. . The satisfaction is 
built in with the quality! 








IN FASTENERS SOUTHERN IS 


COMPLETENESS 


Wood Screws @ Stove Bolts @ A, B, C & F Tapping Screws @ : y) 
’ 


- - P V4 
Machine Screws & Nuts @ Carriage Bolts @ Hanger Bolts | ‘ j Say Ota? 
4 
Dowel Screws FA 


SCREW COMPANY 


STATESVILLE e NORTH CAROLINA 






Sold Through Leading Wholesale Distributors 
Warehouses: New York @ Chicago @ Dallas @ Los Angeles 
Want more facts? Circle 118, p. 91 
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te" 


Turnover up 7O@..."And Im using less space 


than |1used before,” says H.C. Fuerhoff, St.Charles, Mo. 


‘“‘Here’s the six-month record on your display 
in my store. 7Turnover—Up 70 Percent! 

‘‘In other words, my tapes and rules are turn- 
ing 444 times. I only wish everything in the store 
would do the same. 

‘As for the Basic 21 numbers on the Turnover 
Target—you were dead right about them. ‘They 
are the most popular. These 21 numbers have a 
54 time turnover compared with only 2% for 
the other numbers, the ones that aren’t on the 
Target. In fact, ?'m thinking about dropping a 
couple of the supplementary numbers. It will 
make my profit even better. 

‘Turnover is up. Sales are up. And all this in 
less space than I needed for tapes and rules be- 
fore. That’s the picture after six months. You can 
see why Turnover Target still looks sweet to me.” 


— 


This is the TURNOVER TARGET Mr. Fucrhoff 
is talking about the wall display that packs a 
complete basic inventory into a 24” sales target 
customers can’t miss. It will do for your business 
what it did for his. It gives you an inventory check 
in seconds. Cuts inventory way down, too. 
Find out now from your supplier how to 
get this money-making display and basic 
inventory. Call your Lufkin wholesaler. ~9 


MERCHANDISING 
PROGRAM™M 


THE UF KIN eve COMPANY 


TAPES + RULES + PRECISION TOOLS 
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UTICA TOOLS 


_— 


Precision Forged » Electroncaily Hardened % 





deluxe new H-17 ‘point-of-pay’ display now available! 


Here’s a sparkling new display of the world’s finest tool selection 


a ) * 


5-6" 


* 
AT y . 


hand tools and it deserves the most select spot in 








3 

your store—right next to the cash register. Colorful 2 7-6" 
. ' 2 7-8" 

and attractive, the display stocks twenty-nine of the 2 11-5” 
| a | a 2 40-7" 
fastest moving Utica pliers and wrenches. Tools are 1 41-6" 
presented in open bays for easy removal and handling <¢ nee A 
a powerful stimulus to planned or impulse buying. 2 90-6" 

-_ . Rates a 2 90-8 
lhe display, in keeping with Utica’s tradition of 2 90-10” 
a ee | a ween £ Sa , L 90-12" 
quality, is sturdily constructed of fine birch panels . 260-7" 
with gleaming lucite fronted tool bays. Overall 2 507-6'/2 
yaahey gpa 2 507-10 
width 12”. Comes assembled for immediate use. WY 2 654-6" 
1 1033-6" 


Write for complete information or see your distributor. 


Retail list $69.30 Your cost $46.20 YOUR PROFIT $23.10 


Also available with #91 wrenches at $74.48 retai/ /ist. 


SELL GTICRM.. the tools the eyoerts use f 


~ 


~~ mM ~® 
Hallmark of Quality since 1895 <J aT <CA> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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8 SOR 


MEY la Fie liol... 


is your best package of 


PROFIT 


The NEW Dearborn Sealed-Vent 


This amazing new Dear- 


born Sealed Vent thru- WALL HEATER 


the-wall gas area heater introduces a new dimension in 






% 





beauty and safety! Extremely simple installation. 
Expertly and tastefully designed by the makers of the 
outstanding Dearborn Regency, it will please the 
eye—provide safety and comfort for any customer. It 


is an outstanding example of Dearborn design and 
THRU THE WALL 





engineering bringing you even more quality-in-action. 











NEW from Dearborn, the 


unvented wall heater is a leader almost overnight! Rated at 
10,000 BTU, the “‘Clip-on”’ is just right for bathroom, bed- 
room, utility room, kitchen, small office, or any other small 
space. Available in white or famous Dearborn coppertone. 
Features cool safety cabinet, Hi-Crown cast iron burners, 
forward heat flow, stainless steel radiant, pilot light and de- 
lightful beauty of appearance. Destined for tremendous volume. 














From the superb new Sealed-Vent, the beautiful 
Regency, and the smart new Crest series to the introduced as part of Dearborn’s Quality-In-Action 
smallest new star, the “‘Clip-on’’ wall heater, Dear- 1959 program, every Dearborn dealer is assured of 
born is the standard of quality among gas area greater profit. More than ever, in 1959, you'll be 
heaters. With improvements and new products being glad you’re selling Dearborn! 


® 
~ Dearborn STOVE COMPANY, DALLAS, TEXAS 


Regional offices: Dallas, Chicago, Los Angeles, San Francisco, and Atlanta 




















Cy til 


AiR HOBO SATELLITE SEALED-VENT CLIP-ON AIR UNVENTED VENTED WALL 
COOLER CHEF PORTABLE COOLER HEATER HEATER COOLER HEATER HEATER HEATER 
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New 


i 
5) 







6/79¢ 


Actual size 
prices 


Everything you neec 
to modernize your price 
marking in one package! 


HERE’S WHAT YOU GET... 
GARVEY PRICE MARKER— for fast, sure impressions 


The same dependable automatic, self-inking Garvey Price 
Marker used by thousands of the nation’s top supermarket 
merchandisers for years! Made of thick, hard steel... 
stands up to the toughest usage... produces clear, sharp 
easy-to-read impressions every time. Kit includes two easy- 
to-insert, easy-to-remove ink pads. 


GARVEY PRICE MARKING INK 

Two ounces of Garvey’s famous Price Marking Ink, pack- 
aged in non-breakable, squeeze-type plastic bottle with 
handy applicator cap. Popular Violet color shows up 
crisp and clear on all materials! 


GARVEY CLEANER AND PRICE REMOVER 


Just a few drops of Garvey Cleaner and Price Remover 
are needed to whisk away old prices! Keeps your Price 
Marker clean for top performance, too! 


GARVEY CORPORATION 


4379 Duncan Avenue « St. Louis 10, Missouri 


Eastern Sales Office: Pacific Coast Sales Office: 
44 WARREN STREET 5464 ALHAMBRA AVE. 
NEW YORK 7, NEW YORK LOS ANGELES 32, CALIF. 
Regional Sales Office: Southwest Sales Office: 
3126 BREMEN AVENUE 7715 SOVEREIGN ROW 
COLUMBUS 24, OHIO DALLAS 35, TEXAS 


<> MARKING 





PRICE 








| [fe 
219? Vex™ Hardware Stores 








f.0o. b. St. Louis, Mo. 


44 

55555 

66666 

woes | 77/777 
88888 

99999 


5-BAND LAYOUT— l00000 
especially designed for | | | ¢ 
HARDWARE STORES es 2 
Bands turn to any combination 12 / g $ g 
you want for any price marking 


job! Show 2/25... 49¢... 
79¢ + Tx... $2.55...and $ —++Tx 


many other combinations. 








USE THIS COUPON TO ORDER | YOUR 


GARVEY PRICE MARKING KITS NOW! 





Garvey Corporation 
4379 Duncan Avenue . 
St. Lovis 10, Mo. 

















[] send Garvey Price Marking Kits @ $9.50 each right away. 
[_] send my FREE copy of the new Garvey Catalog. 

Name Title 

Company 

Address 

City Zone State 
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wypeNe], | 3-18) ae a a 
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‘“‘Scratch-Proof’’ Glass Lenses 
| lighter « stronger *« more accurate 
7 lengths... 24-28-30-48-72-78-96' 


Fine craftsmanship reaches its peak in the new Columbian Magnesium Levels. 
These precision tools will please the most particular user. 

Levels are made of extruded magnesium |-beams. They are extremely light- 

weight... 14 lighter than aluminum... preferred by workmen who find them eas- 

@ ier to carry and use. Because magnesium is one of the strongest of all metals, the 

| extruded frames are virtually unbreakable ... will last a lifetime. Unaffected by 

| | heat, cold, moisture. Edges and sides are absolutely smooth, parallel, 100% true. 


ee nd 





| 4 | New! ... fingertip adjustment for greater accuracy, easier to replace 





Hailed as an outstanding level development is Columbian’s exclusive 2-piece 
vial assembly. This permits easy vial adjustment, assures continuous maximum 
accuracy. Vials can also be easily replaced. 
































































' 
| 
| 
+ 
@ 
a i 
i ; 
| 
loosen screws 
to adjust 
ri iy ) ee 
miner THE To adjust vial, slightly loosen 2 screws that 
| —_ hold vial assembly to level frame. Turn inner 
' . . ° . . 
| a ee ring with fingers until proper adjustment is 
r— attained. Then tighten screws. (Because of ex- 
‘ | clusive Columbian design, screws can be tight- 
| | ened without disturbing adjustment.) 
| : eleli- ejgel- ° a ° efelal- ="f- 
Level Size No. No. Wt. Ea. 
No. in. Plumbs Levels Ibs. 
mi 724 1\Yex2%x 24 4 2 1% 
ad | 728 1Ye x 2% x 28 4 2 2 
| 730 1Y%e x 2% x 30 4 2 2 
748 1Y%e x 2% x 48 4 2 3% 
72-78-92- 24-28-30- 772 Ye x 2%x72 6 4 5 
inch 48-inch 778 1Yve x 2% x78 6 4 5% 
levels levels 796 1%x2%x96 6 4 6” 
10 vials 6 vials . * «¢ e ° er ” . ° 
psirel Psst Levels are individually packaged in Certified “LEVEL PACK” shipping cartons. 
4 levels 2 levels 


COILUMBIAN VISE ty MF G. CO. Cleveland 4, Ohio 
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Increase your 
plumbing sales! 

















} | 
PLUMB ., SHOP Bic 

=.) FLEXIBLE 
WATER SUPPLY 


MERCHANDISER 


Plumb Shop Self-Serve 
Merchandiser racks all 


5 
7 
. 
t 
’ 


















the polished chrome- YUsy 


2 tasy tree , 7 
> 


| ene ae ere é 
Lee ~«( 
-* . ™ 
“ ou - 


plated water supplies 
—flexible copper tubes, Hts | W ware, 
valves and fittings— — 
necessary for water 


MEETS ALL REQUIREMENTS 
Any combination can be made up from the complete assortment 
of fittings, valves, etc. to meet job and code requirements. 
Each item in the 12” x 18” tray is clearly marked with picture, 
size, part number and price. 


—_ supply hookups to 


kitchen sink, wash basin 
and toilet. 


INSTRUCTIONS 


Flexible water tubes are mounted 





on cards that tell what supplies CUSTOMER 
to buy and how to install them. 
This saves long explanations and SATISFACTION 


answers any on-the-job questions. 


Modern plumbing, well 
merchandised, means 
an easier, profes- 
sional-looking installa- 
tion for your customer, 
Wr encouraging future 
handyman activity and 


more sales for you. 





MAIL 
THIS COUPON 
TODAY! 





Please send 

[] Free Explanatory Folder 

[] Merchandiser 100 (327 piece assortment) ... $97.50 
[-] Merchandiser 200 (122 piece assortment) ..« . $42.68 


(Above prices include blue, metal merchandiser) 


HA 





Name (please print) 
Address 
City State 














Wholesaler 
(Do not send payment. Your Wholesaler will invoice you.) 


a C 
PLUMB % SHOP 1341 TEMPLE + DETROIT 1, MICH. 








© 1958 PLUMB SHOP 
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185 years of experience guarantees 
AMES is the world’s best shovel. 
1- Shock band Check the features of an AMES 


2 -~One rivet 3” down CTEEL* LITE : 
socket 


5 - Perfect down 
ra-Yati-tamsteliclile: 


ei 
ae . 7 
: ee 
a. ae 
- 
> Py ae ene J % : 
eee. n 3 
eon PRLS RS ; 


6 - Light weight 


~~, 
= Forward step 7} = 
eee 4 = Full length handle 


7 - Double taper 
forged blade 


Retail rel eleolh $5.00 . ee 


It costs only pennies more than ordinary shovels..... 
yet offers your customers all these advantages..... 








SHOCK BAND — takes the EJ FORWARD TURN STEP — for 5 PERFECT DOWN CENTER 
shock of heavy work, reducing shoe protection, reducing foot BALANCE — for ease of 
handle breakage. fatigue. handling. 


2 ONE HORIZONTAL RIVET a FULL LENGTH (ONE PIECE) 6 | LIGHT WEIGHT — average 


THREE INCHES DOWN HANDLE — capped at the end under 4 pounds in (L.H.R.P.) 
SOCKET — no breakage of impor- for protection. 


tant wood fibers caused by vertical DOUBLE TAPER FORGED — 
rivets. Blade unconditionally guar- 


anteed. REMEMBER—there are two 


}. 5 DAE co ways to taper a shovel. 
& 
FINER PRODUCTS THRU HIGHER STANDARDS (AMES * 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 
Want more facts? Circle 125, p. 91 
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CAR-MAC* 


Steel or Aluminum Trellises 


| Now Fully 


Assembled 


Enameled 
all-metal, ends 
painting, 
maintenance. 
Also K. D. in 
pre-packed 
cartons. Root 
Feeder Ground 
Stakes available 
for extra 

sales. 


See your garden 
supply or hardware 
wholesaler. Write 
today for literature 
and prices. 





++ t+ e+ + + HF SF 








Saft tase 
a prevent cu , aot 
. a a Fs 
Feet Long nae neds 10" 
Ins. Wide 


MADE IN USA 


ALCOA aluminum, tempered, consistent gauge and 
hardness. 


Roll-hardened, prime domestic aluminum (and steel ) 
made specifically for grass stop. 
No waste, odd lots or distress stock used. 
Deep, saw-tooth corrugations for extra strength, 
rigidity. 
National distribution and proven record of depend- 
able delivery. 
Exclusive Soil-Grip finish keeps edging from inching 
out of ground. 
Made by the originators of Safti-Edge. 
Lengths given are full and after corrugating. 
Handy reusable plastic handle (optional). 
Large diameter coils that make the value more 
impressive. 
Complete lines of ALL-ALUMINUM, two-tone 
BONDERIZED STEEL and ALUMINUM-COATED STEEL— 
4, 6, 8 ins. in standard lengths from 20 to 100 ft. 
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What they say when 


they try 


the all-new 40 Rider 


“This looks like fun!” . . . and it is! 
That’s why it’s so easy to get people 
to try and buy the Reo Rider, the 
first riding rotary built to do a really 
professional mowing job! 


“Trims close,” anyway you look at it. 
Trims within *4 inch of borders. 
Foot pedal adjusts cutting height 
from 1%4 inch to 4 inches .. . lifts 
blade quickly over obstacles. 


SREY 7, 


“Just like a car”. . . and it’s that, too. 
Four speeds forward; one reverse; 
foot pedals for safety-clutch and 
brake. The deluxe model even has 
push-button starting! 


“Really feels safe” . . . no feeling of 
tip or tilt with a Reo. Low center of 
gravity makes it hug slopes like a 
tank, cut as evenly as on level ground 
—all without gouging or scalping! 


“PLL BUY!” ... those are the words you really want to hear. And 
you'll hear them if you feature the Reo Rider. The market is big, 
the opportunity is big . . . and the profit is big. Get the full story 
on the profit-packed Reo Rider and the full line of Reo mowers 
.. . backed by nation-wide service and full one-year warranties 
on both engine and mower. Learn about the Reo Mow-Athon— 
the hottest promotion in the power mower field. Ride high with 
Reo in ’59 ... the line that outlasts and outperforms them all! 


Call your Reo distributor today! 
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“Handles like a breeze!” . . . and it 
does. Goes up to 5!; miles an hour 
with a sure, steady ride. Turns in a 
5-foot radius; cuts a smooth swath 
26 inches wide! 


A» oy, fl; ee 
ie i Ee FS 


“Wow!” ...down go weeds up to 
four-feet high! Reo features detach- 
able side discharge port for mowing 
wet grass and weeds—does the whole 
mowing job! 


MOTOR WHEEL CORPORATION 
Lansing 3, Mich. 


Makers of Reo Lawn Mowers 
and Dvyo-Therm Heating Equipment 





Sell with confidence... 


Stock quality plastic pipe 
made of ALATHON Qiuper 25 


POLYETHYLENE RESIN 


Why take chances with customer satisfac- 
tion? You can stock and sell quality plastic 
pipe made of Du Pont ALATHON Super 25 
with complete confidence. Latest test meth- 
ods prove ALATHON Super 25 makes the 
toughest, most trouble-free plastic pipe 
you've ever handled . . . while still offering 
the desired characteristics of polyethylene 
pipe ... flexibility and lightness. 

Because it’s so durable, pipe made of 
ALATHON Super 25 reduces returns to a 
minimum. And this pipe carries the familiar 
green tag with the Du Pont name... a name 
associated with quality products for over 150 
years. This gives your customers added con- 
fidence in you. The result is repeat business, 
not only for pipe made of ALATHON Super 25, 
but for al/ the products you sell. 


To assist you in your selling efforts, 
Du Pont has prepared point-of-sale promo- 
tion pieces ; wall streamers, and counter cards 
with a pocket for the latest edition of the 
booklet “How to Choose and Use Flexible 
Plastic Pipe.” This booklet is also an excel- 
lent information piece for mailings. To get 
your promotion pieces and booklets, ask your 
supplier for a sales-aids order form when you 

order your supply of plastic pipe with 
the green tag of ALATHON Super 25 
polyethylene resin. 


POLYCHEMICALS DEPARTMENT 
E. i. du Pont de Nemours & Co. (inc.) 
Wilmington 98, Delaware 


TIME-PROVED... NOW IMPROVED 
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CONTAINERS 


16 ATTRACTIVE 
COLORS 


Now! Famous Rust-Oleum colors in handy 16-ounce spray 
containers —ready to bring you even more Rust-Oleum 
profit! Our introductory assortment features thirty cans 
and includes sixteen popular colors—plus Rust-Oleum 
Clear-Sele. Your cost—only $34.20; your profit—$22.50... 
a full 40%! It'll be spearheaded by powerful local adver- 
tising in television, newspaper, billboard, and radio—and 
topped off with dramatic national advertising in Time 
Magazine, Newsweek, and over fifty other big magazines! 
Be sure that you're ready with Rust-Oleum in spray con- 
tainers — your customers will ask you for this household 
name in metal coatings! Check with your Rust-Oleum dis- 
tributor—today! Insist upon genuine Rust-Oleum— accept 
no substitute! 





SPRAY 
RUST-OLEUM 
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RUST-OLEUM SPRAY RUST-OLEUM SPRAY 
: COUNTER MERCHANDISER ADAPTER SHELF 


f . 
Q) 4 a Perfect for counter, table, or win- Features complete thirty-can as- 
LP 


dow — spotlights Rust-Oleum spray sortment — fits atop your present 
assortment. Full-color metal sign. Rust-Oleum metal display. No in- 


Compact, all-metal—28” high, crease in floor space—boosts your 
222" wide, 13¥2”" deep. return per square foot. 


/ RUST-OLEUM CORPORATION 
2564 Oakton Street e« Evanston, Illinois 


/ | <—<—S—r — 3 ~~ 
/ ' \ \ \ ; 
7 
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Suggested 
Retail 


$2.49 | , 
INDOOR-OUTDOOR HOME BELL 


Gleaming, polished aluminum bell, 


with satin black ship's wheel bracket. — 








THAT SELL! 


© A Complete Line SUMMER 
® A High Profit Line 
Suggested 


® A Big Volume Line — —— wer 
BARBECUE BELL *4-95 


Good luck horseshoe bracket, polished aluminum bel! with a clear, lasting fone. 


N OW eee Bells that Sell in a complete price 


range! Beautiful gleaming bells that almost sell 





themselves . . . display packaged for a quick trip off your 


counter. And, a price to fit any customer's pocketbook. 


These bells are perfect for Barbecue, Patio, Garden, 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or ‘‘back to the country”’ gifts for 
friends. All year-round sellers... 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. 


Suggested 
Retail 


$7.49 


PATIO-GARDEN BELL 


A beautiful, fully polished brass bell. . . a big seller 
everywhere, anytime. 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


Please send me more information on Bevin Patio Bells, Home Bells 
ond Barbecue Bells. 








EVIN BROS. 


MFG. COMPANY, East Hampton, Conn. 


Sales Representatives 
JOHN H. GRAHAM & CO. INC. 
—=— 105 Duane Street, New York 8, N. Y. 


Name 





Company 





Addr 





—— a 


Ask your jobber about BEVIN BELLS THAT SELL! +222 eee 
Want more facts? Circle 130, p. 91 
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Four-Season 
Favorite: 


MIDLAND'S 
7 H.P RIDER 


a brawny utility tractor that performs 

big jobs on a budget 12 MONTHS A YEAR 
for truck farms, as a second 

tractor on large farms, for suburban 

gardens, estates, service stations, 

golf courses and in many other 

applications. 


~ 





\ 
i 




















OPPORTUNITY KNOCKS 
~4S5SEASONS A YEAR 
~ WHEN YOU SELL 


MIDLAND 


new subsidiary of 
Outboard Marine Corporation 


Your selling season never ends when you offer Midland power 
garden equipment. Glowing proof: the Midland line for ’59 — 
a soundly-engineered group of powerful units that sells all year 
long because it fills user needs all year long. You enjoy a 12- 
month selling season on units and implements. . . plus the added 
assurance that Midland quality promotes not only your reputa- 
tion but repeat business as well. 


But those aren’t the only reasons you’ll want to switch fast 
to Midland. There’s also the powerful backing of Outboard 
Marine Corporation to think about; backing that includes a 
nationwide network of parts-service centers...a 90-day warranty 
from a company with ample resources to stand behind every 
product you sell...and all the aggressive advertising and 
merchandising that built the successes of Lawn-Boy, Pioneer, 
Johnson, and Evinrude! 


The Midland Company 
SUBSIDIARY OF OUTBOARD MARINE octet tenteieitiin 


Makers of Johnson, Evinrude, and Buccaneer Outboard Motors, Lawn-Boy Power Mowers, 
Cushman Commercial and Industrial Vehicles, and Pioneer Chain Saws. 


Make the Big Move to 4-Season Profit 


tear out and mail this coupon today! 


eens sees esses 2 ae Ge ae OS om ae ae ae oe oe oe oe oy 
mc-2 & 

THE MIDLAND COMPANY 

1200 S. Rawson Ave., Dept. HA-49 

South Milwaukee, Wisconsin 


Gentlemen: Tell me more about how I can profit this Spring 
and the year around with a Midland direct-dealership. 


NAME 
COMPANY 
ADDRESS 


CITY.. sahil - “ - STATE. 


enn nb PP eee ee 2 DD 
S2e eee eee ew eee eee eee aenreaees 
. 


The MIDLAND 
4-Season Line 


Midiand 16" Rotary Tiller 

3 HP Model RT-1: peak power and 

performance in a low-cost package 
eo 7 


Midiand 4 HP Super Rotary 
Tiller-Mower, Model TMS-1 


Midiand 7 HP Selft-Propelied 
Rotary Tiller-Tractor, Model 708 


&. Pin. 


3 Midiand Rotary Mowers 


21” Model 19 MH (shown) and 18” Model 89MH 
with 2 HP Midland Iron Horse engines; 

21” Model MPB1 with 2-1/2 HP 

Briggs & Stratton engine. 


A wide selection of dependabie 
attachments is availabie for each 
Midiand tractor to enhance your 
4-season selling power. 
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...each one the best 


in its price range 
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TRUE TEMPER.S 


ek-Geatesl-iameia-tel-s— 








‘ear-Ocenamm-» 4-tenak ma aal— 


National Retail 


a 


Hardware Association's 


whe FH OO LY 


TURNOVER HANDBOOK 


>» 


requirements fora 


basic nail nammer stock 


TRUE TEMPER TRUE TEMPER 


“A” SERIES “B" SERIES 


Finest nai/ hammer made Built like the Rocket 


Here are the pacemakers ... two hammers that folo}it-ial-lo mm al-t-tol_mr- ta -Mm ol -)@aal-tal-Jahah am lelot.4-le Mn dome -lalelel.c. 
oal- Cale] To Medal Mueal-a.¢ 3am -tisslel- amok s-iaallolalemilssine-t4-1eP Cok tol oliale mm aelolOll-taer-h¢-1-] Mmal-Galell-t- mum @lel-lallelammeciale 
but never equaled, they have the famous ROCKET Zola ie ani il o MR’, 2-) aol aol a euro) a ialeiloh’s-le Mi al- tale! -fal a 4 @) Oi 08 =a Bl 
features: True Temper’s patented construction, is the leader in top-grade hammer sales— has 
Se] Teall Mme h¢-1 1) Mum - tale ME -10lel-laoMMA’ ,ela.daal-tal-tall eM 4al-h 7 ol -MLUp 4- Mme li Eee ololil-tal_lo Melon d-lololaMmal-t- lo MaE©)| =i Mn 1 @] 100 =a i 
rol Ubar- 0-3 amr - Cah ’amal- tealesl | eat-lol- Mae lale Mi alelal-Miesl-b¢eleMmdal-lig aY- tm ololol0lT- Camel -)ibat-lol-Mmeol-1-llels Maoh ai-1a- Min 4 @)] @1 00 0 Mani 1 - oe 
lively power and balance. They're the safest, too... c0i a --me-bae- Ca me-telel-T-Uilale malo) am elalel se 


Check your stock— fill in on True Temper’s BASIC FIVE. Call your True Temper 
wholesaler today. True Temper, 1623 Euclid Avenue, Cleve/and 15, Ohio. 
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BASIC FIVE | 


Since the introduction of True Temper’s Basic 
FIVE program last year, the accepted principle in 
hammer marketing is this: 

Five basic grades are all you need in nail ham- 
mers. With them, you can cut your inventory, 
speed up turnover, boost your profits. 


But True Temper gives you more than five 
basic hammers... you also get the best value 
in each grade. True Temper’s superior finishes, 
materials and design make each one of these 
hammers a tremendous mover—far ahead of the 
field in quality . . . highly competitive in price. 


BACK ’EM UP WITH THESE 


TRUE TEMPER 


"100" SERIES 


| 


ml -ia Ie - Ug Salo lal-tg el 1-3 di lole) dlale mmol -1-Salel-Ul-lalel_lo Ml, Zelele re 
ar Ualell-loMial-laaleel-la-MmlaMn calm olSl-tial-1-t- Sa \i Mal- tse delelola 
idol gel-loRes 24-1] Mumal -1- lol mn ¢-laalel-la-lo MME Vale Mal -T-haoRda-t-ha-le 
three ways, and all Nave the True Temper name 
proudly displayed. FALLS CITY gives you an out- 
3 ¢-Ualoliale Miaal-loll*lesten ol alot lo MMal-taalaal-lamnic)] at -t- 11-1 Mm ol Slalota 
in the middie of your line. Its handle is finest 


Excellent quality « Hickory handle 


RUE 


Sharp-looking utility hammer 


EMPER. 


TRUE TEMPER 


“200” SERIES 


TRUE TEMPER 


"300" SERIES 


oLUr- tina smn sla somal tae! -jal-lo Mi allele] asa =1,40- 0. ae «8 @ 1G) cee 
ol ge) ’s-lame-t- 11-140] 19laa)- Mat M634] 0] elle ME Sl oM— oh’an- tall» delhdlale 
red-white-and-bliue finish Wn aa -teal-sale lol el mmeolel- tina’, 
hammer for your No. 4 spot. JIM DANDY gives 
Ze] mm dale de] ome s-110] mela le- Melo) £28 ol alel_le Riel gel-le Mal laalaal-1s 
OT alm lole) @mmeolal-Mial-3aammr- tale MN olll-tdelaal-1a-Mm dale)’ Min dal -s°aas— 


lh @molamm- Guia -1- (el Sh smh at uar- Mal- halla - | nie) al olgelsalondlolal— 


your basic line 
... your money line 
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Low - priced forged-stee/ hammer 











After YOU 





the next best salesman 
on the floor 

is the Plymouth 

Rope Department Rack 


€a@ cave 


~ 


Oe. 


All rope for on-the-floor selling in one place. 
“. 4 ¢ Takes up less than two square feet of floor space. 
Rey ° 3 <8 
ey ——_ 
Ag eprymou: 


ANILA ROPE conveniently dispense rope from top or front. 


Ce l Aag X, con OO RM ? Not only Plymouth Ship Brand Manila, 
= but Plymouth Yankee, Plymouth Sisal and 


s. 


Basket at top holds an assortment of Plymouth’s 
sellingest packaged ropes. Square cartons 








Puritan ropes are available in square cartons. 
The Rope Department Rack is free with the 
purchase of three cartons of standard sizes 


= 
¢ 


eee ae 
ge 


(from 14’ diameter to *,’’ diameter) plus one 
carton of 50-ft. or 100-ft. HandyPaks. The sooner 


F thn 


is 
‘ a 
ates eee 


you get yours, the sooner it starts selling for you. 
Get the facts from the hardware wholesaler’s 


\ 


: 
| 


salesman who calls on you, or write to the sales 
office of the Plymouth Cordage Company, 
Plymouth, Massachusetts that’s nearest you: 


296 State Street P.O. Box 10215 
Boston, Mass. New Orleans, La. 
CApital 7-1134 VErnon 5-7243 
323 West Polk Street 70 Sacramento Street 
Chicago, Illinois San Francisco, Calif. 
HArrison 7-6238 GArfield 1-4709 


366 Madison Avenue 
New York, New York 
Y Ukon 6-9230 


| ous tit 
Ply 
ania ROPE 





PLYMOUTHEH 
CORDAGE COMPANY 


Put The Sell of Plymouth Rope in your store 
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MAKE KING-SIZE 
PROFITS WITH inc O’ Lawn 


The brand everybody wants as soon as they see it. POWER MOWERS 


: : All models have 4-cycle Briggs & Stratton A SIZE FOR 
Experience has taught us this—once a prospect engines. Choice of Rope or Recoil EVERY NEED 
’ , ; Starters. All ligh , 
sees KING O’ LAWN —there’s no sales problem. } Mastmrthunadca: Bey «ek ong 
’ . i. s. } : . , All bail bearings. All-steel, electric : wa 
You’ll realize this is true when you see it. It’s welded, box-type main frame. Automo- (2) 21” Home Owner Model 
the kind of equipment the dealer buys for his Rwekyoe, Utecene Sraase-Seetee > itp ot 


wheel rear drive differential. All chain (3) 21" Heavy Duty Model 
own home. ot ' drive. Immediate-response, hi-speed, 2.25 h.p. B&S engine 


: . A - automotive clutch. Wide, lawn-protecting, 
Compare King O’ Lawn with any other brand. | ‘semi pneumatic tires. Crucible steel, ‘4 26 Neavy Duty Model 


It has more exclusive features—more sales f pF aelio tinea bia an tasmanian Sart 2 
appeal — more quality and workmanship oi and : — fs stands terrific shock. 16 gauge tubular, electric welded control handies. 
means more satisfied customers—and more. 

profits to you. 


" -£ ‘te 
range from $149.50 for #7_—* i ¢ ae All models have d-cycle Briggs & Stratton iain 
ad bs | = j engines. Choice of Rope or Recoil 
the 18 Home Owner ; £ Starters. All have the same life-time,pre- EVERY CUSTOMER 
Model (right) through j cision construction that is built into the =.) junior Model 
$284.50 for the 26” King 0’ Lawn power mower. Trims curves, 1.75 h.p. B&S engine 
Heavy Duty Model (small j angles or straight edges. Quick. Neat : 
neavy Luly v Edges walks and curbs at 5 feet per (2) Gardener Model 
illustration). | second. Mows 9” wide path when 1.75 h.p. B&S engine 
adjusted horizontally. Forget your scis- (3) Special Mode! 
sors, shovels and backaches. Makes 2.25 h.p. B&S engine 
those tedious, neglected jobs a pleasure. (4) Senior Model 
Gives your yard that tailored, profes- 2.75 h.p. B&S engine 
sional look. a 
Suggested retail prices 
range from $79.50 for 
the Junior Model Edger 
(right) through $107.50 
for the Senior Model 


(small illustration). 


You mulch as you mow 


Find out about our 

special introductory offer. 
it will mean 

king-size profits for you. 
East of the Mississippi 
direct inquiries to: 

Mr. E. S. Stedman, Jr., 
P.0. Box 39, Neptune, N.J. 


A few choice dealer territories available. 


fy yee A ear sk 


Sprinkler Head @: rte | * Sates i> Triming Blade Grass Catcher — Sulky — fits al! 
Cleaner trims ays a . hat 9” Heavy Duty Ss Front-Throw | mowers. Same 
and cleans farts. ~ Mows tall weeds At ~  22ga. galvanized ; high quality 
around Wie fx |. i Scalps lawn, ey “4 —sThree times ~ = Quick-lock hitch 
sprinklers apa aimee? hae = ks around trees, }) 7235 won to a. Normalcapacity | |  K Comfy, air- 
A. ye along walls 5 e3: My eae | fiuted seat 

Geos 'c Fan we see 
OY a MD EME ne als 


KING O’LAWN, Inc., P.O. Box 1068 Tweedy Station, South Gate, California 














Offers You. 


MOORE and MORE of - 
what you're looking for 
BRUSH [Robo 


-o PROFITS 


‘RAYLON be Here’s just one of the 
PAINT BRUSHES profitable assortments 
oUTWEARS Qf that bring you MORE 


woGg BRISTLE 
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COLORFUL SELF-SERVICE 195B RAYLON 
BRUSH ASSORTMENT CONTAINS: 
24 -2” Royal Vesta, Flat Varnish 


9 -3” Royal Welcome, Flat Wall 
8 -4” Royal Wendell, Flat Wall 


PLUS BONUS OF 
12-1” Royal Vesta—FREE 


Retail Price ... $70.14 
Your Cost 
Your Profit... . $31.43 


Gross Profit 44, 8% 














ORDER YOURS TODAY 


@ Call your Pittsburgh salesman 
or write Pittsburgh Plate Glass 
Co., Brush Div., 3221 Frederick 
Ave., Baltimore 29, Maryland. 


a iin by PITTSBURGH, 


rtit 7 $3 8.4). a a ee ae 





KING O’LAWWN, Tak ome P.O. Box 1068 Tweedy Station, South Gate, California 


—_ 





MORE advertising! TV’s outstanding 
salesman brings PPG’s message to 
MORE people with each program... 
Over 28 million viewers, and still 
growing in popularity ... which means 











MORE brand acceptance 
MORE sales, less resistance 


MORE profits, longer gains 











MORE durable, our 
RAYLON 
outwears hog bristle 
3 to I 








* 





y MORE goodwill *1¢ for any reason a 


RAYLON BRUSH 
is not satisfactory 
for you we will replace the 


brush without cost. 


because they 


— fully MORE_ wir. Dealer, you 
“GUARANTEED can win a trip for two to 


New York to see the Garry 
Moore TV Show in June. 
Just send your name and 
address to ““PPG Raylon 
3 to 1,” 3221 Frederick 


Ave., Baltimore 29, Md. 
Makers of the famous 6 old Stipe BRUSHES _— That’s all you do! 








rr 
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THE 
LIGHT 


ENA 


Exclusive 


NEW 


Eye Saving white bulb 





fastest selling bulb in history... 


One chain group in Oct-Dec '58 sold 
479.2% more New Shape than it sold 
of the old-style bulbs in the same 
period in 1957! 


An important West Coast chain sold 
$10,685 of the New Shape Eye Sav- 
ing bulbs in a 6-week period...an 
increase of 88% over normal sales. 


A small Eastern chain, after stocking 
New Shape, increased its sales of all 


Call your authorized Westinghouse 


lamp agent, or write: Westinghouse Lamp 


Division, Bloomfield, N. J. 
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light bulbs 215%! 


Another Eastern store sold more of 
the New Shape in a 2-day period 
than it normally sold of old-style 
bulbs in a 30-day period! 


A large chain, after stocking New 
Shape, immediately increased its sales 
of all light bulbs 24.9%! And—3 
months later, this increase had 
reached 201%! 


Sales of New Shape for the last 4 
months of '58 were greater than sales 
of comparable sized old-style white 
bulbs for the full year of 1957! 


The going rate for 59 indicates total 
sales for the year at least 4 times 
greater than all type white bulbs 
(comparable sizes) for the entire year 


of 1958! 
order yours today! 


you CAN BE SURE...1F ITS \ Ves tinghouse 
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Your wholesaler salesman 


earns his salt! 


Wholesaler salesmen are the shock-troops hitting the retail 
line daily. As far as housewares are concerned, if they 
weren't on the job every day, why would 98% of the retail 
outlets depend upon wholesalers? 


Sinte the salesmen are much too busy with their daily 
chores even to bother to defend themselves—let’s look at 
the facts! And the best place to get the unvarnished truth 
is from their customers, the retailers. 


Here are some of the comments of buyers and merchants 
... chosen from hundreds of reports and notes made during 
a cross-country “‘fact finding’’ trip which covered retailers 
in 31 states: 


“The Wholesalers’ Salesmen 


Are Like My Right Arm!” 


This comment was heard so often as to be axiomatic. 
Now, let’s get into some specifics: 


e ‘Calls regularly as clockwork’”’ 


@ ‘Practically my assistant buyer; checks ALL my stocks 
on items he carries—tells me what I need for fill-ins’’ 


e ‘‘Never overloads me”’ 


e ‘Especially helpful to my new salesclerks—spends a 
lot of time briefing them on top lines and fast movers” 


e (big Department Store) ‘The boss himself is my sales- 
man; spends 1 full day a week, on Mondays, here and 
drops in again towards end of the week. Really keeps 
my selling stocks in excellent shape!” 


e ‘My salesman has taught me how to capitalize the 
not-so-widely-promoted events like 


May-June 





Brides . . . Back-to-School . . . and has given me lots 


of promotional ideas’ 


e ‘Put me into the Gift business with this counter... 
and gave me ideas for spotlighting items as gifts in 
other sections’ 


e “His idea of featuring 3 key items a week has paid 
oft big for me’’ 


e “Showed me how to rearrange my department. . . to 
get more of those ‘impulse’ sales on certain items” 


e “Watches my displays—gives me ideas; often he 
arranges them and puts in reprints of coming retail ads”’ 


e “Advised me of results gotten by other stores—even 
on items he himself doesn’t service’’ 


e “Helps on service problems” 
e “Tips me off on coming price changes” 


In most instances the wholesaler’s man paid major atten- 
tion to the smportant lines, such as Revere Ware. Naturally, 
for these provide the “pay off” in dollar volume and 
commissions for all concerned. After all, even the average 
Revere Ware sale represents a dollar-intake that’s well 
above the average . . . with the added assurance of no mark- 
downs or returns to spoil the profit picture. 


+ *K * K * a 


The housewares business is BIG business, but only in 
the aggregate. Basically it is small business . . . hourly . . . 


daily. Today's wholesalers and their busy, industrious sales- 
men earn every penny they get! 


No one who takes a realistic viewpoint on distribution 
can possibly belittle the necessity of the good wholesaler and 
the significant part he and his salesmen play in building 
the business of the stores they serve. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York e Clinton, Illinois ¢ Riverside, Calif. 
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the DAZEY 
Salad Maker 
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dare you to pull the 
Be ase Salad Maker up if 
it’s placed properly on a 
an. non-porous surface. It’s 
the newest thing in salad 
_ makers and only Dazey has it. 
_ Comes with stringer, slicer and 
shredder. Choice of white, 
yellow or pink. Ask for the #370 
Salad Maker in the self-selling 
_ display carton. 














Be sure 
it's a 





All Dazey products are guaranteed, in writing, free of defects in workmanship and material. MANUFACTURED BY THE DAZEY CORPORATION, ST. LOUIS 7, MO. 
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28,000,000 women 
will see these 

newly designed Redoemnaied, items 
during MAY and JUNE 


in Reader’s Digest, Better Homes and Gardens, Ladies’ Home Journal and McCall's 


Isn't it wonderful I how Rubbermaid 
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+ and safety to make you 
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NEW DESIGN ' 
new ie \ Bs —ebboremeiuiz 
. sink | | : 
fashions! | SR ? 
| CAS) 7 a 
- | | SY ra 
| sink | tchen lovelier and your — easier? 
fashions! ¥) 
| -bbermnid | NEW DESIGN 
Ridbbeunuid. | Kible NEW DESIGN 








Your Best Customers Will be Shopping For These Items At Your Store 
IF YOU HAVE NOT PLACED YOUR ORDER YET... 


CONTACT YOUR RUBBERMAID JOBBER TODAY! 


Be sure you are in stock on all items in full color range. 








.  arvene — 
Newly Designed Drainer Trays Newly Designed Sink Divider Mat Newly Designed Sink Mats Newly Designed Stove Mats 
Newly labeled in poly bags, too. Newly labeled in poly bag, too. Newly labeled in poly bags, too Newly labeled in poly bags, too 
Nos. 1190, 1191. Retail $2.69 and No. 1297. Retail: $1.49. Handy Nos. 1291, 1292. Retail: $1.29 Nos. 1394, 1397. Retail: $2.29 
$3.29. Handy 3 packs in red, 3 packs in red, white, yellow, pink, and $1.69. Handy 3 packs in red, and $2.49. Handy 3 packs in red, 


white, yellow, pink, turquotse. turquoise. white, yellow, pink, turquoise. black, yellow, pink, turquoise 










FREE DOOR MAT 


DISPLAY OFFER 


Wheeler Display 


& Deluxe Door Mat 
worth *21%...only*6% 


@® Order Assortment #0837 . 


® Get Wheeler Display Fixture 
worth $15.00) for only $6.98 

@® Receive FREE ... one #1411 Deluxe Door 
Mat... worth $6.98 retail 

@® Sell Door Mat and recover cost of display 


in one sale 


THIS DISPLAY SELLS A FULL 
ASSORTMENT OF DOOR MATS... 
GIVES YOU A COMPLETE DOOR 
MAT DEPARTMENT IN 
COMPACT SPACE 


Fr aoe or 


j ' j 


. \ 


#0837 Door Mat Wheeler Display Size: 30’ wide x 24’' deep x 4 ft. high Brown modeled finish. Colorful sign. 





¢ Fixture on wheels ... moves ‘‘up front’’ during bad e MIDDLE SHELF... Holds six «1404, «1407 or «1408 
weather for peak impulse sales Door Mats 


e BOTTOM SHELF ... Holds six «1407, «1408 or «1411 
¢ TOP SHELF... Holds twelve #1402 or «1404 Door Mats Door-Mats ; 





RUBBERMAID INC., WOOSTER, OHIO 





A Special Report 
By Hardware Age 


A report of the 


Southern Hardware Convention 


the 68th annual convention of the 


Southern Wholesale Hardware Assn. 


and the 116th semi-annual convention of the 


American Hardware Manufacturers Assn. 


In this report 

No profitless prosperity 
Photo, 1959-60 officers 
President's address 

Want a profit in tackle? 
SWHA officers 

Deliveries, company trucks... 
Deliveries, common carrier . 


Old Guard meetings....... 





Wholesalers avow 


a special report 


by HARDWARE AGE on the 


Southern Wholesale Hardware Convention 


No more profitless prosperity 


A shirt sleeved attack on how to put more profit into wholesaling was 


highlight of recent Southern Convention. Here’s what they did and said at 


this important 68th annual meeting. 


Optimism over sales possibilities for the balance of 1959. 


Concern shown by wholesalers over the profit potential in spite 
of rising sales volume. 

A trend towards sharper management to improve efficiency of 
personnel and quality of work to lower costs and increase profits. 

These were the themes that threaded through the Southern Con- 
vention, in formal addresses from the convention platform and in 
the informal talks among wholesalers and manufacturers in the 
hotel lobby and terraces. 

The Southern Convention was the 68th annual meeting of the 
Southern Wholesale Hardware Assn. and the 116th semi-annual 
meeting of the American Hardware Manufacturers Assn. The 
Convention was held at Palm Beach, Florida, April 12 to 16, with 
headquarters in the Biltmore Hotel. 

The wholesalers re-elected their president, W. W. French, Jr., 
president of Moore-Handley Hardware Co., Birmingham. Two new 
members elected to the Executive Committee are Joe F. Wood, 
Corpus Christi Hardware Co., Corpus Christi, Texas, and Joe W. 


Pitts, Brown-Roberts Hardware & Supply Co., Alexandria, La. 


Optimism over sales for the bal- 
ance of the year obviously was a 
reflection of bigger sales volume 
enjoyed in the first quarter com- 
pared with first quarter sales in 
1958. To wholesalers, this means 
the recession is over, and retailers 
are buying to replenish stocks and 
in anticipation of greater customer 
buying this spring and summer. 

Wholesalers did a good volume of 
business at dealer shows earlier 
this year, and expect to do a good 
volume at toy and fall merchandise 
shows this summer. 


58 ¢ HARDWARE AGE, April 23, 1959 


Sales admittedly were off last 
year. The beginning of that down- 
ward trend was foreseen at the 
convention a year ago in New Or- 
leans. Another trend evident a year 
ago was the need for better man- 
agement. This trend again came up 
for major consideration this year. 

The background for bringing the 
better management trend _ into 
sharper focus came during the first 
formal address of the convention. 
This address was the President’s 
Address. President French restated 
the industry’s belief that the whole- 


saler is still the most economical 
means of distributing goods to the 
retail hardware trade. 

After President French reaf- 
firmed the position of the whole- 
saler, the convention settled back 
to listen to some pertinent com- 
ments on what is better, sharper 
management. The speaker’ was 
George D. Wilkinson, management 
consultant, well known to Southern 
wholesalers for his survey of their 
industry a few years ago. 

Mr. Wilkinson pointed out the 
need for wholesalers to stop work- 
ing so hard at routine, detailed 
work, and to arrange their sched- 
ules for more hours to think about 
management. 

Modern management, he pointed 
out, means delegating responsi- 
bilities and authority, letting super- 
visory personnel know exactly what 
the job is, and setting up job man- 
agement studies. The end results 
are employing men and women best 
suited for the job and directing 
their work for the greatest effici- 
ency, with warehouse and office 
costs lowered. 

The need for better management 
in warehouse’ operations was 
pointed up by Charles Harris, ware- 
housing consultant, who has worked 
with a number of wholesalers. 

Mr. Harris’ basic theme was that 
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Officials of Southern Wholesale Hardware Assn. for 1959-60. Seated, left to right, Ralph Kirby, R. C. Neely, Jr., 
W. W. French, Jr., J. C. Erwin, T. W. McAllister. Standing, left to right, W. A. Parker, R. M. Miller, R. H. Baker, 
Hugh M. Davis, Joe Wood, Joseph Orgill, Jr... W. H. Terstegge. 


wholesalers should gather the facts 
about their operating methods, 
study them, then realign their 
warehouse operations as to layout, 
storage areas, and merchandise 
handling. 

“Selling for the dealer is every 
bit as important as selling to the 
dealer,” John Stiles told the con- 
vention. Mr. Stiles is president of 
the National Wholesale Hardware 
Assn. He also is president of Mor- 
ley-Murphy Co., Green Bay, Wis., 
wholesaler, and discussed whole- 
salers’ programs to aid dealers in- 
crease sales. 

Edmund Orgill, mayor of Mem- 
phis, addressed the convention on 
the responsibilities of business men 
in being politically active in their 
communities. 

Mr. Orgill was back with his 
fellow business men. 
of Orgill Bros. & Co., wholesaler at 


He was head 


Memphis, before being’ elected 
mayor. He also is a past president 
of the Southern Wholesale Hard- 
ware Assn. 

Memphis is a city without rackets 
and organized crime, he noted. 

“If citizens in any city don’t 
want organized crime they don’t 
have to have it,”’ Mr. Orgill pointed. 
A few citizens dedicated to such a 
crusade, plus the help of a news- 
paper editor or two, can blast or- 
ganized crime right out of a com- 
munity. 

Dr. Felix Morley, Washington, 
D. C., news commentator and col- 
umnist, told the convention about 
the perils of Communism from 
within. 





For a report on the addresses of 
John Stiles and George Wilkinson 
see the May 7 issue of HARD- 
WARE AGE. 


mm 


_ ~e 


The golf tournament was at the 
Palm Beach Country Club, on April 
14. The winners were: 

Low gross, Charles M. Sutlive. 

Second low gross, R. G. Ladd. 
Third low gross, G. C. Jones. 

Low net, W. G. Jones. 

Second low net, S. K. Kite-Powell. 
Third low net, F. M. Metcalfe. 
Fourth low net, R. C. Amspacher. 
Fifth low net, F. L. Marshall. 

Nearest pin, 17th hole, Howie 
Vaughan. 

Low putts, George Stanley. 

A hole-in-one was made by Dan 
G. Johnson on the fourth hole. 

The golf tournament was han- 
dled by this committee: D. H. 
Comtois and Harry W. Jernigan, 
co-chairman; Worth BB. Plyer, 
Daniel J. Mayes, and William Volk. 

The nominating committee mem- 
bers were Robert H. Baker, chair- 
man; Fred Myers, W. E. Smith, 
and W. H. Terstegge. | 
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Southern Hardware Convention 





President's Address 





*... 1 hope we can dedicate ourselves 
to the cause of keeping a large num- 
ber of independent hardware men in 
business for their benefit, the benefit 
of wholesalers and of the country as 


99 


a whole... 


by W. W. French, Jr. 


president 


not lived up to all expectations is the discount house 
that was going to revolutionize distribution all over 
the United States. 

Some discounters have failed. Some discount houses 
are doing well. Perhaps this all boils down to an old 
established fact that success depends more on indi- 
vidual excellence in management than new systems. 

For many years manufacturers who have been proud 
of their brand names have constantly urged distribu- 
tors and dealers to help them add to this prestige by 
good service, full stocks, repair parts, and upgrading 
advertising. 

In the last few years some manufacturers have seem- 
ingly been overjoyed with discount house volume and 
with what I would term destructive advertising. If 
this is the right policy for the manufacturers now they 
have been wrong the past 50 or so years and the great 
men who built these brand names on quality were also 
wrong. To my knowledge no brand has been built by 


Moore-Handley Hardware Co. 
Birmingham, Ala. 

ond president 

Southern Wholesale Hardware Association 


For many vears there has been thinking by some 
people that the days of distributors were numbered 
and new ways of distribution would take over. Also, 
some people have thought that the days of all small 
business were numbered, and all distribution would 
be handled by factory branches or national chains. 

I now sense a very definite swing in thinking toward 
our Industry being after all the best way of distribu- 
tion in the South. Also, an opinion from many sides 


that small businesses are very necessary to the well 
being of this country. 

The major appliance manufacturers have probably 
studied methods of distribution more than anyone our 
industry deals with. Up until the poor business of last 
vear major appliance manufacturers seemed to be 
fairly well satisfied they had all the answers, Those 
believing in factory branches had set up distribution 
in the South in the same pattern as in the densely 
populated areas. 

A year’s slow business showed some major appliance 
manufacturers how much money this system could 
lose in the South. 

Another example of a way of distribution that has 
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a discount house. 

An extremely dense population is one of the neces- 
sities for a successful discount operation. Also, it is 
necessary for successful direct selling which has been 
tried by some of our misguided manufacturer friends. 

In the New York metropolitan area, where discount 
houses generally have been most successful, there are 
about 15 million people, almost as many as there are 
in the states of Alabama, Mississippi, Florida, Georgia, 
South Carolina and Tennessee combined in an area of 
practically 300,000 square miles. Both the Chicago and 
Los Angeles metropolitan districts have more total 
income than any three Southeastern states. 

Certainly discount houses are going to have a place 





in the distribution pattern. So are factory branches, 
but there was a time when many people thought they 
would have the whole pie. 

My point in all this is that our part of the country 
is different from other sections and distributors are 
the most efficient way for manufacturers to reach their 
markets in this area. Also, frequently it is best to 
stay with a way of doing things that, while old, has 
weathered many storms and still made a profit. 

Even the most efficient distributors, though, find it 
difficult to operate on today’s margins, particularly in 
the South where territories are large and traveling ex- 
penses very high. 

I mentioned before that I felt there was an addi- 
tional advantage to our industry in the fact that there 
Was a Swing in political thinking toward the fact that 
small business was necessary. 

Talk keeps coming up that General Motors and other 
big corporations should be split up into less powerful 
units. An effort that is being made to get small busi- 
ness a larger share of defense orders. 

The Small Business Investment Act passed last year 
is so complicated no one seems to know how to use it, 


but still that Act is evidence the small business man 
is considered important. 

Small corporations can now be taxed as partnerships. 

Loss on sale of their stock is not a capital loss and 
$100,000 can be accumulated without fear of section 
102. 

Other small business measures have been introduced 
in Congress, one of which would cut the tax rate on 
profits under $100,000 by having a graduated corporate 
income tax. Another would strengthen the law against 
selling at low prices to destroy competition. Another 
prohibits loss leader selling. 

The retail hardware dealer is certainly far stronger 
as a Whole than any other class of retailer. The changes 
in tax laws now give him a terrific advantage over his 
chain competition. When the retailer is in good shape 
so is the wholesaler. 

I think a man, a company, and an industry as a whole 
should have a cause to work for as well as a profit. I 
hope we can dedicate ourselves to the cause of keeping 
a large number of independent hardware dealers in 
business for their benefit, our’s, and the country as a 
whole. 
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Want a profit in tackle? 





“You are in the fishing tackle busi- 
ness if top management, buyers and 
salesmen are enthused and you carry 


a full stock for your area.” 


by C. S. Roberts, Jr. 
Roberts, Santord & Taylor Co. 


Sherman. Texas 


Here are the requirements for 
a profitable fishing tackle depart- 
ment. You can see how your com- 


department. | 


mean the manager 
mean the manager 


of the tackle 


tuition as to what will and what 
will not sell in his particular terri- 


pany rates. 

Management of the firm must 
like to fish and must realize the 
potential for large volume sales in 
the fishing tackle field in the terri- 


» 


tory. By management I do _ not 


of the entire organization, the man 
at the very top who can say yes or 
no in regard to anything that 
might come up. 

Next to top management the 
fishing tackle buyer must do all 
types of fishing. He must have in- 


tory. 

The third requisite is that ade- 
quate time be given at sales meet- 
ings to fishing tackle. If tackle is 
not mentioned at practically every 
sales meeting, and every salesman 
is not thoroughly acquainted with 
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your tackle items, you cannot do a 
good job. 

In addition to this, you must sell 
your house as a complete source of 
supply for fishing tackle to the 
dealers in your territory. This is 
not easy to do, and requires years 
to do well. It frequently requires 
carrying samples of fishing tackle 
items. It involves printing a cata- 
tog and mailing it to all of your 
dealers. It involves consumer ad- 


vertising if you have a _ private 
brand of your own. 

Last, but not least, you must 
realize that the tackle business is 
different from the hardware busi- 
ness. 

In the hardware business you can 
sit back and wait for a new item 
to be established in the market, 
then purchase a stock and continue 
to sell it from year to year. 

In the fishing tackle business 


you have to know a hot item from 
a cold one, buy it before your com- 
petition gets it, sell it and then 
quit it when it dies. 

If your firm has passed this test 
you are definitely in the fishing 
tackle business and should consider 
details which can improve your 
profit picture. I refer to turnover 
and basic stock lists. 

You have heard a lot in the past 
six months about the turnover 


Fig. 2—A guide for wholesalers inventory on rods and reels 


Note: list of reels and rods recommended for distributors is by a manufacturer; 


list of reels and rods at bottom of Fig. 2 are from a wholesaler's inventory list. 


Number 
10 to 12 


12 to 15 
6 tos 
5 to 6 
Sto 10 
5 to 6 
2to4 
l to 2 
l to 2 


Recommended for Distributor: Number Recommended for Distributor: 


8 to 10 
6 to S 
» to 6 
3to4 
2to3 
4 tod 
4 to 6 
3to4 
3 to 4 


Bait casting reels... ... 

Closed face spinning reels. 

Open face spinning reels 

Single action fly reels 

Automatic fly reels 

All-purpose level-wind reels. 
General purpose boat and bay reels 
Boat trolling reels 

Surf and live bait reels 


Bait casting rods. . 
Spin-casting rods 
Regular spinning rods 
Salt water rods. . 

ily casting rods. 

Bay and pier rods 
Popping rods... . 

Live bait and steelhead 
Surf casting rods 

38 to 50 90 to 65 


Total all reels Total all rods 


Breakdown of Roberts, Sanford & Taylor Co. stock: 


$6.50 $7.50 $8.50 $9.95 $12.95 $17.50 
to to to to to to $25 
6.75 7.95 8.95 10.50 16.95 24.95 &Up 


REELS: 
$3.50 $3.95 $4.95 


Bait casting 2 2 : | 6 
Closed-faced spinning > 
Open-faced spinning 
Single-action fly 
Automatie fly. . 
Level wind—trolling 


” 


(12 sources of supply) Total all reels 


$9.90 $15.95 
to to 

Robs: $2.95 $3.95 $4.95 5.95 $6.95 $7.95 $9.95 $11.95 $12.95 $14.95 19.95 Up Total 
Bait casting—solid | | | 3 
Bait casting—tubular None 
Spin-casting—solid 
Spin-casting—tubular 
Spinning-solid . 
Spinning—tubular 
Fly—tubular . : , 
REE ar a ee l 


(4 sources of supply) Total all rods. 
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Fig. 1—Here is a guide for retailers on stock reels and rods in their sporting goods section 


Basic stock guide for fishing reels 


Product classification 





Basic ’ x 
Basic-optional — 


Closed face spinning $9.95 
Basic x 
Basic—optional 


Open face spinning 
Basic 
Basic-optional 


Single action fly 
Basic 
Basic—optional 


Automatic fly $9.95 
Basic — 
Basic—optional x 


Basic — 
Basic—optional x 


General purpose boat & bay 
Basic 
Basic—optional 


Boat. trolling $9.95 
Basic x 
Basic—optional oes 


Surf and live bait $9.95 
Basic x 
Basic—optional -— 








Average retail price ranges 


$3.95 $5.95 


xX xX 
xX X —_ x xX 


$8.95 $12.95 $15 &up 
x EE — 


$12.95 $14.95 $16.95 & up 
x —- ~ 


— Xx ——= 


4 


$17.95 $19.95 & up 
xX — a 
" . , 


$7.95 & up 
xX a 
$14.95 & up 
x 
$14.95 & up 
x 
x 
$7.95 $9.95 & up 
Xx a —_ 
x 
$12.95 $14.95 & up 
xX —— 
— x 
$12.95 $17.95 $20.00 & up 


x —_ 
— x x 


* The basic and basic-optional guide stocks take into consideration only price ranges 
and in*most situations would be expanded when considering other factors such as brand 


preferences, rod lengths, ete. 


Basic stock guide for fishing rods 


Product classification 





Bait casting—solid 
Basic 
Basic—optional - 


$4.95 $6.95 
x : 


Bait casting—hollow $9.95 $12.95 
Basic . 
Basic—optional 


Spin-cast—solid 
Basic 
Basic—optional 


Spin-cast—hollow 
Basic 
Basic—options| 


Regular spinning—solid 
Basic 
Basic—optional 


Regular spinning—hollow 
Basic 
Basic—optional 


Salt water spinning 
Basic 
Basic—optional 


Fly casting—hollow Dé. $9.95 
Basic x x 
Basic—optional 


Bay and pier $5.9: $7.95 
Basic | 
Basic-optiona| 


Popping 
Basic 
Basic optional xX xX x 


Average retail price ranges 


xX 


.95 & up 


x 
.95 & up 


x 


4.95 & up 
x 

95 & up 
x 

.95 & up 
x 


$12.95 & up 


$12.95 & up 


Boat $9. $11.9 $14.95 & up 


Basic 
Basic—optional x 


Live bait and steelhead 
Basic 
Basic—optional x 


$15.95 & up 


Surt Casting $17.50 & up 
Basic 


Basic Opt lonsal 
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handbook for retailers compiled by 
the National Retail Hardware As- 
sociation which sets up a _ basic 
stock for a retail hardware store 
doing $100,000 annual volume. 

This turnover handbook goes into 
great detail in many categories of 
the hardware field. But to me, it 
seems rather inadequate when it 
comes to fishing tackle. It devotes 
nearly three pages to vacuum bot- 
tles and only 10 to tackle. 

If a dealer is going to be in the 
tackle stock 
ratio should be about one page of 


business his sheet 


vacuum bottles to 25 pages of 
tackle. 

One major manufacturer of rods 
and reels, in an effort to improve 
on this basic stocklist for better 
retail turnover, has done a tremen- 
dous amount of research in regard 
to these two fishing tackle cate- 


gories and has come up with some 
interesting figures for both the re- 
tailer and the wholesaler. 

Fig. 1 is the basic stock guide 
for fishing reels and rods for the 
retailer compiled by this manufac- 
turer. 

Fig. 2 is a recommended distrib- 
utor basic stock of both reels and 
then under that is a 
breakdown of the number of rods 
and reels which my company stocks. 


rods, and 


These will give you an oppor- 
tunity to do some checking to see 
whether or not you agree with this 
manufacturer, as to the retail basic 
stocks and as to the wholesaler 
recommended stocks. In the case of 
our company we reduced the num- 
ber of reels which we stock from 
69 to 54 and the number of rods 
from 33 to 3l. 


The number of reels and rods 





President 
W. W. French, Jr. 


Moore-Handley Hardware Co. 


First vice-president 
R. C. Neely, Jr. 


Amarillo Hardware Co. 


Second vice-president 
J. C. Erwin 
Allison-Erwin Co. 


Honorary vice-president 


T. W. McAllister 


Managing Director 
Treasurer 


Ralph E. Kirby 


Southern Hardware 


Executive Committee 
S. D. May 


Bluefield Hardware Co. 


Hugh M. Davis 
C. M. McClung & Co. 


Frank M. Copper, Ill 
Knight & Wall Co. 


Joseph Orgill, Jr. 
Orgill Bros. & Co. 


*Joe F. Wood 


Corpus Christi Hardware Co. 





Officers of the 
Southern Wholesale Hardware Association 


Palm Beach, Fla., April 16, 1959 


Advistory Board 


Joe W. Pitts 
Brown-Roberts 
Supply Co. 


Hardware & 


Mark Lyons 
MecGowin-Lyons Hardware & 
Supply Co. 


R. H. Baker 


Fones Brothers Hardware Co. 


A. C. Rankin 


Teague Hardware Co. 


H. J. Allison 


Allison-Erwin Co. 


W. A. Parker 
Beck & Gregg Hardware Co. 


R. R. Witt 
Builders Supply Co. 


W. H. Terstegge 
Stratton & Terstegge Co. 
Fred C. Barksdale 


Brown-Roberts Hardware & 
Supply Co. 


Charles E. Nash 


Nash Hardware Co. 


R. M. Miller 


Railey-Milam, Ince. 


S. D. May 


Bluefield Hardware Co. 


“Newly elected 
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Convention speaker .. . 


i. ¥ | 
Wholesale Har Iware 


ident Morley-Murph 


j 
y 


George D. Ikins« 
George D. Wilkinson | 
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recommended for the distributor's 
stock is considerably more than 
that recommended for the retailer. 
This is because in one wholesaler’s 
territory it is likely that certain 
areas will prefer one brand of reel 
or rod whereas in another section 
another brand may be much more 
popular. It may be necessary for 
the wholesaler to 
brands in order to adequately ser- 
vice his entire territory. 

Our trade territory is entirely a 
fresh water one, and we are heavy 
on bait-casting, spin-casting or 
closed-faced spinning, and fly rods 
and reels. We stock no salt water 
tackle. 

You may wonder why we pur- 
chase from 12. different 
sources of supply and carry a stock 


stock several 


reels 





than that recommended 
by this particular manufacturer, 
whereas on rods we buy from only 
four sources of supply and _ stock 
far less than the number recom- 
mended by this manufacturer. 

In the case of reels this can be 
explained by the wide variance of 
brand preference by the customers 
in our territory. In addition, few 
manufacturers make all types of 
reels. All of the 54 models which 
we carry turn in our stock suffi- 
ciently to justify carrying them. 

We are able to purchase rods 
made up to our own specifications 
under our own brand, and from 
one source of supply we can obtain 
rods which satisfy much of the 
demand in our territory. 

We buy practically all of our line 
from only two sources of supply. 

We buy hooks from three sources, 
floats from two, and our complete 
line of sinkers from one manufac- 
turer. 


larger 


When vou come to baits you sep- 
arate the men from the boys as far 
as fishing tackle buvers are con- 
cerned. There are a few well-known 
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and well-advertised baits which 
will sell in some volume year after 
year. By far the majority of them 
will be hot as a pistol one year and 
dead as a doornail the next. This 
is where the fishing tackle business 
differs from the hardware business 
and where the buyer needs that 
sixth sense. 

I have mentioned only seven or 
eight general divisions of tackle. 
There are many, many others such 
as seines, trot line, nets, minnow 
buckets, tackle boxes, snaps and 
swivels. To be recognized as a 
source of supply for fishing tackle 
it is necessary that vou have a 
representative stock of all of them. 

The purpose of both basic stock 
lists for the retailer and whole- 
suler is to obtain more turnover, 
enabling the dealer or 
to have less capital tied up and 
make more profit. 

Tackle is a seasonable item. The 


wholesaler 


tackle year begins Aug. 1 of each 
vear and ends the following July 31. 

Practically all tackle manufac- 
turers offer spring terms of either 
2 percent March 10 or April 10. 


Delivering the Hardware 





Advantages of using 
company trucks 


by Glenn R. Torbett 
Summers Hdwe. & Supply Co. 
Johnson City, Tenn. 


After a manufacturer from 
whom I regularly purchase mer- 
chandise has announced his line 
and prices for the new year I place 
an order for shipment as soon as 
the dating period becomes effec- 
tive, for enough merchandise to 
last me until April 10. 

I hope to sell this merchandise 
to my dealers and collect for it on 
April 10, the same time I have to 
pay the manufacturer. 

Since we are a small wholesaler 
and do not have an automatic or 
perpetual stock control system, be- 
ginning March 1 I take monthly 
stock of every tackle item, placing 
orders with suppliers for approxi- 
mately three months’ needs. 

If | am lucky I will end up in 
the fall with a small stock of every- 
thing we carry, but will have sold 
a lot of merchandise during the 
year. 

This is what I call the best type 
of turnover. It takes a very close 
watch of your stock, but it can be 
done very satisfactorily if the fac- 
tories will make reasonably prompt 
shipment of your orders. 


. en 


Southern Hardware Convention 


Wholesalers give their views on the 


advantages of using common ¢arriers. 


and of making deliveries with their 


company operated trucks 


It is our belief that the advan- 
tages of delivery by company- 
owned trucks should be considered 
in the light of the following set of 
circumstances: 

(1) Necessity 

(2) Cost 

(3) Service 

The remarks that we make are 


coordinated with information fur- 
nished by six Southern Wholesale 
Hardware Association members. 

All members who have delivery 
by company-owned trucks do not 
agree that it is entirely advanta- 
geous to them to deliver by their 
own trucks. 

Necessity: In the wholesale hard- 
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ware business, being an organiza- 
tion in which we all want to do 
more business than the previous 
month or the previous year, we 
are forced to take extra measures 
to service customers in_ isolated 
spots that are not serviced by the 
common carrier. 

One member reports he is located 
in a town that is at the end of 
the railroad line, there is no 
through motor traffic. There is no 
local trucking firm that is capable 
of handling delivery tonnage. 

Another advantage we list under 
necessity is that we have inade- 
quate shipping department space. 
The proper scheduling of mer- 
chandise to be shipped by our own 
trucks enables us to use space to 
the best advantage. We are not 
always assured of daily pickups by 
the regular motor carriers. 

Cost: Of interest to all is the 
cost of delivering merchandise to 
the dealer, where we must defray 
a major portion of that cost. 

Motor carrier rates are based on 
railroad mileage as a_ formula. 
Thus, the rate basis to a delivery 
point may be higher than the 
actual mileage traveled. We can 
save almost 50 percent freight 
charges when we deliver by our 
truck to these points. 


As an illustration, the rate basis 
to a neighboring out-of-state town 
in our area is 138 miles and the 
common carrier rates are computed 
on that distance. Actual mileage 
by our truck is 69 miles direct. 

Service: We feel that service is 
by far the most important ad- 
vantage of company-owned truck 
delivery. Here the wholesale hard- 
ware distributor renders his best 
to the dealer. 

Here we quote a member firm 
from the Southwest who handles 
large quantities of wire products 
and who advises, in addition to 
saving almost half on the cost of 
delivery, that “we can give faster 
service by our own trucks, especial- 
ly in regard to larger orders. 

“Another factor is scheduling. 
We have many accounts that are 
not regular territories, and they 
know exactly what days our trucks 
will be in the territory. We feel 
sure that we get a certain amount 
of business because of the fact 
that they know they can depend on 
deliveries on certain days.” 

Another distributor reports: 

“All classes of merchandise 
delivered by company-owned trucks 
can be delivered at no expense to 
the dealer; whereas, distributors 
who ship by common carrier must 


The association secretaries... 








The men who handle association affairs during the year and who organize 


the convention. 


secretary-treasurer, American 


the right. 
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Ralph E. Kirby, managing director and treasurer, 
Southern Wholesale Hardware Assn., on the left. 
Hardware 


Arthur L. Faubel, 


Manufacturers Assn., on 





Convention speaker .. . 





Charles W. Harris, warehousing con- 
sultant. 


have an exception list of many of 
the hardware items, which are F. 
QO. B. their warehouse. The dealer 
must pay regular freight on this 
merchandise. 

“We find that our own truck 
drivers are one of our strongest 
members of our sales department. 
They ask the dealer where he would 
like our merchandise to be placed 
in his store and even though it 
might take him a few minutes 
longer to put it in the desired loca- 
tion, our driver leaves the dealer’s 
store with that dealer thinking 
very kindly of our company. 

‘‘Another feature is that if mer- 
chandise is damaged at the time it 
is being delivered, the dealer can 
refuse merchandise on our com- 
pany-owned trucks. In the case of 
common carrier trucks, the dealer 
has to sit down and go through a 
lot of red tape in writing up a 
claim with the common carrier 
truck line and a lot of cases must 
wait 30, 60, or 90 days for payment 
of the claim.” 

We feel sure that the use of our 
trucks enables us to hold business 
that we would otherwise lose. 

It reduces the chance of loss due 
to packaging and extra handling 
during interchange. 

It eliminates stray claims due to 
a loss in transit. 

It eliminates the heavy cost of 
packing merchandise. Merchandise 
does not have to be packed as care- 
fully in our trucks as for common 
carrier. 

It improves service to customers 





Southern Hardware Convention 





on emergency and rush orders. 

Some of the average costs of 
delivery by company-owned trucks 
are as follows: 

On 57 trips made to various 
territories, totaling 7515 miles, 
delivering a total of 514,000 pounds 
of merchandise, the cost, based on 
flat rate, was $3296. An average 
cost of 64 cents per 100 pounds, 
at a cost per trip of $57.83. 

The average truck repair on an 
International heavy duty straight 
truck, during an average month, 
is $101.76. This includes all repair, 
oil, and lubrication, exclusive of 
gasoline. 

Regardless of the advantages or 
disadvantages, truck delivery is 
one of the most profit consuming 
phases that has been injected into 
the wholesale hardware business in 
our experience. 


Advantages of using 
common carriers 





by Ralph Speer, Jr. 
Speer Hardware Co. 
Fort Smith, Ark. 


Almost all of our orders are 
shipped the day received and de- 
livered in our customers’ stores, 75 
percent the next day, 12 percent the 
second day, 6 percent the third day, 
and 7 percent require more than 
three days. Delivery time means 
working days. Saturdays and Sun- 
davs are not included. 





The ccnvention officially opens... 





Association members and guests pay their respects to association 
officials at the Convention Reception, first official item on the program, 
on April 12. 


In 1956 our cost for outbound 
freight in percentage of sales was 
1.25 percent; in 1957, 1.33 percent; 
and in 1958, 1.45 percent. These 
figures represent our entire cost 
for both city and country shipment. 

Our method of handling freight 
allowances is to ship goods freight 
collect and permit the customer to 
deduct the freight when remitting 
for the merchandise. 

This system has the advantage 
of not tying up our capital in pre- 
paid freight. This system _ pro- 
vides an inducement for our cus- 
tomers to pay us more promptly. 

To substantiate this, our calendar 
days sales in accounts receivable as 
of Dee. 31, 1958, was 35 days. The 
average for the industry, according 
to the figures of the National 
Wholesale Hardware Association, 
was 46.7 days. 

Speer Hardware is a small con- 
We did less than $2 million 
volume in 1958. 

Here are the facts and figures of 
five other firms who use common 
carriers for delivery: 


cern. 


Firm No. 1—Sales over $5 million 
in 1958. Maximum distance 250 
miles. Average distance, 100 miles. 
Cost of delivery in 1958, 1 percent. 


Method of handling, ships freight 
collect and allows deduction on or- 
ders of 100 lb or $100 on everything 
except floor covering. 

This firm ships all orders the day 
received and delivery is made to 
approximately 85 percent of ac- 
counts the next day. 


Firm No. 2—Sales over $4 million 
in 1958. Maximum distance 325 
miles. Average distance, 100 miles. 
Cost of delivery 1956, 1.22 percent; 
1957, 1.31 percent; 1958, 1.27 per- 
cent. 

This firm ships 90 percent of its 
goods freight collect. The balance 
is prepaid. This firm allows deduc- 
tion of freight on all items except 
floor covering and plant food. 


Firm No. 3—Sales volume in 19538 
more than $10 million. 
served a radius of approximately 
275 miles from warehouse. Cost of 
delivery 1957-58, 1.55 percent; & 
months of 1958-59, 1.63 percent. 

This firm prepays all shipment 
of freight allowed items. Mixed 
shipments which include some fob 
warehouse goods’ are shipped 
freight collect and the amount of 
freight applicable’ to 


Territory 


delivered 
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items is deducted from the bottom 
of the invoice. 


kirm No. 4—Sales volume less than 
$2 million. Territory served from 
three warehouses 150 to 300 miles. 
Cost of delivery, .50 
1958. 


percent in 


This 
and allows deduction on allowable 
items if paid freight bill is sent in 
within 60 
Exceptions 


firm ships freight collect 


remittance days 


from date of invoice. 


with 


are heavy hardware, plumbing, fur- 
niture and major appliances. 


Old Guard elects C. A. Goldstrohm 


The Old Guard, an organization 
of salesmen who have faithfully 
served Southern wholesalers for 
many yvears, met during the South- 
ern Convention for its traditional 
dinner on April 13, then held its 
annual business meeting the fol- 
lowing morning. 

(, A. Goldstrohm, Houston, first 
vice-president, was elected presi- 
dent, succeeding Harry A. Hoffner, 
Jacksonville. 

Luster B. Farmer, Nashville, 
second vice-president, was elected 
first vice-president. 

Franklyn H. Horton, Atlanta, 
was elected second vice-president. 

Charles A. Pitts, 
was re-elected secretary-treasurer. 

Four new members are Robert J. 
Hugh E. McGuire, Wil- 
liam Rumley, Jr., and Matthew Le- 
land Wood. 


Jacksonville, 


Isaacson, 


The Old Guard meets for its annual 
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dinner, and these are 


Old Guard officers for 1959-60 | 
C. A. Goldstrohm, Luster B. Farmer. 


leat? TO riagqntT 


Southern Hardware Convention 





Firm No. 5—Sales volume more 
than $11 million. Territory a radius 
of 300 miles from warehouse. Cost 


of delivery 1958, 1 percent. 


president 





ofticers and guests at the head table. 
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Readers express 


opinions on imports 


Delaware River Port Authority 


IMPORTS... 


A king-sized headache 


Are imports hurting the hardware industry? How 


do retailers and wholesalers look at this problem? 


by W. A. PHAIR, edit 


What effects are today’s ballooning imports having 
on the American hardware trade? Are dealers and 
wholesalers making a mistake in downgrading their 
business . .. and profits ... by handling cheaper 
imports? 


Is the American consumer becoming more inter- 
ested in low prices (and sometimes low quality), 
rather than quality items at higher prices? Can 
American industry, with its present wage rates, suc- 
cessfully compete with imports? 

These are just a few of the questions that are puz- 
zling many hardwaremen these days. The answers to 
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IMPORTS... 


these questions are many, varied and controversial. 

Yet, this subject of rising imports needs a careful, 
subjective appraisal. Its influence reaches every corner 
of the industry. 

In the Jan. 15 issue of HARDWARE AGE, p. 7, an edi- 
torial appeared entitled, “The challenge of imports.” 
This editorial inspired. a great many letters from 
HARDWARE AGE readers of all types. 

These letters show many significant differences in 
views in the trade. This mail also suggests that many 
men in the trade do not fully understand the potential 
effects of the increasing volume of imports. 


What are the facts on imports 


In this article we are publishing parts of some of 
these letters to show the varied views that exist in the 
hardware trade. The portions that are published with 
this article were selected to show, in an objective man- 
ner, the way the import question appears to typical 
members of the trade. 

It would be impossible to publish all these letters in 
their entirety. Many letters ran two and three pages. 
However, these extracts do give the essence of this 
mail. 

Before getting into this mail, some facts should be 
summarized to put these letters in the proper perspec- 
tive. 


Fact No. 1 Imports are hurting many hardware manu- 
facturers and will do more damage in the future. The 
full effect is difficult to isolate because it is scattered 
and spotty. Some lines are harder hit than others. In 
some areas, imports in certain lines have practically 
eliminated the American product. Barb wire in the 
Southeast is an example of this. 


Fact No. 2 The idea that all imports are cheap and of 
poor quality is incorrect. Many imports are of high 
quality and represent a good value for the price. How- 
ever it is true that recent increases in imports have 
been largely in the cheap, poor quality items. 


Fact No. 3 It is also incorrect to believe that all im- 
porters are businessmen of questionable principles. 
Many import houses have been long established, con- 
duct very ethical businesses and enjoy a high reputa- 
tion and the best of credit references. On the other 
hand, there are fly-by-night speculators in this field, 
but they are not representative of all importers. 


Fact No. 4 Labor unions, who have a big stake in this 
problem, have thus far been very silent. But sooner 
or later labor will have to take an active interest, be- 
cause their members are being directly affected. 


Fact No. 5 The concept is false that American in- 
dustrial ingenuity can overcome all the differences in 


70 © HARDWARE AGE, April 23, 1959 








wage rates here and abroad. There is a limit to what 
technology can accomplish, since wages are such a 
major portion of the price of every item. Efforts to 
raise our minimum wage rate to $1.25 per hour will 
aggravate this headache. 


Fact No. 6 While there has been some tal’ of forming 
a group to tell the trade about the effects of imports, 
little if anything has been done in this direction. Manu- 
facturers must take an organized approach to the task 
of telling the story of the effects of imports. This is 
an urgent need. 


Fact No. 7 Distributors and dealers are reacting to 
this question largely as merchants who must sell goods 
to stay in business. If they must sell imports to stay 
in business, they will do so, even though they may 
prefer to handle domestic lines. In some areas, if a 
wholesaler doesn’t handle imported nails, he is out of 
the nail business. Imports are strictly an economic 
matter to these men. 


Fact No. 8 The growing volume of imports is focusing 
new attention on our foreign aid programs. There is 
a growing doubt of the value of a program that en- 
courages foreign countries to learn to produce goods 
that they can sell here at less than American manufac- 
turing costs. The plants that are hurt by these im- 
ports are the same sources that must supply the bulk 
of the taxes that support the foreign aid efforts. 


Here's what the trade thinks about imports 


from a dealer in Louisiana— 

“... We should enlist the help of the rank and file 
of organized labor to solve this problem. Dealers 
could work with their retail associations in sending 
out letters to union locals in their area. There should 
be a series of letters over a period of time, pointing to 
the need for tariff protection and increased productiv- 
itv. This program could be covered by a flat assess- 
ment of $10 or $15 from each dealer.”’ 


from a dealer in Georgia— 

“ ..I1 wonder if part of the problem may be that 
some manufacturers have actually priced themselves 
out of a market and imports have stepped in to fill the 
void? For example, we find one can rent a shovel— 
ves, I said a shovel—at 75¢ to $1 a day. Many con- 
sumers prefer this to buying one at $5, no matter how 
good it is. On the other hand, I think he could be sold 
at $3. 

“Take the case of a small item that every store sells 
in a steady volume all year ’round. This is a 15¢ 
item. Recently the price was raised 5¢. I think this is 
too much, at one time. We’re beginning to look for an 
import substitute for this item. 

“We don’t like to see American industry hurt, but 
what can we do? We would like to help our manufac- 
turers if we could. Why don’t they start a Buy Ameri- 
can campaign? They should have a symbol to put on 
all their tools saying ‘“‘Made in USA.” Then let’s have 
this same symbol to use on our windows to make the 
public aware of the meaning of the symbol.” 











1948 1949 1950 1951 1952 1953 1954 1955 


from a hose manufacturer— 

“... The fundamental problem with imports is the 
difference in the standard of living of this country 
and foreign countries. We can not maintain our high 
standard of living and compete with the products of 
countries with lower labor costs. This simple fact 
must be recognized. 

“There are two things we can do. We can reduce 
our standard of living and compete. Or we can wait 
until standards abroad catch up with us. This could 
be a long wait that would kill many American plants. 
“It seems to me that the labor groups in this coun- 
try who will be directly affected by this import prob- 
lem, should insist that a fair wage scale be paid in 
the making of goods before we will permit their 
importation here. For example, 90 percent of the wage 
scale of comparable American products would be fair. 
“We certainly face a strange problem. We are 
being taxed to pay for building factories in foreign 
countries, showing them how to manufacture goods. 
Then we are expected to compete with the goods 
these factories turn out (with our tax money) with 
coolie labor rates.” 


from a wholesaler in Tennessee— 

“... Your editorial is a distinct service to the in- 
dustry. But, as you say, what is the solution? The 
only thing we can suggest is for wholesalers to agree 
to cut down on their buying of imports. Not just a 
few, but all of them. When you are in the Southeast, 
you don’t sell barb wire or nails, unless you handle 
imports. You can’t compete otherwise.” 








1956 1957 1958 


Source: U. S. Dept. of Commerce 


Zooming imports of mechanic's hand tools 
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The seriousness of the import 
problem is shown by this 
chart of just one type of 
goods . . . mechanic's hand 
service tools. Actual imports 
are higher than these figures. 
Data on some imports escape 
the statistical summaries for 
various technical reasons. 


© 
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from a manufacturer of mechanics tools— 

“... Wholesalers and dealers tell us that the cost of 
doing business has increased. Yet, at the same time 
they shrink their profit dollar by selling cheap im- 
ports. This downgrading of merchandise is not only 
costing the wholesaler and dealer real dollar profits, 
but it is also likely to destroy consumer confidence in 
hardware stores. 

“We don’t believe the picture is all black. Our em- 
ployees are helping to educate dealers that imports can 
cause a reduction in our labor force and this in turn 
means fewer customers for the dealer. We need more 
of this. 

“Some imports have always been sold through va- 
riety and chain stores. I think these outlets will always 
be a market for imports. But today’s problem comes 
from the fact that too many merchants, whose reputa- 
tion has been built on quality, are risking this reputa- 
tion in the hope of increased volume in inferior goods. 
I am sure they will learn that this doesn’t work.” 


from an industrial distributor— 

“ .. Some factory owners who are worried about 
imports are the same men who buy English autos and 
Italian ties. The man who feels that he is going to 
save 50 percent in buying something, no matter what 
it is, is going to fight harder if you try to reason with 
him. 

“If you tell him imports put Americans out of work, 
he will get angry and will rationalize a good reason 
for what he is doing. 

“It would be better to spend some energy on stop- 
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IMPORTS . . . readers disagree on effect on business 


ping the encroachment of soft goods firms and furni- 
ture stores and drug stores in the hardware business. 
Or perhaps we could better work on enforcing Sunday 
closings of all stores selling food and gasoline.” 


from a@ Pennsylvania dealer— 

“.. As an ex-Sears manager, I have been shocked 
at the failure of hardware dealers to realize that the 
secret of Sears is the handling of three types of mer- 
chandise—good, better, best. Customers want this 
type of selection and a dealer should be prepared to 
supply it. But where have we been able to get the low 
priced item... the good item. . . before imports? 

“[ don’t like imports, but maybe for some reasons 
they are good, because every home owner doesn’t want 
to always buy the best grade, no matter what we 
would like him to do. You say dealers are substituting 
cheapness for salesmanship. Couldn’t it be that our 
suppliers are falling down on the job in not giving us 


99 


the right types of goods? 


from a metal specialty manufacturer— 

o We talk a great deal about our wonderful 
American standard of living. Well, if we believe in it, 
we had better start to protect it or it will cease to 
exist. 

“There is no difference between importing low-wage 
merchandise and bringing into this country the low- 
wage labor itself. American manufacturers must op- 
erate under a $1 minimum wage law, plus all sorts of 
other benefits, while the government encourages the 
import of products made at half that rate. 

“In an effort to bolster the doubtful economies of 
other countries, it seems our government would gladly 
add 2 to 3 million to the unemployed list. You said in 
the editorial that we export more than we import. I 
don’t think this is true, when you take into account 
all the credits and foreign aid we extend.”’ 


from a manufacturer’s representative— 

‘... I think you should point out that foreign trade 
is a two-way street. Foreign countries each year buy 
about $5 of goods from us for each $2.50 to $4 we 
buy from them. 

“Also, I have seen where foreign competition has 
caused American manufacturers to improve their fac- 
tory methods and thus reduce prices to the trade.” 


from a hand and power tool manufacturer— 

“... 1 wonder if it would not be helpful if American 
retailers could be enlisted in a ‘Buy American’ pro- 
gram. In Canada there is a very strong ‘Buy Cana- 
dian’ feeling. I don’t know how this actually influences 
the consumer, but I am sure it would be a factor. 

“The import-export problem also has many political 
implications. And, of course, the labor vote is very 
important. I hope labor will wake up to this problem, 
before it is too late, and will do their share toward 
solving it.” 
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from a tool manufacturer— 


“|. The import problem is most serious. Despite 
many efforts, it is impossible to obtain consideration 
from Washington, under the various relief clauses of 
the Tariff Act. 

“T wonder how many people realize what this can 
lead to. For example, take the case of the manufac- 
turer of a mechanical device which most housewives 
buy. Imports from Japan ruined this company’s man- 
ufacturing business. They now have all their parts 
made in Japan at a wage rate of about 33¢ per hour. 
The parts are then assembled in the U.S. Just imagine 
all the jobs that were destroyed by this. Think of all 
the hardware store customers that were lost because of 
this import competition. This can happen in many 
other industries, and dealers can lose many of their 
good customers this way.”’ 


from a Wisconsin dealer— 

“. . I hesitated a long while before stocking im- 
ported tools and housewares. We have a high class 
store and a better than average type of customer. 
3ut with every grocery store, variety store and drug 
store offering imported items at lower than our cost, 
it affected us. As merchants we can’t afford to lose 
sales. I don’t like this situation, but what is the 
alternative ?”’ 


from a hardware dealer in upper New York state— 

‘“ _. We must have a better understanding between 
our workmen and the factory operators. We must 
learn how to avoid strikes. Strikes raise prices and 
cut off the flow of goods and give importers a chance 
to move in. 

“American workers must strive to make more and 
better goods. We sell both imports and domestic items, 
but we prefer to sell U. S. goods. These U. 8S. goods 
always have better qualities which we can point out. 
The imports are left for the price conscious customers. 
For example, we have an imported adjustable wrench 
that crumbles at the least pressure on it, while the 
American item stands up very well under everything 
we can give it.” 


from a Kansas wholesaler— 

“ . . We also operate several farms and we know 
how farm prices have dropped way down ... the trend 
is always downward. Yet the prices of the non-farm 
goods we buy are always going up. If the price of 
imports is closer to what the farmer is getting, why 
shouldn’t he buy these imports? 

“The farmer has been through the wringer. Now, 
industry is getting closer to the wringer and some 
real self-examination is needed. This is all to the 
good. We could pay lip service to the thoughts in your 
editorial, but this is the time to call a spade a spade. 
I feel that it is time that labor and industry paid more 
attention to the farmer.” 


Want more facts? Circle 140, p. 91 > 






















































— 2 —_— 
* GRECIAN KEY , 

No. X-1633/G-O939. No. X-1633/C-1177 
> iA 16.33 / Vet A 81633 / 17/77 


IN he Th $figalfhatG * ((CJid IV 









l-ounce glass in gold-finished holder 
Each set in gift carton — 3 cartons per shipper 
ving Case — 16 pounds approximately 





LIBBEY SAFEDGE GLASSWARE 
AN (1) PRODUCT 





Elegant wedding of glass and metal in 
the classic tradition. Practical, yet deco- 
rative, Continental Cups may be used 
for hot and cold beverages, from coffee 
and tea to soup-on-the-rocks. Ideal for 
buffet-style entertaining. 


Available in two patterns—gold deco- 
rated or mitre-cut. Holders are removable 
for easy cleaning of glass and holder. 


In sets of eight, handsomely gift-boxed. 







Owens-ILLINOIS 


GENERAL OFFICES « TOLEDO 1, OHIO 





















why’. 


In various lines today, there appears to be a 
constant attempt to cheapen quality in order to 
provide a “bargain”. 








In such cases, the effect has often been to take 
the profit out of selling for the retailer 


... to create a headache for him in unsatisfactory 
merchandise and dissatisfied customers 


.and destroy the confidence of consumers in 
the integrity of American manufacture. 


Policy apparently of this kind has resulted in 
bath scales being priced as low as $2.44 retail. 


Borg-Erickson takes this opportunity to reiterate 
its traditional stand against the destruction of 
quality standards, retail profit-security, and 
consumer confidence 


.and to offer retailers a completely new concept 
of scale merchandising, under which they can 
sell merchandise they are proud of, in bigger 
dollar volume than ever before, at prices 
legitimately profitable. 


President 
The Borg-Erickson Corporation 


With Borg’s ‘‘World of Color’ Display, you offer the colorful choice 
needed to sell replacement scales. You sell 58 scale variations 





from only 12 on your floor, at prices to $19.95. 
It’s a new profitable approach to scale merchandising. 
Want more facts? Circle 141, p. 91 
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NEW BLACK & DECKER ROUTER-PLANE 


GIVES YOU COMPLETE CONTROL IN THE WOOD 


It’s a 34 HP Router and a Power Plane combined! 

As a plane, it gives your customers perfect balance, 
fast and accurate cutting, easy-to-use depth and bevel 
adjustments. And you get new down-to-earth selling 
features! Show your prospects how that extra-length 
front shoe gives them greater accuracy in starting cuts. 
Show them how the motor is balanced midway between 
the hands for level operation. Show them how the long- 
er front handle and thumb rest put them in control of 
the job at all times. 

The powerful B&D-built Router motor easily handles 
continuous-duty operations on the toughest routing 
and planing jobs. Talk to your B&D supplier about 
the new Black & Decker Router-Plane. Complete Kit 
includes router motor, plane attachment and router 
base in sturdy metal carrying case. 


BLACK & DECKER 34 HP 
HEAVY-DUTY ROUTER 


One of the lightest, most com- 
pact routers on the market! 
The simplest micrometer depth 
adjustment, specially-designed 
handles, exclusive ‘“‘flat top’’ 
and other features make the 
B&D Router easy to sell! 





Comfortable rear handle 













By 2-edge 
Mi spiral cutter 


Easy depth- 
of-cut setting 


—_ ins) motor 
Recessed ££ 
thumb rest alti je Zine , 
“the ta 
= a - i, 
Longer shoe 
for smoother 
planing 






Quick bevel 


i “Flat Top” makes 


adjustments easy 
Big front “foil guard” handle 


lack’ Deckers 


Lesh Under | 
TOOT” 
im Vollow Poges” 





World's Largest Maker of Electric Tools Towson 4, Md. 


THE BLACK & DECKER MFG. CO., Dept. H-504, Towson 4, Md. 

O Please send complete descriptive literature on new 
Black & Decker Router-Plane 

© Enclosed find 50c for B&D Router Manual 
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Want more facts? Circle 142, p. 91 
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EKCO Ekco Products Co., Chicago, ©1959 





Want more facts? Circle 143, p. 91 
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Make Your Housewares Department 
As Complete and Profitable 
As Possible... 


FEATURE FLINT 


ST e@ in National Advertising 
@ in quality 


@ in name recognition by consumers 
@ as a complete full line source 
e with profit making promotions 
e@ with new products and ideas 
SEE YOUR DISTRIBUTOR 


Pat. Pend. 
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FieldeStream 


tips its hat to 

The American 

Thermos Products it 
Company 

for Sales Imagination 


4 Jugs & Chests 


ihe 4 
sae 


Se eernege*a 
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The Most Spectacular, Multi-Page Advertising 
in the History of the Vacuum Bottle and In- 
sulated Jug and Chest Industry will appear in 
the June Issue of Field & Stream. 


SUPPORTED BY a full-color page in the May 
23rd issue of The Saturday Evening Post plus 
other colorful advertisements in Sunset, Farm 
Journal and other leading consumer magazines... 


AND FREE SELLING AIDS to make you a part 
of this exciting sales promotion—counter cards, 
streamers and displays available from your dis- 
tributor or The American Thermos Products 
Company, Norwich, Connecticut. 


FIELD & STREAM CONTINUES TO BE YOUR BEST CONTACT 
WITH THE OUTSIDE WORLD...MORE ADVERTISERS USE FIELD & STREAM 
THAN ANY OTHER MAGAZINE IN THE SPORTSMAN’S FIELD. 


Want more facts? Circle 144, p. 91 
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Buying Check List 


of new hardware items 


Keep up to date. Check the new items and 
selling aids in following pages and keep 
posted on new ideas for making money. 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 91, and mail. 


HARDWARE AGE BUYING CHECK LIST 


Here is a quick Check List of items described in the following pages 


Carded furniture casters 

| Homecraft sandpaper guide 
| Kitchen tool combination 
New power hand tool line 
Barbecue grill fire starter 
Faucet washer assortment 
Water purification pump 
Cutlery steel grass shears 
Stove cleaner-brush pack 

De luxe grass trimmer-edger 
5 carded saber saw blades 
Panel display for handles 

4 hp rotary tiller-mower 
Extra long shrub shear 

33 assorted paint brushes 
Jack post kit for pipe, wood 
12 in. leather grip axe 
Fertilizing-watering unit 
Solder merchandiser rack 
Silent-operating balicock 
Jig saw bonus in promotion 
Texture designed seats 

3 repair kits in packages 
Wire fixture for bakeware 
Heavy-duty router-plane kit 
High density pipe coils 

3 submersible pump models 
Lawn mower biade sharpener 
9 farm implement sprays 

6 gal wheeled sprayer model 


Hand-powered lawn sweepers 
Chrome-plated sprinkler 
4-way household outlet plug 
11 in. bricklayer’s hammer 
Repackaged wrench sets 

5 light rugged fly reels 

16 in. tool steel plier 

Viny! grip screw drivers 
Oscillating lawn sprinkler 
Complete respirator line 
Furniture antiquing kit 
Cooking serving casseroles 
2 heavy-duty saw models 
Multi-purpose garden unit 
Carded chisel assortments 
Repackaged weatherstrip 
Fast-drying boat enamel 
Steel pot for mixing paint 
Truss and countersunk nuts 
Slide sprayer for gardeners 
Bulk steel wool repackaged 
Embossed aluminum tubing 
Metalized tape merchandiser 
Expansion bolt line catalog 
Assorted packaged balloons 
9 traverse rods, catalog 
Carded pizza pie cutter 

1959 striking tool catalog 
Fioor cleaner repackaged 
Water system catalog sheet 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


Item 1 


Carded furniture casters 
Brass-finished furniture casters 
featuring opaque white Atlasite 


composition wheels are available 
with 114 in., 1% in. or 2 in. diame- 
ter wheels. Four casters are 
mounted on each card for display 
on perforated panel board or in 
glass bins. These casters, with 
grip neck stem or plate construc- 
tion, are light duty models with a 
single ball bearing. Cards contain 
diagrammed installation § instruc- 
tions and suggested uses. Bassick 
Co., Dept. HA, 3045 Fairfield Ave., 
Bridgeport 5, Conn. 


Item 2 


Homecraft sandpeper guide 
Here’s a homecraft sandpaper 
guide that is free to hardware 
and paint dealers. Behr-Manning’s 
guide-chart simplifies choice by 
using 16 pe of real sandpaper, and 
non-technical terms. The right 
sandpaper and right abrasive grit 


Memecraft Sandpaper Gaile 
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for all finishing stages are out- 
lined. The chart is printed on 
heavy-coated white card stock in 
blue and yellow and is punched for 
wall hanging. Behr-Manning Co., 
Dept. HA, Troy, N. Y. 


Item 3 


Kitchen tool combination 

Your housewares customers will 
be traffic for Ekco’s budget-priced 
3200 line of stainless steel kitchen 
tools. The set includes a_ round- 
blade masher, narrow _ spatula, 


slotted spoon, 2-tine fork, pancake 
turner, deep ladle and 6-pe hang-up 
rack. The sets come with Melmac 
handles in yellow, pink and tur- 
quoise and Bakelite handles in 
black sets. The suggested retail 
price of the gift-boxed set is $7.49. 
Ekco-Autoyre Div., Ekco Products 
Co., Dept. HA, 1949 N. Cicero Ave.., 
Chicago 39, Ill. 


Item 4 


New power hand tool line 
American Power Tool’s new line 
includes 4 in., *, in. and % in. 
drills, a saber saw, an electric trim- 
mer, 6% and 7!» in. heavy-duty 
saws, a 4 in. belt sander and a pad 
sander that converts from straight 
to orbital action. The 4% in. drill 
shown has a speed of 1800 rpm. 
The motor is 2.8 amp. It is 8% 
in. long and has an aluminum alloy 
housing. It has a gear chuck and 
will drill up to 4% in. in steel and 


4 in. in wood. American Power 
Tool Co., American-Lincoln Corp., 
Dept. HA, Toledo 3, Ohio. 


Item 5 


Barbecue grill fire starter 


Outdoor cooks will want the 
Thermos Fireliter for barbecue 
grills. This tool simplifies starting 


fires. The Fireliter has a wax-base 


THERMOs® 


FFRELITER 


rHERMDS 


gir eit yeR 


disk which lights at the slot pro- 
vided. When lighted the disk is 
placed in a metal cup with asbestos 
wick. A colorful display package, 
shown, contains units of 10. Re- 
tails at 49¢ per package of 12 
disks. American Thermos Products 
Co., Dept. HA, Laurel Hill Ave., 
Norwich, Conn. 


Item 6 


Faucet washer assortment 

This self-display metal box holds 
2,000 units of Supreme neoprene 
washers for hot and cold water 
faucets and brass'- replacement 





ITEM NUMBER ON FREE POSTCARD, P. 91 


screws for four faucet threads. The 
box, which has 12 compartments, 
contains an assortment of washers 
from sizes 00 to % in. A location 
chart is mounted in the lid of the 
box. Full instructions for washer 


installation are included. Schaul 
Mfg. Co., Dept. HA, 6300 Roland 
Ave., Cleveland, Ohio. 


Item 7 


Water purification pump 
This low cost positive displace- 
ment chemical feed pump for water 


purification and treatment auto- 
matically uses ordinary liquid 
bleach in making water safe for 
consumption. This compact unit 
weighing 5% Ib, will chemically 
treat flows up to 3000 gph. The 
pump is driven by an integrated hy- 
draulically operated water motor. 
Metal materials in the pump are 
brass, Monel, or stainless steel. “‘O”’ 
rings are used throughout. F. E. 
Myers & Bro. Co., Dept. HA, 249 
Orange St., Ashland, Ohio. 


Item 8 


Cutlery steel grass shears 
Smith’s grass shears have a 
blade tension device which auto- 
matically adjusts blades to suit 
toughness of the grass being cut. 
The blades are hollow-ground cut- 
lery steel. Comfortable plastic 
grips eliminate blisters. All types 
of grass are easily and cleanly 
trimmed. These shears are color- 


fully packaged for bin, counter or 
shelf display. Seymour Smith & 
Son, Inec., Dept. HA, 31410 Main 
St., Oakville, Conn. 


Item 9 


Stove cleaner-brush pack 
Oven-Aid cleaner is promoted in 
a combination package with a bar- 
becue grill brush for $1.79. The 
regular retail price for Oven-Aid 
is 98¢. The grill brush is regular- 


OVEN-AID 


OVEN 


CLEAN—ER 


ly $1. This package is the Special 
His and Hers Offer. G. N. Cough- 
lan Co., Dept. HA, 29 Spring St., 
West Orange, N. J. 


Item 10 


De luxe grass trimmer-edger 
Ames’ No. 30 de luxe model for 


grass trimming and edging has an 


adjustable shear blade that raises 
so shear disc teeth are above trench 
bottom. This Roto-Edger has ad- 
justable blade tension and is self- 
sharpening. Comes with dual rub- 
ber tires. The retail price is $6.95. 
O. Ames Co., Dept. HA, Parkers- 
burg W. Va. 


Item 11 


5 carded saber saw blades 
Here are five wood and metal cut- 
ting saw blades for most popular 
makes of saber saws. Each blade is 
color-coded: Red for 7 teeth, green 
for 10 teeth, yellow for 12 teeth, 
blue for 14 teeth, and orange for 
32 teeth (metal cutting). A set of 


I 


= . SABE nm SAW 
BLADES 


, 


five saber saw blades on a display 
card sells at $1.98. Forsberg Mfg. 
Co., Dept. HA, Bridgeport 1, Conn. 


Item 12 


Panel display for handles 

The Link 10 Point Program for 
Profit features handles with Reddy- 
Fit Eyes, slotted and with wedges 
fastened to handles. With an order 


HARDWARE AGE, April 23, 1959 © 81 





The TOP QUALITY BIT 


for PROFESSIONAL USERS 


and those who 


WANT THE BEST!... 
é> 


AG 


Carbide-Tipped 


MASONRY 
BITS 


For drilling in ANY MASONRY from 
PLASTER to TILE. Sizes %," to 1%” 
diometer. 


Drill holes faster, easier, and at a 
lower cost than by using outmoded 
steel star bits. The reasons ore in 
these features found only in Cyclo- 
twist Bits: — 


GROUND CARBIDE CUTTING EDGES 
NO CARBIDE HANGOVER 

CARBIDE TOP IS COPPER BRAZED 
FOR LONGER BIT LIFE. 

SPIRAL FLUTES ASSURE POSITIVE 
DUST REMOVAL FROM 

CUTTING ZONE 

HEAT TREATED, HIGH QUALITY 
ALLOY STEEL 


For use in any rotary electric drill. 











> 
4 OLE | 4 ; 
{ v Var ! 


MASONRY BITS 


si Display the 


PB-59 
PEG BOARD 
MERCHANDISER 


Here's a ‘‘STOP-LOOK. 
BUY’ display that 
gives you a ‘balanced 
stock’’ of fast moving 
Cyclo-twist Bits at o 
minimum investment. 
Dispioy Contains 16 Bits: 4 each ¥4” — V4” — Hy” 
eoch ¥%” etl Y,” 
RETAIL VALUE $35.86 Subject to your discount 
The product — the nationo!l advertising — and this 
great disploy will bring you sales ond re-sales. 


© Carbide-Tipped 


BITS 


the ‘DO-IT-YOURSELF’ Market 


No other low-priced bits ore as 
satisfactory when drilling in or- 
dinary masonry. Each bit is indi- 
vidually carded for quick sale. 


THERE'S REAL EXTRA PROFIT FOR 
YOU WHEN YOU SELL THE COM- 
PLETE NEW ENGLAND CARBIDE 
LINE — with a policy that pro- 
tects you. 


ORDER FROM YOUR WHOLESALER 
TODAY or write us for name of your 
necrest wholesoler. 


NEW ENGLAND CARBIDE TOOL CO., INC. 
535A Commercial Street, Medford 55, Mass. 


MASONRY 
DRILL BIT 
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of 250 lb, about 12 doz long and 
15 doz short handles, an attractive 
perforated panel board display is 
free. It is shipped prepaid to deal- 
ers east of the Rocky Mountains. 
Link also provides 11 x 28 in. wall 
charts for its various handle types 
with reproductions of eye ends for 
the tool types they fit. O. P. Link 
Handle Co., Dept. HA, Salem, Ind. 


Item 13 


4 hp rotary tiller-mower 


One-hand operation is a feature 
of this new Lawn-Boy self-pro- 


pelled rotary tiller-mower. All con- 
trols are grouped on the handle. 
The TMS-1LB tiller is a 16 in. 
unit powered by a 4 hp, 4-cycle 
Clinton engine. It is propelled by a 
V-belt drive with forward, neutral 
and reverse settings. Chain and 
sprocket drive is completely housed 
and the full-geared differential pro- 
vides non-slip turns. Tiller-mower 
retails for $275.45. The tiller 
adapts easily to a rotary mowing 
unit. Lawn-Boy, Dept. HA, Lamar, 
Mo. 


| BRYON elie. | =e] a 
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Item 14 


Extra long shrub shear 

True Temper’s new shrub shear 
combines 22 in. long lopper han- 
dles with 8% in. hedge shear 
blades. This garden tool provides 
extra long reach and large capacity 
for fast trimming of tall hedges, 
evergreens and shaping all shrub- 
bery. It has fire-hardened handles 


and full polished cutlery steel 


blades. The lower blade is serrated 
with limb notch. True Temper 
Corp., Dept. HA, 1623 Euclid Ave., 
Cleveland, Ohio. 


Item 15 


33 assorted paint brushes 


The Ambassador paint brush as- 
sortment of 1 in. to 4 in. sizes is 
pre-priced from 35¢ to $4.95. The 
full assortment of 33. brushes 
comes packed on the hooks of a 
perforated panel for use as a coun- 
ter easel or to be hung. All of the 
brushes have walnut handles and 
are wrapped in clear film. The as- 
sortment of seven different sizes, 





complete with free display, costs 
the dealer $35. A. G. Jacobus’ 
Sons, Inc., Dept. HA, 770 Bloom- 
field Ave., Verona, N. J. 


Item 16 


Jack post kit for pipe, wood 


These Do It Yourself jack post 
kits enable customers to make any- 
one of three different diameter pipe 
jack posts or most sizes of wood 
jack posts, All adaptors are enclosed 
in each kit for all sizes. The No. 
80 kit has the parts to make posts 
from 1 to 21 ft high in 1 in., 1% 
in., or 2 in. pipe posts. Complete in- 


structions are included. The kits 
sell for $3.95. Baden Steelbar & 
Bolt Co., Dept. HA, Route 3, Se- 
wickley, Pa. 


Item 17 


12 in. leather grip axe 


Youthful outdoorsmen will be in- 
terested in Estwing’s junior size 


sportsman’s axe. This model is a 
smaller version of the company’s 
leather grip model. The axe is 
forged of one-piece fine tool-steel. 
It has a thin, perfectly tempered 
blade with a mirror finish. This 
lighter belt axe comes with a free, 
leather embossed sheath. It is 12 
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In this new catalog” 


any plier your customers want 











Here is a catalog with 16 pages filled with pliers of every 
description—side cutters, oblique cutters, long nose cut- 
ters, shear cutters, end cutters—a style, size and type for 
every conceivable job. Included are the new Klein midget 
patterns, hardly longer than a package of cigarettes— 
ideal for electronic work or model making. A copy of this 
catalog should be in the hands of every hardware store. 


WRITE TODAY 
Catalog 101A, listing and describing scores of Klein 
Pliers, will be sent on request. 


"Since 1857"” 


WEEE mo MLEEN eo & Sons 


ae McCORMICK ROAD + CHICAGO 45, —— 
Want more facts? Circle 146, p. 91 
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Want more details? Just circle item number on p. 91 


BUYING CHECK LIST 
| 


in. long and cuts 2%4 in. wide. List holds a dozen Swif bubble-pack 
price is $5.50. Estwing Mfg. Co., cards in less than % sq ft of coun- 
Dept. HA, 9th & Harrison Ave., ter space. 


A colorful display sign 
Rockford 6, Ill. 


suggests uses of this 50/50 tin- 
lead solder combined with all-pur- 
pose flux for all metal-to-metal sold- 
Item 18 ering. Retail price is 69¢ per tube. 
Fertilizing-watering unit i ; ong rpghae3 

: 416 Broadway, New York 13, N. Y. 

Waterfeeder Model 100, disperses ~*~  ” adi 

fertilizer (liquid, granulated, car- 


Item 20 


Silent-operating ballcock 

This Mansfield balleock operates 
quietly and efficiently at all pres- 
sures. It contains adjustments on 
float rod refill outlet that control 
water flow into tank and _ bowl. 
Simplified construction includes 
lifetime nylon valve seat, neoprene 
diaphragm and two working metal 
parts protected from water and 


tridge or tablet form) while water- 
ing the lawn. The application rate 
is controlled by a valve on top of 
the unit. The fertilizing device may 
be attached to either end of the hose 
and has a plexiglass Waterfeeder 
bowl. This applicator operates un- 
der all line pressures. The list price 
is $6.95. Proen Products Co., Dept. 
|_HA, Ninth and Grayson  Sts., 
Berkeley 10, Calif. 


ELECTRIC 
GENERATING 
PLANTS 








GASOLINE 
ENGINES 





electrolytic action. No back-sy- 
Item 19 honing eid DSaultes ' 
phoning. Mansfield Sanitary, Inc., 

Solder merchandiser rack Dept. HA, Perrysville, Ohio. 


ELECTRIC 
PORTABLE 
Chicago 39, Illinois + Felephone BErkshire 7-4100 


You can obtain a free self-se- 
lection merchandiser rack for 
| Swif Solder-in-a-Tube with the Item 217 
_purchase of 12 tubes. The rack 
| Jig saw bonus in promotion 
A free bench stand and jig saw 
table ($5.70 value) come with the 
purchase of Millers Falls No. 480 
jig saw at its regular price of 
$39.95. This offer is part of a pro- 
motion featuring 11 tools ranging 
from a $15 carrying case and rip 
guide free with any of three port- 
able electric saws to a $3 price on 
the No. 725 Nest of Saws. Posters, 
displays and other tie-in materials 
(some shown in photograph) come 
as part of promotion. The No. 480 
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S841 West Dickens Ave., 
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jig saw cuts metal, wood and plas- 
tics as a jig saw, hacksaw, coping 
saw, rip or crosscut saw and key- 
hole saw. Starts its own hole and 
has an airblast device. Equipment 
includes two wood cutting and two 
metal cutting blades plus a blade 
changing wrench. Millers Falls 
Co., Dept. HA, Greenfield, Mass. 


Item 22 


Texture designed seats 

Century’s Puritan Style 800-X 
toilet seat features an attractive 
modern linear design in_ gold 
against backgrounds of six colors. 
The Zig-Zag design is fused into 
the cover surface. It is guaran- 
teed not to mar, scratch or wear 
off. Other features include solid- 
molded construction, smooth, non- 
staining melamine-alkyd finish and 


lifetime polyethylene bumpers. Cen- 
tury Products, Inc., Dept. HA, 3510 
Chatham Ave., Cleveland 13, Ohio. 


Item 23 


3 repair kits in packages 

Three epoxy plastic repair kits, 
under the brand name of Weld, are 
each packaged in a small plastic 





ANOTHER NEW 


MONEY-MAKER 
by Bridgeport 


So 


ANOTHER NEW 
MONEY-MAKER 
by Bridgeport 


Bridgeport 
DISPLAY DEAL NO. 900 





DISPLAY RACK 
$5.00 VALUE 


FREE 


with one 


ae No. 900 Deal! 


; 


“we | 
vm HERE’S WHAT 
YOU GET! 


. INDIVIDUALLY 
CARDED 
, BRIDGEPORT 


SCREWDRIVERS 


ror. $9 20 


VALUE 


DEALER $ ] 9 47 


COST 


DEALER 


PROFIT 5 Q rs 


Screwdrivers feature unbreakable 
plastic handles with exclusive 
BILT-IN grip and nickel plated 
forged steel blades. Assortment 

includes regular, screw-holding, 

and genuine Phillips blades 
Guaranteed Quality at 
attractive low prices 


Shown with removable bracket for at 
taching to wall or pegboard 
Size: 14Y%_" x 14%” x 25) 





Here's a sure-fire way to boost big vol- 
ume sales of low price screwdrivers! 
Get this new Bridgeport Revolving Self- 
Selection merchandiser that makes it 
simple for customers to find and buy 
what they need. You get 4 each of the 
16 fastest selling RED CAP & BLUE CAP 
numbers, all clearly identified and pre- 
priced from 15c to 75c. 


You also get, at no extra cost, a rugged 
metal display which takes less than 1'/2 
square feet of space. It can be used on 
the counter or attached to the wall with 
the special bracket provided. 

For economy, better quality merchan- 
dise, and faster sales, you can't beat 
Bridgeport! Order your No. 900 Deal 
today—See your jobber or write: 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP. 


tube that is divided into two com- Bridgeport 5, Conn. 


partments for easy mixing. The 
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SAVAGE HAS IT... 





solid hit!... 
Demand for the new 
Savage 219 rifle is 


double sales 





estimates! 


We introduced the 219 just two months ago. Already 
we’ve had to double production to keep up with dealer 
orders. Proof that Savage has it .. . all down the line 
in 59! Only Savage can offer a high power, single shot 
rifle with automatic ejector, grooved for scope sights... 
for just $37.50. .22 Hornet caliber for varmints — .30-30 
for larger game. What’s more, dealers tell us this 219 has 
real possibilities as a rental item. Write us on your letter- 
head, mentioning your jobber, and we’ll send you a free 
set of handsome game prints suitable for framing. 
Savage Arms Corporation, Sporting Arms Division, 
Chicopee Falls 206, Massachusetts. 


Retail, $3'7.50 






MODEL 219 


Want more facts? Circle 149, p. 91 
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ALL DOWN THE LINE IN ‘59! 


Savage / Stevens _ 














BUYING CHECK LIST 
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tube is a handy applicator and the 
bonds made are waterproof and 
withstand a wide range of tem- 
perature variations. Comes in three 
types: steel-filled, for metal re- 
pairs; white for porcelain and china 
repairs, clear for glass repairs. 
Comes packed 24 tubes to a display 
carton and 12 cartons to the case. 
The kits are prepriced at 59¢. 
Traffic Control, Inc., Dept. HA, 
460 Union St., Lynn, Mass. 


Item 24 


Wire fixture for bakeware 

When hung on perforated panel 
board this wire display fixture per- 
mits maximum visibility of Bake- 


|King tin and aluminum bakeware 
_and their colorful labels. With this 


hanger 6 to 12 items can be shown 
on each rack. When one pan is re- 
moved the other items slide for- 
ward. The labels depict baked goods 


| and include recipes. This hanger is 
| . > . 
| available at a special low price when 








ordered with Bake-King merchan- 
dise. Chicago Metallic Mfg. Co., 
Dept. HA, 3711 S. Ashland Ave., 
Chicago 9, Ill. 





ltem number on page 91 


Item 25 
Heavy-duty router-plane kit 
Black & Decker’s heavy-duty 


router-plane kit contains a No. 200 
%¥4 hp heavy-duty router with motor 
unit and router base, a No. U-2400 
plane attachment, a straight and 
circular guide, a 4% in. arbor and 
cutter. These tools, adjustment 
wrenches and a router manual are 





packed in a steel kit box. The sug- 
gested retail price is $146.40. Black 
& Decker Mfg. Co., Dept. HA, 
Towson 4, Md. 


Item 26 


High density pipe coils 
Cresline-HD high strength, high 
density pipe is available in sizes 14 
to 2 in. diameter and standard coil 
lengths. This pipe is made of Hi- 
fax 1700 resin. It is competitively- 
priced. Crescent Plastics, 
Dept. HA, 955 Diamond 
Evansville 7, Ind. 


Ine., 
Avé., 


Item 27 


3 submersible pump models 
Here’s a Gould’s submersible 
pump with Byrite plastic impellers, 
guide vanes and cover plates and 
stainless steel bowls. The Silent 
Flow pump is available for 4 in. 
and larger wells in 14, ¥% and 34 hp 
for well depths to 280 ft and capac- 
ities up to 870 gph. Its one piece 
motor drop cable contains three 
leads. Motors furnished on units 
are emulsion-filled. A stainless steel 




















SHYSTER 


weighted spinner 





hex shaft provides a positive drive 
with no need for individual impel- 
ler keys. Goulds Pumps, Inc., Dept. 
HA, 50 Black Brook Rd., Seneca 
Falls, N. Y. 


Item 28 


Lawn mower blade sharpener 


If you are looking for additional 
lawn and garden section tools here’s 
a rotary lawn mower blade sharp- 
ener. The Cummins blade sharp- 
ener kit comes with a 4 in. drill, 
adjustable sharpening fixture, 
grinding wheel, wire brush, and 4- 
pe arbor set. trowels and 
spades also can be cleaned and 
sharpened with this tool. Priced at 


Hoes, 





$29.95. The kit alone sells for $5.95 
without the power drill. Cummins 
Portable Tools Div., John Oster 
Mfg. Co., Dept. HA, 5055 N. Lydell 
Ave., Milwaukee, Wis. 


Item 29 


9 farm implement sprays 

Nine farm implement matching 
colors have been added to the 
Krylon spray enamel line. Included 
are International Harvester red, 
Case Flambeau red, John Deere 
and Case Green, John Deere yel- 
low, Oliver green, Caterpillar yel- 
low, Allis-Chalmers orange, Ford 


Made for any fishing gear 
and all species of fish... 
SHYSTERS will fill your sales 


needs. 


lf you haven't stocked 


SHYSTERS 


..e.. you will 
and you'll be fishin’ 


with ‘em too! 


ASK YOUR JOBBER 


Write for... 
FULL COLOR CATALOG PAGES — "H" 


YlenL Evans, Fuc 


ALOW ELL, I1OAHO 





Authorized Agent for Du Pont STREN 
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shears | gray, and Minneapolis-Moline prai- 
ae68 rie gold. These fast-drying enamels 


-have a lacquer-enamel base formu- 


lation and non-clogging spray 
SEYMOUR SMITH 


heads. The 16 oz size retailing for 
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e PRUNING SHEARS 





e LOPPING SHEARS '$1.79 comes packed in a wrought 


‘iron display rack. Krylon, Inc., 
Dept. HA, Ford & Washington St., 
Norristown, Pa. 


e GRASS SHEARS 
e TREE PRUNERS 
e HEDGE SHEARS 





e ELECTRIC TRIMMERS Item 30 


6 gal wheeled sprayer model 
Here’s a heavy-duty wheeled 
sprayer with a 6 gal usable c¢a- 
pacity. No. 1600 All-Purpose 
model Stroll ’n’ Spray carries the 
spray solution in a compact 
wheeled tank. It has large wheels 
and a ground-hugging design. The 
Sprayer is finished in cream-white 
and black baked enamel. A similar 
‘sprayer is available in 3 gal ca- 
|pacity. These units are similar to 
ithe Easy-Pump model recently de- 
scribed. Universal Metal Products 
Co., Div. Air Control Products, 
Inc., Dept. HA, Saranac, Mich. 


You’ll sell more 
shears if you stock 
the SNAP-CUT 
LINE. You can’t find 
a better Grass Shear 
than this SNAP- 
CUT 1207. 


| Item 31 


| Hand-powered lawn sweepers 


| Two fold-away hand-powered 
/sweepers have been added to the 
1959 line of Homko all-purpose 
awn sweepers. The 20 in. model 
| HS-720 has a 4 bu capacity and 
'the 28 in. model HS-728 has an 


SEYMOUR SMITH & SON, INC. 











8 bu capacity. Both models have 
Oakville, Conn., U. S. A. 
all-steel frames, bumper bars, dou- 
Sales Representatives 
JOHN H. GRAHAM & CO., INC. ble tubular handles and _ lift-out 
105 Duane St., New York 8, N. Y. canvas baskets. Sweeping heights 


Want more facts? Circle 151, p. 91 
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The easy way 


Want more details? Just circle item number on p. 91 





are adjustable on each model. 
Western Tool and Stamping Co., 
Dept. HA, 2725 Second Ave., Des 
Moines 13, lowa. 


Item 32 


Chrome-plated sprinkler 
Sherman’s Gold Label sprinkler 
is 9 in. high on an 11 x 11 in. base 
with an 11% in. spray arm. Ball- 
bearing head, spray arms, sled- 
guide base, and swivel coupling 
are heavily chrome-plated. Other 
parts are enameled. This sprinkler 
covers an area from 3 to 55 ft in 





diameter without flooding. Retails 
for $7.50. H. B. Sherman Mfg. Co., 
Dept. HA, 22 Barney St., Battle 
Creek, Mich. 


Item 33 


4-way household outlet plug 

A 4-in-1 outlet, the Perma-Plug, 
installs on standard household out- 
lets by removing one screw and 
then re-tightening. This device pro- 
vides a safe, permanent and attrac- 








back of the tool roll. All 360-R box 


wrench sets, 510-R open end wrench | The Casy Way 
sets and 1711-R combination | 
shears... 


tive means of improving wiring 


SEYMOUR SMITH 
conditions in the home. It retails 


for 69¢. Vocaline Co. of America. ee ee \ i ) 
Dept. HA, 105 Bristol Bldg., Old \ 
Saybrook, Conn. wrench sets are being shipped in 4 


these ShoPaks. S-A /Lectrolite 


Tools, Dept. HA, Defiance, Ohio. SHEARS 



























Item 34 \ 
7 . ' a 
11 in. bricklayer's hammer Item 36 
; 2.3 
Here’s a tubular’ bricklaver’s : ; 
hammer, BR-24, with a one-piece . —_ lateegtaliaed vane | PRUNING 
Five fly reels are being marketed ) | SHEARS 
by Airex, under the brand name of Y | ° 
Meisselbach Ablette. These light, | LOPPING 
; es aD 1. You’ll sell | y | SHEARS 
rugged reels have a quick one- : i 
handed take-apart feature. They more shears | 
. _— Dé pI f : | if you stock oa 
. ‘a a r ¢ ‘ ‘ ) P e y 'h . 
are easily ac apta je for rignt ¢ ! the SNAP- ; 
left hand use. The reels come in CUT LINE... | * 
2%. In. or 3! | in. spools. Prices these new TREE 
eae ceonesep aig | ss PRUNERS 
range from $4.95 to $12.95. The metal | . 
reels have chrome line guides and handled | HEDGE 
double-hardened click pawls. The Hedge Shears SHEARS 
will be this e 
season's ELECTRIC 
BIG seller. TRIMMERS 


forced head of tempered steel and 
a chisel-sharp edge. Rubber-grip 
handle is fused to the tubular steel 
shaft, which will not bend or break. 
The head is finished in black and 
the shaft has a high polish. The 
hammer’s head weight is 24 oz. 
Overall length is 11 in. Great Neck 





e Saw Mirs., Inc., Dept. HA, Mineola, 
Lb. f., N. Y. 
deluxe model No. 377 has an ad- 
' ijustable micro-set drag. Atres 
Item 35 : an 
Corp., Dept. HA, 411 Fourth Ave., 
Repackaged wrench sets New York, N.Y. 
S-K/Lectrolite ShoPak  pack- 
ages convert from shipping cartons 
to displays in seconds. The wrench Item 37 


set and the inner sleeve are removed 


. ° ° —_ : . e ‘ y’ °° ok: % 
from the shipping carton. This 16 in. tool steel plier Since 1850 

| »- W +1 y ° Ay sleeve » S A ris nt S1Z > 16 } ¥ yh] >) has | , nN 
waren gyn gealanaymmeiine ne ee SEYMOUR SMITH & SON, INC. 
into the display panel. The easel added to the Groove Joint line. The 





: Oakville, Conn., U.S. A. 

jaws of this plier open to 4% in. Sales Representatives 

The plier is forged from tool steel JOHN H. GRAHAM & CO. INC. 

and is chromium-plated. It is avail- 105 Duane St., New York 8, N. Y. 
Want more facts? Circle 152, p. 91 
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legs lock into position and the 
wrench set is hung on the panel by 
the built-in corner straps on the 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 











able with  oil-resistant plastic 
dipped and bonded handles. Retail 
price $4.20 and $4.80 with plastic 
dipped handles. Diamond Tool and 
Horseshoe Co., Dept. HA, 4712 
Grand Ave., Duluth 7, Minn. 


Item 38 


Vinyl grip screwdrivers 

This low price Super Grip screw- 
driver line features a comfortable 
vinyl grip permanently locked into 
an amber slotted unbreakable han- 
dle. It will not slip, slide, twist or 
come off in use. The screwdriver 
has forged steel blades. The han- 





dle is shockproof, oil, gas and water 
resistant. Bridgeport Hardware 
Mfg. Corp., Dept. HA, Scholefield 
St., Bridgeport 8, Conn. 


Item 39 


Oscillating lawn sprinkler 


The Green Keeper oscillating 
sprinkler has been added to Allen’s 
line of Golf Green lawn watering 
equipment. This sprinkler features 
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a modern design and a water motor 
that operates at any water pres- 
sure. The oscillating sprinkler has 
power nylon gears and a jet-type 
spray arm. This lawn accessory 
comes in an Extra Profit 6 pack. It 
retails for $13.95 and includes a 





consumer “free goods bonus” of an 
Allen brass blade hose spray. W. D. 
Allen Mfg. Co., Dept. HA, 650 S. 
25th Ave., Bellwood, Ill. 


Item 40 


Complete respirator line 


A complete selection of respira- 
tors has been added to Campbell- 
Hausfeld’s 1959 line. Other spe- 
cialized items in the accessory line 
of air compressors and paint 
spraying equipment are, wheel- 
about carts, utility air tanks, chlo- 
rine sprayers and barn foggers. 
Among the 60 items offered are air 
caps, cup assemblies, material con- 
tainers, air pressure gages and 
regulators, air line filters, valves, 
couplings and hose assemblies. Mo- 
bile Paragon power and hand 
sprayers are detailed in a bulletin. 
Campbell-Hausfeld Co., Dept. HA, 
Railroad Ave., Harrison, Ohio. 


Item 41 


Furniture antiquing kit 


Do-it-yourself traffic will be at- 
tracted to this furniture antiquing 
kit. Old paint does not have to 
be removed. Each kit comes with 
instructions, brush, wiping cloth, 
glaze, paint and finish. A choice 
of five different antique finishes is 








available. These kits come in three 
sizes, in prices from $4.95 to 
$10.35. Finnaren and Haley, Inc., 
Dept. HA, 60th and Thompson St., 
Philedelphia, Pa. 


Item 42 


Cooking-serving casseroles 
Casserole meals will stay hot at 
the table in Cornwall’s pottery cas- 
seroles. They are styled in white 
pottery with gold fleck. The casse- 
roles can be used separately or with 
the Hospitality Thermo Tray 
shown. The set includes one 12 x 7 
in. oblong and two 8 x 6 in. cov- 





ered casseroles retailing at $12, 
higher West. Cornwall Corp., Dept. 
HA, 48 Wareham St., Boston 18, 
Mass. 


Item 43 


2 heavy-duty saw models 
Arco Hole-Saws, with heavy-duty 
design and extra long blades, can 
be attached to electric drills, drill 
presses, lathes or motors. It has 
2%, in. long metal cutting blades. 
The No. 602 has four interchange- 
able blades and retails for $8.95. 
The No. 652 with seven blades 
retails for $11.95. Both models in- 
(Continued on page 94) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna 
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USINESS REPLY CARD 
NEW YORK 14, N. Y. 
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Name 
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Firm 

Street 

City Zone 
State My title 

My wholesaler 


Card is valid 8 weeks only 





HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 





> You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check : 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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(Away with 


The Proved Paste Wax Applicator 


Everybody knows that paste wax gives floors 
a better, brighter, far more lasting finish 
... but until now, it has been a real chore to 
apply, and hardly worth the effort. NOW, 
however, the new Wax-A-Way Applicator 
provides the most even distribution of 
paste wax that floors have ever had - 
...1n just a few sweeping motions. 
Gone are the sore backs, bruised knees 
and over-all fatigue. 
You can cash in on the proved 
Wax-A-Way paste wax applicator 
with volume sales and high profit. 
Wax-A-Way is a ruggedly 
constructed product and 

handsomely styled to 

assure your customers 

complete satisfaction. 

Applies wax directly 
from can 


Accommodates all 
one pound cans of wax 
Gentiemen: 


Eliminates wasted _. Send additional information and quantity prices on amazing 
and dried out wax / new Wax-A-Way. 
if __ Have your representative call. 


Reduces application i 


i 
time by 90% ! 
Name 
i Firm Name 
Street Address 
| City State 
. uy 
| : 


y a 7 


- FORT RECOVERY (rdw Ime. 


f ‘ Os Menviecturers of Plimbing ond Seddiery Meord~ ore Since 1893 
wy: 


a 3 ci FORT RECOVERY, OHIO 
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OUTBOARD BOATMEN REPORT: 


LUBRIPLATE 
Marine-Lube “‘A”’ 
works where other 
lubricants failed 


BUYING CHECK LIST 


Want more details? Just circle item number on p. 91 


(Continued from page 90) 


a clear plastic blister Slide-Pak. 


LUBRIPLATE 
la 


MARINE-LUBE A Q) 





Yes—that’s right! We have letters 
from boatmen all over the country 
telling us about their phenomenal 
success with Lubriplate Marine- 
Lube ‘‘A’’ in these vital areas. 

Your customers can be protected 
from sticky, dangerous steering with 
Lubriplate Marine-Lube “‘A”’.. . 
trailer wheels can be run in and out 
of the water and onto the road for 
miles and miles with no problem. 

Lubriplate Marine-Lube ‘‘A”’ is 
waterproof, won't wash away... 
created specifically for difficult fresh 
and salt water marine lubrication. 

Sell Lubriplate Marine lubricants 
to your customers. 

Try them yourself for your serv- 
ice work . . . you'll note the differ- 
ence. 

Lubriplate Marine lubricants are 
advertised to millions of boatmen 
everywhere in Motor Boating, Pop- 
ular Boating, Field & Stream, Pop- 
ular Mechanics, Fishing, and other 
national publications. 

Ask your jobber about the com- 
plete Lubriplate marine line today! 


(\Weripcatt 





LUBRIPLATE DIVISION 


Fiske Brothers Refining Co. 
Newark 5, N.J.—Toledo 5, Ohio 











clude a %g in. drill bit with %4 in. 
shank. Arrow Metal Products Co., 
HA, 421 W. 203 St., New York, 
34, N. Y. 


Item 44 


Multi-purpose garden unit 
Here’s a 4-in-1 unit which is a 
lawn. sprinkler-lawn feeder-root 
feeder-root irrigator. Converts in 
seconds from one function to an- 








} 


other. Waters and feeds up to 40 ft 
area. Unit has a 13 in. barrel. Price 
includes one bag of Hubbard Hi- 
Potency plant food. Comes packed 
in attractive display box, for $6.95. 
Hubbard Mfg. Co., Dept HA, 2668 
Territorial Rd., St. Paul 14, Minn. 


Item 45 


Carded chisel assortments 


Fuller’s new chisel assortment 
features unbreakable amber han- 
dles. Drop-forged blades are made 
in Italy. Each tool is packaged in 


The No. 90 assortment of 12 tools, 
is carded and pre-priced. Comes 
with a free counter display rack 
that can also be hung. The dealer’s 
profit mark-up is 60 percent. A 3- 


ea 
|  FULLERS oa 
CHISELS 


MORON? dosage ne 





pe chisel set comes in a free plas- 
tic kit for carrying and storage. 
Fuller Tool Co., Dept. HA, 3522 
Webster Ave., New York, N. Y. 


Item 46 


Repackaged weatherstrip 


Mortell offers dealers a repack- 
aged B2 Bargain Box contain- 
ing 90 ft of Mortite weatherstrip 
and the JR-48 shipping unit with 
48 Junior rolls. The bargain box 
retails for $1.39. The Junior roll 
which is 16 ft long sells for 29¢ a 
roll. Four display units are in- 
cluded in the JR-48. Both pack- 
ages retain the basic light and 
dark blue color combination of 
previous designs. Dealer aids and 





mats are available on _ request. 
J. W. Mortell Co., Dept. HA, 508 


Burch St., Kankakee, Ill. 
Want more facts? Circle 154, p. 91 


94 @ HARDWARE AGE, April 23, 1959 






















Item 47 NG Javiimtiitel dil: mahi 


Fast-drying boat enamel 


Outboard boat owners want this f } 
synthetic finish which flash dries 


why more 





dealers are selling 


CAMPBELL CHAIN 


Sos , ove £ 
APPS Secraes ctcirits connaern ae 


ROCKET RED 


ready for launching in minutes. 
Outboard Flash Dry B. P. is made 
of plastic resins and color-fast pig- 
ments. This finish remains elastic, 
non-brittle and highly resistant to 
checking or abrasion from weather 
conditions. These enamels. are 
ready-mixed and easily applied. 
Wilbur & Williams Co., Dept. HA, 
650 Pleasant St., Norwood, Mass. 





Item 48 


Steel pot for mixing paint 


Professional and amateur paint- 
ers will be traffic for the Howard 


Mix-N-Measure paint pot, made of 
heavy gauge steel. These seam- 
locked pots have permanent, legible 
graduations on the side for easy 
mixing. Hardware Products Co., 
Dept. HA, 3 Park Place, New York 
7, N. Y. 


Item 49 


Truss and countersunk nuts 


Fixit slotted truss nuts for wood 
and Fixit slotted countersunk nuts 
for metal are available in brass or 


Want more facts? Circle 155, p. 91 > 


CAMPBELL CHAIN @Coumsany 
OF NY PB E LL Factories and Warehouses: Y ork, _— Burlington, — 


CHAI N E. Cambridge, Mass.; Atlanta, Ga.; Houston, Texas; Chicago, Iil.; 
Portiand, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 
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bright zinc-coated steel in all 12 
sizes of the company’s continuously 
threaded rod. These nuts make 
fast, easy repairs and installations. 
Special bolt inventories are elimi- 
nated. Meadowbrook Products Div., 
Dept. HA, 131 Locust St., Lancas- 
ter, Pa. 


Item 50 


Slide sprayer for gardeners 


The Little Champ slide sprayer 
is added to the Champion line. The 
sprayer has an all-brass pump 
with non-corroding ball valves. 
The brass swivel nozzle adjusts for 





ENGINEERED 
AND STYLED WITH 
YOUR CUSTOMERS 

IN MIND 





HEAVY DUTY 


32” CUT 


MODEL 68-1600 


THE ULTIMATE IN 













ECONOMICAL 


24” CUT 


MODEL 86-1400 








25” CUT 


MODEL B-1500 


RIDING MOWERS 


ALL NEW SALES FEATURES 


® NEW! Touch of toe adjusts cut- 
ting height* 

® Modern sculptured styling; three 
models 

© Wider cut saves time 

® Minimum turning radius 

® Rear mounted long life 4 cycle 
engine*® with more horsepower; 
heat and noise behind you; new 
muffler silencer 


MUSGRAVE, INC., Manufacturing Engineers 


2755 Columbus Avenve 


® Readily accessible chair height 
foam rubber adjustable seat with 
back rest*; more comfort 

® Convenient auto type variable 
speed control 

® Blade and deck adjust together 
for more efficiency in cutting at 
any height* 

® Latest safety features 

*On 25” and 32” models. 


¢ Springfield, Ohio 
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HEAVY DUTY DELUXE 
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any angle spraying of a fine mist 
to a 20-25 ft stream. Its half gal- 
lon jar is interchangeable with 
standard thread fruit jars. The 
207 Little Champ retails at $4.95. 
Champion Sprayer Co., Dept. HA, 
6563 Heintz Ave., Detroit 11, 
Mich. 


Item 51 


Bulk steel wool repackaged 


Here’s a new design for Sun 
Ray’s 1 lb bulk package of steel 
wool. Three charts on the package 
describe the relationship of grade 
and texture, determine the correct 
grade for the job and recommend 
grades and solvents for 31 applica- 
tions. The package is orange and 





blue with vertical and horizontal 
lines. Williams Co., Dept. HA, 215 
W. First St., London, Ohio. 


Item 52 


Embossed aluminum tubing 


Embossed aluminum tubing, in 
three patterns, is the latest addi- 
tion to Reynolds Do-It-Yourself 
Aluminum line. The three patterns 
are an oval-in-rectangle figure, a 
fine hexagon pattern and a ribbed, 
or fluted design. The tubing comes 
in 6 ft lengths. This tubing can 











a, Vre.; seattie, Wasn.; 


os Angeles, Sacramento, San Francisco, Calif 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


be used with present 1 in. fittings 
and can be formed and cut with 
ordinary household tools. It is of- 
fered at no increase in price over 
plain tubing. Reynolds Metals Co., 
Dept. HA, 3rd & Grace St., Rich- 
mond 18, Va. 


Item 53 


Metalized tape merchandiser 


This merchandising display rack 
holds 12 rolls of Marglo’s Trim- 
brite self-sticking metalized dec- 





orating tape. Polished chrome, gold, 
and copper are new patterns of- 
fered in %4 in. x 35 ft rolls, which 
retail for $2.49. Three other racks 
are available. The racks can be 
hung from perforated panels. Mar- 
glo, Inc., Dept. HA, 263 William St., 
Englewood, N. J. 


Item 54 


Expansion bolt line catalog 


The complete Diamond expansion 
bolt line is described in a new cata- 
log. Products covered are lag screw 
expansion shields, machine bolt ex- 
pansion shields, hammer drive an- 
chors, percussion type masonry 
drills, carbide-tipped masonry drills 
and wall screw anchors. Also in- 
cluded are some telephone line and 
pole hardware. Diamond Expansion 
Bolt Co., Dept. HA, 500 N. Ave. 
West, Garwood, N. J. 


Item 55 


Assorted packaged balloons 


Three age poly packages con- 
taining 45, 25 and 10 Qualatex bal- 
loons in assorted colors and shapes 
sell for 50¢, 25¢ and 10¢ respectiv- 
ely. These new gaily printed poly 





— — packages keep the balloons clean and 

Be Ce ee fresh. A convenient punch-out hole 
at the top provides easy hanging 
on various displays. Pioneer Rubber 
Co., Dept. HA, 496 Tiffin Rd., Wil- 
lard, Ohio. 


Item 56 


9 traverse rods, catalog 


Nine of Stanley’s Anne Davis 
traverse rods replace 32 former 
models. Window widener, valance 
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Hardware men know that in every product one quality 
brand stands out. In hose clamps that brand is 
AERO-SEAL — often copied, never matched. AERO-SEAL 
JET clamps have an exclusive patented quick-attach 
feature, plus the famous AERO-SEAL precision 
worm drive screw that tightens evenly all around, 

never shakes loose or snaps open. Bands and housings 
are of 302-18-8 stainless steel — won't corrode. 

There’s more profit and more customer satisfaction in 


AERO-SEAL — JET OR REGULAR AT THE SAME PRICE. 


few-Seal JET 


QUICK ATTACH HOSE CLAMPS 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVENUE, UNION, N. J 
Want more facts? Circle 157, p. 91 
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SELF-LOCKING 


EASY HANG perforated 
board fixtures! 


) 
Faster, 
easier, 
more positive 
locking — 


without clips! 





) Bubble-packed and 
f Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
} packaged on 
Card-mounted 
or Bubble- 
packed Display 
Cards to assure quick 
identification . . . stimu- 
late self-selection .. . de- 
velop volume sales. 





\la ne) 
merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21” floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 








chackhnGD 

LEI 4, HMC. 
BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH, 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 91 


rod and multi-purpose kits are 
available. These multi-purpose rods 
come in snow-white finish with ny- 
lon pulley wheels and glides. They 
are available in models from 29 to 
48 in., 48 to 86 in., and 86 to 156 in., 
The rods are individually packaged 
in reshippable tubes, 10 tubes to 
a case. A 52-page catalog on Stanley 
drapery hardware is also available. 
Stanley-Judd, Div., Stanley Works, 
Dept. HA, Wallingford, Conn. 


Item 57 


Carded pizza pie cutter 


Pizza pie enthusiasts will want 
this cutter for their homemade 





pies. It features a_ roller-wheel 
stainless steel cutter and turquoise 
or black plastic handle. This addi- 
tion to the T & S Kitchen Time 
Saver line is carded. Suggested re- 
tail price 69¢. Turner & Seymour 
Mfg. Co., Dept. HA, Lawton St., 
Torrington, Conn. 


Item 58 


1959 striking tool catalog 


True Temper’s 1959 striking tool 
catalog pictures and describes the 
firm’s line of Kelly axes and adzes, 
hammers and hatchets, and heavy 
goods. Information on the com- 
pany’s basic stock hammer pro- 
gram is included. The A-5960 cata- 
log is 8% x 11 in. and punched to 
fit binder. True Temper Corp., 
Dept. HA, 1623 Euclid Ave., Cleve- 
land 15, Ohio. 


Item 59 
Fioor cleaner repackaged 
T-S-P (tri-sodium phosphate), 


floor cleaner and acid neutralizer, 








formerly available only in 100 Ib 
bags, now comes in 1 lb boxes and 
5 lb bags. The new packages are 
convenient for the do-it-yourself 
trade. The boxes and the bags are 
packed 12 to a case. Consumer 
Glue Co., Dept. HA, 1515 Hadley, 
St. Louis Mo. 


Item 60 


Water system catalog sheet 


Here’s a catalog sheet on the 
improved Rocket shallow well jet 
water system line. Design, per- 
formance features, general applica- 
tions, specifications and construc- 
tion data are included. This cata- 
log sheet, first in a series, will be 
followed by similar literature for 
all Barnes’ products. The resulting 
data will comprise a valuable sales 
aid and technical handbook. Barnes 
Mfg. Co., Dept. HA, 701 N. Main 
St., Mansfield, Ohio. 


7 new adhesive products 


A description of Carter’s seven 
new adhesives appeared in the 
March 26 issue, p. 115. The com- 
pany address was incorrectly given 
as Greenfield, Mass. The correct 
identification is: Carter’s Ink Co., 
Dept. HA, 239 First St., Cam- 
bridge, Mass. 








Pee bivewitiaitobie 





Every Kit contains Genuine Hickory 
Self-Fitting Handle * Hardwood 
Wedges * Steel Wedge 


® Instructions 


It’s HERE! 
Another Hartwell Brothers 
innovation! Polyethylene-packed, 
Individual handle kits, everything sealed 
in for easy storage—extra sales! . . . 
Self-selling! Write for details. 


HARTWELL BROTHERS 


MEMPHIS 8, TENNESSEE... CHICAGO HEIGHTS, ILLINOIS 
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Satisfied Dealers 
is Sharon's Main Objective 


DON'T ASK us. ASK 


Mr. David J. Fisher 


Center Hardware Co. & Hobby Shop 
4151 Park Rd., Shopping Center 
Charlotte, N. C. 


"We have found that the SHARON 
BOLT & SCREW Assortment is one of 


our most valuable displays. 


It not only helps our clerks save time 
but also enables our customers to serve 
themselves. ' 
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Over 1000 Sizes in 16 Square Feet 

100°, Mark-Up 

Reduces Inventory up to 50% 

Valuable space saved for Impulse Items 

Free Racks 

Printed pictures outside—printed prices inside 
Only the refill is replaced—not the entire 
Assortment 


Stop Losing customers to your Competitor 
MAIL THIS COUPON TODAY: 


Sharon Bolt and Screw Co., Norwood, Mass. 
Please Mail Additional Information 
NAME 


(PLEASE PRINT) 
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Store engineer covers 
territory in his plane 


Covering a lot of accounts in 
parts of the big Texas, Oklahoma, 
Arkansas territory a few dozen 
years ago would have been difficult, 
if not impossible. 

John C. (for “Cannonball’’) 
Travis, Jr., takes his territory in 
stride now, covering it often by 
using his own plane. 

The air-borne store planning en- 
gineer finds several advantages 
to flying his territory for M & D 
Store Fixtures, Inc., La Puente, 
Calif. While adding up his advan- 
tages in speed, Mr. Travis discov- 
ered he could help retailers figure 
their markets more precisely by 
actually viewing communities from 
the air. 

An air trip over any area shows 
how many homes there are, the 
kinds of homes, the lot sizes, and 
many other facts about the com- 
munity. This is particularly im- 
portant in shopping center sections, 
Mr. Travis has found. 

Several of Mr. Travis’ clients 
have wanted to open hardware 
stores in new centers, but held 
back because they couldn’t be sure 
of whether the area surrounding 
had built up enough for sufficient 
traffic. A quick trip in the plane 
gave Mr. Travis all of the facts 
needed to make a decision. 


John C. Travis, Jr., about to make a 
swing through his three-state territory. 





3 NEW saws-in kits-to be promoted 


(s 
> 


BS 


nationally at *8”, °12”, °15” OFF! 


Stanley is announcing the news in 
another huge nationwide promotion— 
full-page ads, free product brochure 


Three new heavy-duty, ball-bearing 
builders saws... nearly 40% more cut- 
ting force...up to 2% pounds lighter 
than previous models! 

Add the features below! Compare 
the low introductory prices! Here’s the 
greatest saw value you or your cus- 
tomers will see for years. And to make 
sure everyone knows all about it, 


(ideal for handout or mailing), eye- 
catching saw kit display poster, ad 
mats. Phone your wholesaler today for 
full details or write: Stanley Electric 
Tools, Div. of The Stanley Works, 384 
Myrtle St., New Britain, Connecticut. 


ae 


Full-page ads in The Sat. Eve. 
Post, Popular Mechanics, 
and Popular Science will 
feature this outstanding in- 
troductory offer to your best 
customers ! 


H268 612” saw—$49.95 
Case, etc.— 15.00 
REG. PRICE $64.95 


NOW *56” 


*H269 62" saw—$64.95 
Case, etc.— 15.00 


REG. PRICE $79.95 
NOW *67” 


"H270 7” saw—$79.95 
Case, etc.— 15.00 


REG. PRICE $94.95 


NOW *79” 


**ali BALL & NEEDLE BEARINGS 


Kits include saw, rip gauge, wrench 
and this sturdy steel carrying cose. 


COMPARE THESE GREAT NEW FEATURES WITH ANY SAW YOU KNOW 


New rear-position controls! 
You set depth or bevel from 
the cutting position — fast! 


Exclusive ball-bearing® blade 
guard won't stick. Lets 
blade enter cut smoothly. 


Spring steel beam and 
wrought aluminum base give 
saws extra strong structure. 


Ag} 
Uf 
Dy 


Big window lets you see cut 
clearly. One notch on base 
guides both 45° and 90° cuts. 


*MODEL W270 ONLY 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 

ST A N | E Y This fomous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn. — hond tools © eigetric 

tools @ builders hardware « industriol hordwore © drapery hardwere * automatic door controls © aluminum windows © sfompings 

— @ springs © coatings « strip steel « steel strapping — mede in 24 plonts in the United States, Canada, England and Germany. 
AY. Orr. 
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You can promote 


bike services 


next month 


Here is a 6-point program 


for more bike sales and 
No. 545 store traffic during May 
Unique Design 
Great Acceptance 
Competitive Price 


Excellent Profit 


The spotlight will be on bicycles 
in May. This is Bicycle Month 


HARDWARE OF PRESTIGE 


Design Patent No. 183006 


3” Centers 


\ 


Design Leadership 


Recognized as one of Amer- 
ica’s outstanding industrial 
designers, Frank Fremstad, 
Chief Design Engineer of 
Ajax Hardware Corporation, 
carries primary responsibil- 
ity for the outstanding prod- 
uct designs that have made 
Ajax the acknowledged lead- 
er in product styling. 
Design patents granted by 
the U.S. Patent office include 
such items as the Swept 
Wing pull, Nordic Modern 
pull, Concealed Hinges Nos. 
551, 554, 555, 558, 559, 
Spring-Eze Door Stop and 
many, many others. This 
outstanding design leader- 
ship its just one reason why 
AJAX is the Value-Rated 
Line.* 
*Every AJAX product must receive a 
plus 4 rating in design, appearance, 
function and durability before it is 
placed on the market. 


© LA 
AJAX HARDWARE CORPORATIO 


4355 Valley Bivd. 
Los Angeles 32, California 
Dept. J 


N 


: 
: 








and an opportunity for hardware 
dealers who service bikes to pro- 
mote the service department. 

The Bicycle Institute of Amer- 
ica has set up a bike inspection 
program that hardware dealers 
can use in two ways: 

(1) To put on a bike inspection 
program all during May, which is 
Bicycle Month, so bike owning 
customers will come in for an in- 
spection and look at the dealer’s 
line of bikes. 

(2) To advertise bikes, with 
emphasis on service. Each adver- 
tisement can feature some part of 
the inspection program, to estab- 
lish the dealer’s store as bike 
headquarters. 

Here is a six-point inspection 
program, as approved by the Na- 
tional Bicycle Dealer’s Assn.: 


Tire and wheel alignment. 
Raise each wheel off ground and 
spin slowly. 

Check: 
Tires and tubes for condition. 
Trueness of wheels. 
Position of wheels in frame. 
Adjustment of cones—wobble. 


Steering assembly. 
Check for proper alignment with 
front wheel. 
Check: 
Condition of grips. 
Tightness of stem. 
handle bar clamp. 
expander bolt. 
Head cone adjustment— 
wobble. 
Fork for 
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alignment — both 





ways. 





Pedals and brakes. 

Raise each wheel having brakes 
and check action by spin- 
ning and applying braking 
device. 

Check: 

Condition of rim brake shoes. 
Condition of brake arm strap. 
Crank assembly for adjust- 
ment—wobble. 
cotter pins on three piece 
cranks. 
alignment of arms on three 
piece cranks. 
Chain adjustment and condi- 
tion. 
Pedal condition. 


Gear shifting mechanism, if any. 
Check: 
Condition of indicator. 
Handle bar unit. 
Cables and pulley. 
Chain. 
Adjustment. 


Riding assembly. 
Check: 
Position of saddle. 
Tightness of seat post clamp 
or fixing device, twist. 
Condition of seat cover. 


Signal, lighting and accessories. 
Check: 

Reflector condition. 

Signaling device for opera- 

tion. 

Lighting equipment, batteries 

and bulbs. 

Chain guard and other at- 

tached equipment. 





HARDWARE HUMOR 
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"! want a lawn mower. 
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PLENTY’ 


A new /ine of Knobs, Pulls and 
Decorative Trim three dimen- 
sional reproductions of fruits and 
vegetables in rich Old Copper and 
Polished Brass finishes. 


Use them 
As Knobs and Pulls @ Mixed or Matched 
As Wall Plaques or Decorative Trim 


Eight beautiful items make up the 
complete Horn of Plenty line. It is 
without question the most original 
line of decorator hardware ever to be 
put on the market. 


Write on letterhead for free 
sample and catalog page. 


All pulls on 3” centers. 


zy . : vor 
ERS eg pt 





iia te ee. a oe 


AJAX HARDWARE CORPORATION 
4355 Valley Bivd. 


Los Angeles 32, California 
DEPT. J 


HARDWARE AGE, April 23, 1959 © 103 





¢- 30 FT PAINT SECTION > 
Yields 25% of traffic 


The steady, 25-year growth of a Kansas dealer 


has been sparked by the paint department. Here’s why. 


Few lines are more basic to the 
average hardware store than paint. 

But when a dealer depends on 
paint for 25 percent of his total 
sales volume, that’s news. 

This is the case at Sayers Hard- 
ware Co., Independence, Kan. 

The store opened in 1934. In 
every year to date since, save two, 
paint sales have spiraled upward. 

“Our paint department,” said 
store manager and co-owner Dick 
Sayers, “has regularly produced 
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close to 25 percent of total store 
sales. 

“We put a special emphasis on 
paint,” Mr. Sayers said, for several 
reasons: 


@ “Paint and sundries average out 
to a good profit line. 


@ “Paint’s one of the few lines 
where you can establish a true 
brand preference. 

(Continued on page 107) 











Where to find the 
nearest Wheeling 
Warehouse 


BOSTON 

2 Thompson Square 
Boston 29, Massachusetts 
Charlestown 2-4770 


BUFFALO 
1722 Walden Avenue 
Buffalo 25. New York 
Keystone 7444 


CHICAGO 

2547 Arthington Street 
Chicago 12, Illinois 
Seeley 3-5700 


COLUMBUS 
1785 Kenny Road 
Columbus 12, Ohio 
Hudson 6-4318 


DETROIT 

6410 Miller Road 
Dearborn 1, Michigan 
Luzon 4-2005 


KANSAS CITY 

820 Atlantic Street 

North Kansas City 16. Mo. 
Grand 1-414] 


LOUISVILLE 
1424-1436 South 15th St. 
Louisville 10, Kentucky 
Melrose 4-0541 


MINNEAPOLIS 
340-400 27th Ave., N.E. 
Minneapolis 18, Minnesota 
Sterling 9-7233 


NEW ORLEANS 
1560 Tchoupitoulas Street 
New Orleans 1. Louisiana 
Jackson 5-2291 


NEW YORK 

47-04 Van Dam Street 
Long Island City 1, N. Y. 
Stillwell 4-8580 


PHILADELPHIA 

3rd and Bristol Streets 
Nicetown Station 

Philadelphia 40, Pennsylvania 
Davenport 9- 1600 


RICHMOND 

1600 Jefferson Davis Highway 
Richmond 24, Virginia 
Belmont 3-6936 


SsT. LOUIS 

722 South Vandeventer Avenue 
St. Louis 10, Missouri 
Jefferson 1-3900 


ATLANTA 

1013 William Oliver Building 
Atlanta 3, Georgia 

Jackson 4-0866 


HOUSTON 

1303 Prudential Building 

1100 East Holcombe Boulevard 
Houston 25, Texas 

Jackson 8-2692 


WHEELING 
1134-40 Market St. 
Wheeling, W. Va. 
Cedar 3-2200 
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Be sure you make the most of Wheeling’s e-x-t-r-a 


Winwre....__a) 
Biggest Spring Ware Promotion Ever! 


Wheeling’s added extra impact to its big Spring 
Ware promotion! That’s right. Jack Paar will sell 
Wheeling Galvanized Ware in big, full-color adver- 
tisements in national magazines! Plus special store 
displays and point of purchase materials! 


b-i-g promotion. Prominently feature Wheeling Ware 
in the weeks ahead. Be sure to stock up now. 


Get all the profitable details — as well as your spe- 
cial sales promotion materials—from your nearby 
Wheeling man. Or write to Wheeling Corrugating 
Company, Wheeling, West Virginia. 


WHEELING CORRUGATING COMPANY - IT’S WHEELING STEEL! 
Want more facts? Circle 163, p. 91 
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IG SIZES 





Everything's new but the top-quality product! 





Fast-moving All-Purpose Ribbed Polyethylene 


HOUSEHOLD MAT 


with 1001 indoor and outdoor uses! 


Rime a ltne 


2.95 retail 
6 ft. x 30 in 


1.98 retail 


12 ft. x 30 in. 
3.89 retail 


























Shelf hardware complete 
with screws packed in poly- 
ethelyne bags with slotted 
labels for wire rack or peg 
board display. We call it 
Rack-Pack ... you'll call it 
terrific. It's the modern, 
practical way to display 
and sell shelf hardware. 
Ask your jobber about 
Rack-Pack, or write for in- 
formation. 


Manufactured by 


JOSEPH HALL co. att 


2121 W. CLEARFIELD STREET 


PHILADELPHIA 32, PA. 
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Free Colorful Display 


Carton! Adapts to island, 
end counter, window 
or mass displays. Re- 
movabie back board. 


Household Mat is all dressed up in a brand new, 


4-color package...comes in a choice of three sizes! 
Watch this hot item move ... just display and see! 


Gering Products, Inc., Department No. HA-4, Kenilworth, N. J. 
Garden and Sprinkler Hose © Super Mat Tidy Cover «* Tidy-Mat Shelf Liner 


1001 USES! Carpet protectors, door mats, out- 
door table covering, beach throw, more! 
TRANSPARENT PLUS NEW COLORS! Pearl Gray, 
Sea-foam Green, Sand! 
MIRACLE POLYETHYLENE! Trims with scissors, 
cleans with damp cloth! 
BIG PROMOTIONAL BACK-UP! National advertis- 
ing, free sales aids! 
CHOICE OF PACKAGING! Pre-packaged, pre- 
priced in the popular 6 foot rolls or new as- , “ 
sorted size cartons — 12 or 24 to a Case. 7 
Also available in 12 packs of 9-ft. x 30-in. or Pie, 
12-ft. x 30-in. rolls. Plus handy 50-ft. bulk roll; ™ 
or 100-ft. bulk roll in dispensing carton. 
Profit BIG — Order From Your Distributor Today! 
Samples and literature upon request, write 


GERING 
——P 
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Alloy is not just another steel wool. Everything 
about it is new—new “bounce’’, strength, dura- 
bility. Less shredding and fall-out. Made in the 
most modern plant on the most modern equipment 
in its field. And, just as important to you, a new 
profit opportunity. Wholesalers—write for details. 


Pads « Bulk Tubes «* Floor Pads « Continuous Ribbon Rolls 


PN SSO) GE iar Nie fole) ta. fe)eltiens-mise) ite) 7. Gile), | 


* 10750 Capital Avenue Oak Park 37, Michigan 
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How 30 ft paint section 


yields 25% of volume 
(Continued from page 104) 


@ “Paint is a key department 
where customer service and prod- 
uct knowledge pay off in a steadily 
increasing and loyal trade. 


@ “Paint is a traffic builder for 
all other departments every day of 
the week.” 


Mr. Sayers continued, “In brief, 
paint deserves the special empha- 
sis we give it, because the entire 
store prospers when the paint de- 
partment prospers. 

“We don’t sell paint on price. 
We sell on quality and our painting 
know-how. 

“We get a better than average 
hardware store margin of profit 
on paint because we merchandise 
a top branded line. We stay away 
from leader prices and cut-prices 
promotions,” Mr. Sayers added. 

“We promote our paint by dis- 
tributing 2500 copies of a home 
decorator handbook the manufac- 
turer makes available. We used to 
run two-day paint sales, when we 
were building up our clientele. We 
have sold thousands of dollars’ 
worth of paint and related items 
in those sales. 

“But now we have our trade 
built up, and we concentrate on 


Do women buy paint? In ever in- 
creasing numbers says Dick Sayers 
(shown), if you merchandise color. 














oe Ve e. Say $, “‘Look—a safe 


way to clean Brick, 


gee Concrete and Masonry!”’ 






DRY-MURIC 
ACID CRYSTALS 
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DRY-MURIC safely and efficiently cleans lime from 
all brick, masonry, tile and glass surfaces. It brightens 
copper and brass . . . dissolves rust accumulated 

on porcelain surfaces, including fixtures. 

NO IRRITATING FUMES. Dry-Muric Acid Crystals 
are kept dry until ready to use. Mixed with 

warm water in solutions of varying strength—depending 
upon the particular cleaning task—Dry-Muric Acid 
Crystals provide a safe, ECONOMICAL way to 

clean masonry, tile and concrete. 

Also excellent for removing rust and scale from 
boilers, water tanks, cooling towers, condensers, etc. 
SAFE IN YOUR STORE, TOO. Liquid Acid packaged 
in glass can break and ruin other merchandise! 





NOTICE: A few Territories available for 
D Manufacturer's Representatives and Jobbers. 
Please write for FREE SAMPLE and 


information concerning our entire line. Address 
@ DeMERT & DOUGHERTY, INC., 


5000 W. 4lst St., Chicago 50, Illinois. 








mau EVERYTHING WE SELL 1S 100% GUARANTEED. ommwad 
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new! compact chain display 
helps dealers build sales a 


ve 9” 







Here's a sturdy, space-saving sales promoter designed to \ 
keep chain sales going up, up, up. A full assortment IN 

of 4 reels of the four most popular and fast moving types IN 
and sizes of Turner & Seymour small chain. N 

| 

Features: Rack of heavy, gauge nickel plated steel rod... red IN 


and white top-tag . . . plastic-covered non-scratch base. Uses only 


/ 
minimum counter space or can be hung if desired. Choice of two (| 
chain assortments. Stand and 4 reels in one carton. N 
There's a wide range of Turner & Seymour chain—sash « IN 


jack ¢ register ¢ safety « furnace ¢ universal « cable « double IN 


loop ¢ and many other chains in a complete size range. IN 


For complete information and prices, 
write today. 





THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONNECTICUT 


SSoCcesss oecesscsss 
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How 30 ft paint section 
yields 25% of volume 
(Continued ) 


quality and brand name advertis- 
ing. We have a color bar, and we 
know our merchandise and how to 
use it. This keeps our paint busi- 
ness humming,” concluded Mr. 
Sayers. 

Sayers paint section takes 30 ft 
of wall space in the back of the 
store. This is augmented by a few 
gondolas. Window displays are 
used periodically. 

In merchandising a complete 
paint department, Sayers pushes 
some 75 varieties of wallpaper, at 
prices ranging to 75¢ a roll. 
Higher priced papers are ordered 
through catalogs. 

A paint shaker is built into wall 
shelving. Paint sundries are built 
into the middle wall section of the 
department, where no customer 
can miss them. @ End 





You can make friends by 
this extra service idea 


What happens when you tell a 
customer that a dinnerware pat- 
tern has been discontinued? 

The customer may need replace- 
ments for her dinnerware set. If 
you tell her, “I am sorry, I cannot 
get it for you,” you may lose a cus- 
tomer. 

If you tell her that although it 
is a discontinued pattern you will 
try to get pieces, you make a 
friend for your store. 

Suppliers may know where you 
can get a few odd pieces of a dis- 
continued pattern for your cus- 
tomer. It is worth going to some 
trouble to try to get dinnerware 
items. 


Radio program features 
news of local events 


If you cater to a rural trading 
area, and want a daily newscast 
program over a local radio station, 
here is a tip from a mid-western 
dealer. 

Limit your program to local 
news. Announce births, deaths, en- 
gagements, local meetings and com- 
munity events. Let other programs 
handle the national and state news. 











HOW TO MAKE , 


an Os 08 dR Cd. Se 


SCALES - | 
" BASKETS - BRUSH HOLDERS - TISSUE HOLDERS | 


THE SMASH SUCCESS LINE OF ‘59! 


It’s the greatest line in Detecto history. Offers the 
most variety, news, and proven items — plus the 
famous Detecto name to sell ’em for you! Detecto 
enjoys tremendous acceptance among customers 
everywhere—the result of 59 years of leadership. 
Order, feature, sell Detecto, your resource for the 
fastest-sellers in scales and hampers. Here are 
some examples: 

DETECTO 99, watchmaker accuracy, easiest-to-read bath 
scale ever made, weighs perfectly even on rugs, uneven floors 
DETECTO 790H, fast-moving handle scale with a sensa- 
tional volume-building record 


For complete information, write Detecto Scales, Inc., or contact representatives—Baltimore, Md.: A. Littlejohn + Birmingham, Ala.:; R. Custred * Boston, Mass 






HAMPERS 


SALES JUMP! 














* VANITIES 


DETECTO 3-in-1 combination storage hamper—even at 
$19.95* retail, sales are up 40% 


DETECTO HAMPER ENSEMBLES, proven builders of 
multiple sales—stunning displays in radiant vinyls 
*slightly higher west of Mississippi 


there's 
only one 





Detecto Scales, inc., 540 Park Ave., Brooklyn 5, N. Y.* Since 1900 


J. McElroy 


Chicago, Ill: W. Jacobson + Dallas, Texas: D. U. Parker « Denver, Colorado: J. Ramsey « Kansas City, Mo.: R. P. Ingram « Los Angeles, Calif.; J. J. Firestone * Memphis, Tenn.; 
T. J. Carroll * New York: J. Goldner, F. Daub + San Francisco, Calif.: Wagener & Swanson « Seattle, Wash.: P. N. Smith « Toronto, Canada: Diwalt Sales 
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@ CORTLAND BRONZE Special long-lasting 
copper alloy screening that is rust resistant. 
Bright or “Antique” finish. 


° CORTLAND GRAY-WICK Durable all-purpose 
zinc-coated screening made from finest electric 
furnace steel. Attractive light gray finish. 


e CORTLAND ALUMINUM Finest rust-stain- 
proof screening, made from clad aluminum 
wire. Strong, durable, light. 





















PREF ERRE 


3 
and 
‘ 


PROFITABLE... 


THE FAST-MOVING QUALITY BRAND 


INSECT WIRE SCREENING 


Build customer satisfaction and profits 
with easy-to-sell Cortland Brand Screen- 
ing . . . quality screening with the 
extra value features customers want. 
Cortland screening lies flat when un- 
rolled . . . is easier to handle, cut and 
install. Triple your chances of making a 
sale, stock all 3 Cortland Brand Insect 
Wire Screenings . . . galvanized, bronze 
and aluminum . . @ screening for 
every budget and job requirement. 
Available ols your jobber in 100 
linear ft. rolls, 18 x 14 mesh, 24” to 48” 
widths. Meet U. S. Department of Com-§ 
merce Commercial Standards. . 






Offer Your Customers All 3 








(aile ad WAR WALA 








FREE folders, streamers, newspaper 
mats are available upon request. 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 


INSECT WIRE SCREENING — NAILS AND BRADS 
HARDWARE CLOTH — WIRE NETTING — WELDED WIRE FABRIC 
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“Betty Bissell Book of Home 
Cleaning” is a dual purposed book 
for dealers. In covering every as- 
pect of home cleaning it teaches 
valuable product knowledge about 
cleaners, waxes, brushes, and vari- 
ous other cleaning aids. Second, 
the book is a resale item of con- 
siderable interest to female cus- 
tomers who shop in your house- 
wares department. The book is 
based on the premise that while 
there are many new and wonderful 
home cleaning devices on the mar- 
ket, too little has been done in 
educating the housewife (and sales- 
man) in their uses. Book’s author 
is the wife of the president of the 
Bissell Carpet Sweeper Co. Full- 
length pocket book available from 
Bantam Books, Inc., 25 W. 45 St., 
New York City. Price: 35¢. Dis- 
counts available to dealers for 
quantity purchases through local 
magazine wholesalers. 


Vv 


“Famous Guns From the Win- 
chester Collection” is a book that 
will interest dealers in two ways: 
as a possible resale item, and for 
improving their knowledge of the 
subject of guns. The book presents 
a precise history of firearms from 
muzzle-loading flintlocks to the 
evolution of the repeating rifle. 
The author has concentrated on 
the guns in the Olin Mathieson 
Firearms Research Collection at 
Winchester-Western, New Haven, 
Conn. Important background on 
guns, ammunition, famous’ gun 
users, and key incidents of Ameri- 
can history are brought together 
in this fully illustrated volume. 
Available from Arco Publishing 
Co., 480 Lexington Ave., New York 
City 17. Price, clothbound: $2.50. 


Vv 


“Hidden Power Sales Training 
Program” is being developed by the 
National Paint, Varnish & Lacquer 
Assn., and the first section on re- 
tail selling is now available. The 
program can be used by dealers as 





for a dealer's library 











means 


Heavy 1959 advertising behind 
PETERS “High Velocity” 


ammunition will pay off in 





extra sales for you! Get 
your share—stock, display, 
and push the entire line. 





PACKS THE POWER 
ee ae 


“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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SEND FOR CATALOG 
AND JOBBER’S NAME jf 


i ES 


TITLE 


COMPANY  —___" 





a 
CITY/STATE 





LINE 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide protects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 


| Desmond { 
| Simplex | 
The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 
OS: AC NR RES 
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Booke 


for a dealer's library 





(Continued ) 


sales training material for them- 
selves and for their clerks. The first 





section entitled “Sales Training 
Program for Dealers and Dealers’ 
Clerks” has seven chapters and 
four appendixes. The section is 
illustrated in color. The chapters 
are on handling complaints, in- 
store selling tips, the dealer’s mar- 
ket, estimating paint jobs, pro- 
moting credit sales, sales building 
with credit, and telephone selling. 
Each chapter has a length check- 
quiz. The four appendixes contain 
product information useful at the 
retail sales level. The second section 
on selling by manufacturers’ sales- 
men will be published this spring; | 
the third section, on color, in the 
summer; and the fourth section on 
chemical coatings will be published 
in the fall. The cover of the pro- 
gram is in loose leaf form so future 
material can be included. Each sec- 





tion sells for $3. Available from the | 
National Paint, Varnish & Lacquer | 
Assn., 1500 Rhode Island Ave., 
N.W., Washington, D. C. Price, 
first section $3. 


Vv 


Tips and tackle, 1959 edition will 
interest dealers who want to up 
date their product knowledge of 
rods, reels, tackle, and accessories. 
The booklet has fishing trip stories, 
selling tips on fishing with spin- 
ning and fly equipment, and de- 
scriptions of new lines. Also in- 
cluded are revised NSFA world 
spin fishing records. Available free, 
from Airex Corp., 411 Fourth Ave., 
New York 16, N. Y. Pages: 24. 





What do you do to solve 
the language problem? 


If you serve customers who 
speak little if any English, then 
hire a clerk who can speak the 
language most of these people un- 
derstand. 

In your window, and in several 
places in the store, use signs which 
tell people their language is spoken 





by your staff. | 


€dlund openers... 


nothing else is like ‘em! 
nothing else sells like ‘em! 


_ =e i 
TOP-OFF Screw-cap 
Opener is now improved in 
gripping action and styling. 
Instantly unscrews all popular- 
sized caps from smallest on up. 
Its famous patented action 
grips tighter as you twist. Avail- 
able in popular pastel shades. 


Wiva + 
We EY 
Sam 

New Tear-Strip Can Opener. 
Opens coffee, shortening and all other 
key-opened cans. Twin cogs turned by 


big high-leverage handle pull off met- 
al strip with half the time and effort. 


y 


Vii 


WIVITITIT 


‘NA 


Today’s 
top value! 


Edlund No. 6 Can Opener. With 
its extra-deep blade and oversize 
drive gear, it never slips, never skips 

.. always cuts cleanly. Exclusive 
floating blade gives effortless release. 
Popular price, top value... 
seller! 


a sure 





a complete line of 


can-punch bottle openers 


DELUXE TU-WAY ~ KING SIZE 


—= RP gy (NOOO. ==> 


TU-WAY ‘49-ER 


€dlun 


Burlington, Vermont 





KITCHEN 


Lael s) & 
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Lurnover Handbook! t ing 
Every one of the 18 new Vichek sales displays includes quick turnover, big v 
profit items listed as essential in the NRHA Turnover Handbook. HD111 


These NRHA-approved displays are brand new! Attractive, compact, informative, 
they are designed specifically for Turnover Handbook use. They can be grouped together 
to form the world’s finest and most complete hardware tool display. Or they may 
be used singly, or in various combinations, to meet individual store needs. 


Ask your Wholesaler Salesman today for information on these new displays 
. and facts about Vichek’s 152 Turnover Handbook items. AA-9668 


Vichek 


Turnover Handbook Tools 

















e Hammers « Chisels and Punches 








e Screw Drivers Pliers 





¢ Adjustable Wrenches 








¢ Open End Wrenches « Box Wrenches 
¢ Combination Wrenches 


e Socket Wrenches 


pe 
S 
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L ottore from Hardware Age readers 





























Wao, DY’S 
D 
GAS NAR CANS* 


*are they buying 
them from you? 
Check it out right now! 


Write for 
color brochure. 


a — 
at DP SA 


> / + ee 
CAN COMPANY 


6260 N. Northwest Hi@hway Chicago 371, Ili. 


e of popul priced pouring devices A&A fuel « 
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The problem: how to attend two Shows held on the same dates? 
Dealer wants HA reprints to fight for a balanced budget 


If you want a SBA loan, first step is to see your banker 


First, see your banker 


Dear Editor: 

In the HARDWARE AGE issue of 
Feb. 26, p. 111, there is an article 
on the SBA. 

Where and how does one get in 
contact with the SBA? Do you 
know their interest rates? 

Yours very truly, 

(name withheld) 
Hdwe. 
, Ill. 











Editor’s note: If you are interested 
in an SBA loan, the first step is to 
get in touch with your local banker. 
This you must do. SBA will insist 
upon this. Your local tanker will 
work out the necessary forms and 
explain the angles to the SBA 
loans. Then it will move over to the 
SBA’s local office. However, many 
dealers make the mistake of going 
directly to the SBA. This wastes 
time. See your local banking 
sources first. 


Trade show headache 


Dear Editor: 

Talk about being ubiquitous, this 
is it! 

As a consistent participant and 
exhibitor in the industry’s regular 
trade shows, the writer is utterly 
confused and perplexed at the pres- 
ent situation wherein two impor- 
tant trade shows are to be held 
simultaneously. 

I refer to the National Builders’ 
Hardware Show in New Orleans 
and the National Hardware Show 
in New York—both scheduled to 
start on Sept. 28. 

And, to accentuate the _ blood 
pressure, overlapping dates pre- 
vailed last year, as well. 

Will someone tell me how, with- 











if you want to make a sale... 
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.. theres nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


‘Lhe 15'%2 million family members who enjoy Better interests that covers—at home, and away from home, too! 
Homes and Gardens each month (including husbands as More and more advertisers are discovering the tremen- 
well as wives) are thirsty for ideas about living better and dous sales power of BH&G’s brand of what-to-do and 
how to go about it. And that’s exactly what they find in where-to-get-it ideas. Want proof? See your Better Homes 
their favorite idea magazine. and Gardens representative! Mere- 

Every single page of Better Homes dith of Des Moines...America’s biggest 
and Gardens is devoted to family ser- publisher of ideas for today’s 
vice. And what a wide, wide world of living and tomorrow’s plans 


During the year 2 of America reads 


oad. 


\ NOW OVER 4,600,000 COPIES MONTHLY 
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"Snap up" unit sales with the ‘Can't Miss”, 
attractive, self-service 2-PAC. This con- 
venient, eye-appealing, buy-appealing, pre- 
priced two for fifteen cents, transparent 
package is a proven traffic stopper. Easy 
and dependable, four-way trigger action 
builds customer satisfaction. 


McGILL ALSTEEL 2-PAC 


par These attractive, nickel- 
plated, Alsteel 2-PACS 
sell themselves. Easy 
and safe to set, sanitary 
ejection plus fast, de- 
pendable action fea- 
tures trap more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


acti & 








METAL PRODUCTS 
COMPANY 
ILLINOIS 


MARENGO ° 
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(Continued ) 


out being in two places at the same 
time, and without going to the 
expense of a duplicate exhibit, one 
is expected to cope with such a 
situation? 

I feel it necessary to bring this 
matter to your attention as well as 
to your readers, many of whom 
must be in sympathy with me. 

It is important that IT personally 

present at both these conven- 
My job requires it. These 
occasions enable me to renew old 
acquaintances and make new 
friends with the presentation of 
the ever-changing developments in 
our line. 


be 
tions. 


It would seem to me a simple 
matter for each Show sponsor to 
get together on their dates and 
thus give a minimum consideration 
to the exhibitors whose participa- 
tion, after all, makes their Shows 
possible. 

Can’t something be done about 
it so that we can keep our ulcers 
down? 

Sincerely yours, 
Paul Robin, 
Sales Manager 
Penn Akron Corp. 
Woodside, N. Y. 





Editor's note: Yes, this does pre- 
sent a real headache to quite a few 
hardware people. The management 
of the two shows are also unhappy 
about this coincidence, but the way 
it developed was quite innocent. 

Arrangements for the big indus- 
try meetings are made many, many 
years in advance. This is necessary 
to be sure that the proper facili- 
ties are obtained and that there 
is as little conflict as possible with 
other large meetings in the cities 
involved. This is quite a detailed 
procedure. Sometimes when one 
group is making commitments five 
years in advance, it has no way of 
knowing what another group is 
planning to do. Hence occasionally 
these conflicts arise. 

However the management of 
both trade shows have told us of 



























YOU GET 


GREATER PROFITS, 


FASTER TURNOVER 
with GENERAL! 


CLEAN-OUT AUGERS 
WORK WHERE CHEMICALS FAIL 
For clogged drains and closets; equipped with 


adjustable rotary handle; individually packaged 
in attractive counter display carton. 





STEEL TUBE CLOSET AUGER 


\ 
Co ae 


The most practical and sanitary device for 
removing obstructions from closets. Ideal for 
home use. 


ALL-NEW SPIN-A-ROD 
DRAIN CLEANER 





LOW COST 
COMPACT 
WORK FAST 
EFFICIENT 
SANITARY 





PREVENTS 
MESSY FLOORS 


For most home waste 
lines; easy to use. Bulb 
shape Boring Gimlet; with 15’ or 25’ of \”’ 


snake. 
FLAT STEEL 
SEWER 
RODS 


A sturdy tool for 
cleaning waste 
pipe and sewers. 
Equipped with 
combined roller ball spear head and adjustable 
metal grip handle. 


~ 





Send for complete information. Distributors 
throughout the United States and Canada. 


GENERAL WIRE SPRING 


COMPANY 
906 Bae Sarah Street, Pittsburgh 3, Pa. 
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» 
THE Ftd Saxinc AND ( 
RAZING AND 


CAULKING “S) BRILLIANT 


COMPOUNDS ON a 
THE MARKET! 


These high quality, popular priced, compounds 
have earned a “‘preferred”’ rating with your 
customers, resulting in repeating sales, due - 
to their dependable performance. 


PLASTI-GLAZE BRILLIANT WHITE— 
for general use. Easy to handle. Sets tough 
and elastic. Stays ‘live’ for years. Packaged 
24, 1 Ib. cans per carton. 


NEW PLASTI-GLAZE ALUMINUM GRAY— 
a specially formulated and colored compound 
for use on aluminum sash. Ready for use, in 
double-tight cans. 


STAZON CAULKING COMPOUND— 
use inside or outside. White or gray—no price 
penalty. Easy to use. Packaged ten 1/10 gal. 
foil-seal cartridges with dripless plunger, in 
display carton. 


















OR 


CSET 
@e RAW 

















NEW ALUMINUM 
COLOR MATCHES 


PLASTIC PRODUCTS COMPANY Main Office and Laboratory 
6475 Georgia Ave. + Detroit 11, Mich. 





Factories: Detroit « Chicago ¢ Jersey City ¢ Richmond, Va. 


Subsidiaries: Oakland « New Orleans ¢ Kansas City ¢ Tampa ¢ Toronto 
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PROVEN in SALES! PROVEN in USE! 
Compare! Compare! Compare! 


Tee | > Srieenes 


self-chalking CHALK LINE BOX 
one eee a 


Speedy Sor ayer 


e/ow price! SI 
SPOS oe . #125-50 
. high profit! ee ee PF $1.25 list with 
jes Aig se - fg y wee 50 foot line. 
¢ fop quality! Ki A 

—— Wy #125-100 with 
¢ nationally > 100 ft. line $1.50 list. 

advertised! RUGGED! | SIMPLE! | DURABLE! 


Strait-Line Boxes are precision molded of light- 
weight aluminum alloy. They are long lasting, 
leak-proof, non-fouling and GUARANTEED 
against all defects. 


ADVERTISED 


NEW STRAIT-LINE NO. 66 
ADJUSTABLE TRY-SQUARE: 


A time saving, durable tool for 

carpenters, sheetmetal workers, 
7 builders and home shops. Long 

lasting, thoroughly guaranteed. 
Locks aT. Jasting: thorout 


STRAIT-LINE PRODUCTS, INC. 
P.O. Box 577, Costa Mesa, Calif. 
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New 1/4 H.P. at Popular Price! The 
Ideal outfit for the do-it-yourself and 


shop mechanic! All-purpose, profes- ONLY SAW HORSE 
sional outfit, with No. 112 quart size 00 Original 
Spray Gun. Develops 25 Ibs. pressure $32 Larson 
with any 4 h.p. motor with ¥2” shaft. Oury 

Factory sealed bearings. No. 780 Outfit RETAN Your x AC K i T S$ 
—air hose, tire chuck, gun, less motor. 

THAT NEST TOGETHER, TAKING 
\ ) LESS COUNTER SPACE. 


TWO SIZES 


rae ey 6 - es. 
y. : a j =. \ for 1” x 4” and 
— | ’ a > j ° S& . 
a > 4 : for 2” x 4” Lumber 


eo , Saw Horse Set 
bao 


No. 890 1/3 hp Sprayer No. 544 Mobile Twin EACH SET FOR ONE SAW HORSE PACKED 
P ed favorite since No job too big for this 
1921! Delivers 30-40 Ibs. powerful Master Twin COMPLETE IN COLORFUL BOX 
pressure, 2 cu. ft. clean, Sprayer. Wheels easily 
oil-free air per min. Never on semi-pneumatic tires. 


needs oiling. Outfit with Delivers 4 cu. ft. air, 40 — : FLAT TOP 
No. 112 Gun etc., without Ibs. pressure. With 


motor only : wheels, No. 131Gunetc., | ) : | STY LE 

ars on: less motor only $88.00 
909 Mobile Kit adds mobility to : 
890 Sprayer, extra $7.50 i for Light or 


: Heavy Lumber No. 24 
ORDER FROM YOUR WHOLESALER vy peoshen an 
Or Write for Complete Line Catalog 


Vve- wee - Yoh’ 2 mote) —m CHAS. O. LARSON CO. 
STERLING e ILLINOIS 














SPECIALISTS IN PAINT SPRAYERS SINCE 1921 
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glecttiio™ ginten® ast Me ome / 
their great regret at this coinci- f. 


rs 
anit ics N 
dence and have indicated that 3 mecha" sine "Wo opeyis*® 
every effort will be made to avoid 
this in the future. 


They all WANT and NEED 
the NEW No. 1902 


Back door leakage BOLT CUTTER 


Dear Editor: 

Please send us five copies of & CRIMPING TOOL 
“Back Door Leakage,” which ap- 
peared in the Jan. 29 issue, p. 7, 
of HARDWARE AGE. 

We plan to send copies to our 
Congressman to help in the fight 
for a balanced budget. 

Yours very truly, 
Park Hecht, 
Manager 
Cowles-Lewis Lumber Co. 
Wallace, Nebr. 


Editor’s note: Good for you. I hope 
more dealers take the time to tell 
their Congressmen of the need for 
a balanced budget. We have a small 
quantity of reprints of this article 
on hand. We'll be glad to send you 
five copies without charge. Then Individually Boxed in 
you can send copies to your repre- Special Hang-Up Display 
sentatives in Washington to make Carton 
them conscious of your views. No. 1902 
Shears 5 sizes of machine screws —— om 
Mass display help or bolts © Cuts and strips wire Bolt Cutter 
Deas Editor: © Crimps solderless terminals! fee in 2-color carton 
Kindly find $5 cash. Please send Cash in on the demand for this new : | 
. : . . Everything you need. . . beautifully 
600 H. A. Pocket Want Cards. bolt-cutting crimping tool with packaged, perfectly displayed and 
Your Feb. 12 issue has really VACO’S exclusive merchandising pro- pre-priced. . . to help you profit 
been helpful to us with the many ram for the retail hardware dealer. — feominsl mute 
S terminal market. 
ideas on mass display, revolving _ 
credit, etc. We are using most of it 
right now. 
Respectfully, ~~ Na = 
Geo. E. Cranston = , — V LINE SELF-SERVICE TERMINAL DIS- 
Cranston Brothers = ye~ee - PLAY —Steps Up Companion Sales for 
Woodland, Calif. | :—s . Solderless Terminals! Contains fifty 69¢ 
| Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


ee JOBBER INQUIRIES INVITED! 
We sure goofed this one \4EP Write NOW for complete details to: 


Dear Editor: 
The article on demonstrations 
selling power mowers is_ about 








Editor’s note: Thanks for your 
comments. The Pocket Want Cards 
have been shipped. 


VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, lll. 
In Canada: Vaco Lynn Products Ltd., Montreal 1, Que. 
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ENJOY THE GREATEST 
SFILING EDGE 
IN SCREENING TODAY! 


5 a8 a8 
spanneeeey gaseeee aseeet 
Sy penseeeey aannnee 
+ 


Opal’s flat-wire ““Marked and Measured” 
edge is registered in the United States Patent Office. This means 
that Opal gives you an important selling feature .. . positive 
brand identification which is their assurance of highest quality. 
So join the OPAL parade NOW! Show this edge to your customers. 
Tell them how it assures full measure and top quality. Explain how 
the copyrighted flat-wire selvage provides the greatest stability of 


any screening. 


go 
all the way! 


You can have OPAL Aluminum. or 





Bright or Antique Bronze, or Gal- 
vanized. Also ask about OPAL 
VINALUME .. . “The screening 
that never grows old.” If your jobber 
can't give you prices and full details, 
write to us TODAY. 


Trade Mark of the 


YXih he New York Wire Cloth Company 


York, Pennsylvania 
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Lettore 


Thompson’s Hardware in Hobbs, 

N. M., but in the head you men- 

tioned “a Houston dealer.”’ Do you 

think that the Hobbs Chamber of 
Commerce will appreciate this? 

Very truly yours, 
A dealer 
(name withheld) 





(Continued ) 


Hdwe. 
Milwaukee, Wis. 


Editor’s note: No, we don’t. And 
our apologies to the Hobbs C. of 
C. for unceremoniously moving 
Hobbs over to Texas. The article, 
on p. 96, Feb. 26 issue, is about 
John S. Houston, hardware buyer 
for Thompson's. Somehow Mr. 
Houston was transformed, at least 
in the headline, to a city. 


Highway signs can tell 
the story for the store 


A New England hardware dealer 
tells all people entering and leav- 
ing the community about its lines 
on billboards on each major high- 
way. 

Each of the signs features about 
four lines and is re-painted every 
two years to feature different de- 
partments. Each sign lists different 
departments so that a wide range 
of merchandise is publicized at the 
same time. 

The signs give the firm’s ad- 
dress, tell when it was founded, 
and the approximate distance to 


the store. 


A low-cost way to make 
self-service sales grow 


A Southern store which does not 
use a check-out system has a low- 
cost way to encourage self selec- 
tion. 

Signs are used on several open 
displays in the store to promote 
self service. They read: “This is 
a self-service counter. Help your- 
self. Check order at wrapping coun- 
ter. Thank you.” 

Many customers take the sugges- 
tion and carry their selections to 
the wrapping table. 
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GALVANIZED FLOWER FENCE 


Here’s a brand new idea in garden protec- 
tion — a sure-fire opportunity for more “bloomin’ profit” this 
spring and summer. Modern WRIGHT Flower Fence, with 

wide “see through” openings, easily 

“Tf? adjusts to up-and-down-hill garden 

levels and irregular garden shapes. 

Can be used also for shrub supports, 

- arbors and trellises — easy to install 

and remove. Comes in 50 ft. rolls with 

eye-appealing “‘self-seller’’ labels — 

15” high plus 4” built-in stakes. 
Welded construction. 


“HANDY” as a WHOLESALERS: Order in mixed 
six-armed gardener truckloads with other Wright products 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 
Want more facts? Circle 185, p. 91 
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The smart new look of Sylvania’s 
Slimline styling is the biggest sen- 
sation in radios today. For easy sales 
and plus profits just give this value 
leader the display it deserves. 


mat Sot 
SYLVANIA 


Slimline Radios 


Slimline Radio Design 


SHivenia Delune Siinline Clock ~ TABLE MODELS + 


Radio — Model 2109-WH. Full-feature 
clock with sleep switch, delayed alarm, 
up-front controls, and large, easy-to- 


TRANSISTOR PORTABLES 


_ Want more facts? Circle 186, 








Exclusive 


CLOCK RADIOS 





read clock face. In Antique White. * mA 1 P 
Se. MAIL THIS COUPON TODAY! _ 
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Sylvania Home Electronics, Dept. RVA, 700 Ellicott Street, Batavia, New York 
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Colored EAGLE WATER BAGS in 
new eye-catching point-of-sale 


[ Dealer © Wholesaler 


Check one: 





ad 





Manager 





New designs stir the imagination on what 


hardware stores of the future will sell 


Everyone likes to think about 
the shape of things to come. What 
new products will the hardware 
store be selling in another 10 or 
20 years? What changes will be 
made in products that continue to 
be popular? 

Every once in a while designers 
free-wheel with their imagination 
and come up with ideas of what 


things will be like in the years 
ahead. Designers of two types of 
products sold in hardware stores 
did just that, and here are their 
ideas. 

A power mower that knows 
when a lawn needs cutting, and 
does it, is projected by Moto- 
Mower, Inc., subsidiary of Detroit 
Harvester Co., Richmond, Ind. The 








builds things better for your customers 





... builds MORE PROFIT for you! 


Atkin S ‘Guaranteed Saws 


- Saw Tools - Files - Knives 


ATKINS makes a man proud of his work and proud of his tools. 


It’s the kind of satisfaction that leaps from friend to friend 


. . . bringing new customers to your store . . . building steady 
repeat business and fast turnover! Fast turnover at full profit 


because world-famous ATKINS quality is easy to sell, it stays 


sold .. 


. and it wins loyal customers for all hardware needs. 


Our Call your Atkins Distributor today! He has complete stocks 


SECOND CENTURY 
of Service to the 


to fill your needs promptly. 


mower is electrically controlled 
and is automatic. 

An electric eye, shown at left, 
controls the start of the mowing 
process. When the grass grows to 
a certain height the electric eye 
beam sets off the mower, just like 
cutting off the beam at an en- 
trance door automatically opens 
the door. 

The mower leaves the shelter 
and starts its mowing cycle. Path 
of the mower is pre-recorded on 
magnetic tape. An automation unit 
directs the mower’s course. The 
mower returns to the shelter when 
the job is completed. 

A sun tracking unit, on top of 
the shelter, catches the sun’s rays 
which recharge the batteries. 

Tomorrow’s oven is predicted in 
the Forecast oven design, shown 


Electrically controlled, automatic 
lawn mower of the future, from 
Moto-Mower, Inc., subsidiary of De- 
troit Harvester Co. 


An oven of the future, from Aluminum 
Co. of America. 


ATKINS SAW DIVISION, Borg-Warner Corporation 


Hardware Trade INDIANAPOLIS 929, 


INDIANA 
Branches 
LOS ANGELES * SAN FRANCISCO 
CHICAGO © CHATTANOOGA 
PHILADELPHIA © PORTLAND, ORE 
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Export. 
BORG WARNER INTERNATIONAL 
36 S. WABASH 
CHICAGO 3 








"JUST A FRIENDLY REMINDER To SUGGEST ‘SCOTCH* 
BRAND MASKING TAPE WITH EVERY PAINT SALE, FILBERT !“ 





“SCOTCH” and the plaid design ore registered trademarks of 3M Co., St. Paul 6, Minn, 


rs 
iiwnesora (ffinine ano \ffanuracrurine company Ed 
v 
N 
+ «+ WHERE RESEARCH IS THE KEY TO TOMORROW SS 
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MAKE EXTRA PROFITS! 


SHARPENING LAWN MOWERS 
the MODERN WAY 


When you sharpen 
the mowers you sell 
you cash in on an 
untapped source of 
profits. You can do it 
easier and faster be- 
cause MODERN’S 
NEW HEAVY 
rl UTY LAWN 
MOWER SHARP- 
ENER AND BED 
KNIFE GRINDER 
has been especially 
designed to help you 
do the job. Pays for 
itself the first month. 








Only $275.00 F OB Pasadena. 
THE MODERN WAY IS THE BEST WAY 


*% Will do 6 precision operations . . . all you need 
* It iscompact %* Made of 100% Steel Construction 
% Anyone can learn to operate a Modern 


Plan to get started today send for complete details. 
Write to Dept. H.A. 





MODERN MEG. Co. [90 No. fair Cats ite 


. : 
MIKVITAL aie ( 
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* Popular, fast selling color combo of 
matching dog leash and collar made with 
polyethylene plastic, wire-reinforced, 200 
Ib. tensile strength — now in most popy- 
lar colors of red, pink, green, white, 
yellow, silver, brown, bive, purple, 
turquoise. 


plastic 


dog leash 
and collar 


* Color-fully displayed in an eye-catching 
counter display carton that's compact, 
easy to use and equipped with three 
separate price range stickers for your own 
selection, free with your order. 

* Write for wholesale price list today — 
see how Kleer-Vision prices its items for 
your profit! 


KLEER-VISION 


300 Ohm TWIN LEAD-IN 
TELEVISION WIRE 


in Brown, Clear, Silver, Gold. 

* Available in Standard and Heavy 
Duty 

* Choice of 50, 75 or 100 Foot 
Coils 

* Color-full, Attractive 
Rack Free With Order 

Yes, Kleer-Vision high quality, 

superior TV wire now in brown, 

clear, silver or gold that will 

catch your customer's eye, sell faster 

-priced to give you the profits! 


Cisplay 


Brand New Product Sensation 


KLEER-VISION 


PLASTIC COVERED 
RAYON CORE CLOTHESLINE 
Standard & Heavy Duty 


* Wipes clean with damp cloth 
“Extra strong—wears longer 
* Flexible—less strain 


8, 


"3 colors—pink, ivory, baby 
blue 


* Extra economical 
“ Packed 3 or 6 doz. 
50-ft. hanks to a case 


Write for 


ij 
LOWEST WHOLESALE Gy 


PRICES ON THE MARKET! Ne 


KLEER-VISION MANUFACTURING CO. 


BURGESS PLACE BOX No. 576 MT. VIEW. N. J 
Phone MOuntain View 8-6203 
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QUALITY GARDEN PRODUCTS 


SELL THEMSELVES ieee 


has "ee 
an designed a QUALITY SHAVER 


Guaranteed by 


oo ...but MOTO-MOWER 


4 apvrenste OES 
. doesn't own one 
ni Cc h © i Ss It’s the last thing we'd think of owning, for our 


objective is to continually add quality, not shave 
NEVER-STAIN ae it. You'll find plenty of evidence of that... 
: , in Moto-Mower’s advanced design and 
engineering, the more costly materials 
used, the sturdy, precision construction 

. and Moto-Mower’s great line-up 

. of customer- ~~ yg features. It’s 


. -& quality backed by Moto-Mower’s 

Varass stop ' < en nation-wide service and a FULL 
Bas ONE-YEAR WARRANTY on 

WITH SAFETY EDGE é / all models. You'll find it easy 


THE WORLD'S MOST COMPLETE LINE | = “Mower, THE. QUALITY 


Continuous Coils — 3” x 24’, 3” x 40', 4" x 24, LEDS 00 the quelity-minded 


bs ‘wow Fae ; ee replacement buyer. 
4" x 40°, 6" x 40’, 8” x 40' and NEW "Thrift Qual- : 

o, 1 gut ’ 22° Trimmer—one of 8 models 
ity’ 4° x 40 





Subsidiary of 
| MOTO-MOWER, tne. oes 
nic hols = a ae Want more facts? Circle 193, p. 91 


“ ALuminum — ean | 
on Fabric the BIG name 
he in Gun Cleanina 





ALUMINUM CK 

* » \ : 
Now 2 rorutar 4 SN fq |: GUN CLEANING 
gia oom oon SSSR | ESSENTIALS 


24” For Trellis | 

36” For Outdoor Privacy e | | 
Shields 

@ Beautiful “LUSTRE-BRITE” / 


fin sh cn, a ie 
° Hardware Ape aie Nc a4 Display th them m prominently 
include | 





HOPPE’S products walk off with 
the top scores in both sales and 
profits in every state in the 

NICHOLS GRASS STOP AND FLOWER FABRIC® nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 
.. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top’ and “out 


* Guaranteed by Good Housekeeping —, pT a your sales 


* Nationally advertised 


* Rustproof — in red, white and blue self- 
service packages 


2314-A N. 8th St., Phila. 33, Pa. 
ASK YOUR JOBBER 


| FOR HOPPE’S 
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New designs forecast 


products of tomorrow 
(Continued ) 


by the Aluminum Co. of America. 

This oven may be on a tripod 
for table use, or pole-mounted for 
convenience in the kitchen of the 
future. The oven is compact and 
gleaming, and quite different from 
the ovens in current use. 

Details about heat controls and 
power supply have not been re- 
leased. This unit has taken its 
place in the Forecast collection of 
designs for the future at Alcoa. 


More room for displays 
will push sales upward 


Power tools were a good line in 
a western store. But accessories 
and parts were slow movers be- 
cause they were kept in boxes 
under a counter instead of being 
displayed where customers could 
see them. 

Each time a power tool cus- 
tomer wanted an accessory or part 
a salesman would look through a 
large box under a counter. This 
took so much time that some cus- 
tomers walked out. 

Power tool accessories are now 
displayed on _ seven perforated 
panels, each 3 ft square. One full 
panel displays grinding wheels, 
two feature power saw blades. 
Others shew abrasive’ wheels, 
sanding disks and belts. 

There is plenty of room in the 
wide aisle along which the panels 
are located for browsing and for 
comparison of different types of 
tools and accessories. 


Do you allow customers 
to try out fancy lamps? 


Here’s a good way to build vol- 
ume in fancy household lamps. 

A western dealer carvies a large 
stock of table lamps for boudoir, 
living room and other uses. When 
customers are undecided as_ to 
which lamp they want for a partic- 
ular room they are permitted to 
take one home to see how it looks 
in a particular spot. 

Some customers will try out a 
lamp, keep it and come back for 
others. 














pn wa METALLIC MFG. CO. . 


| Kolo) amare, Bake “Xing for 


new profit ideas in bakeware 


SALAD MOLD 


Family size mold every housewife 
wants — holds one package of gelatin 
and fruit perfectly. Made of prime 
tinplate with attractive 4-color label. 
Stock up now for warm weather 
business. 


In attractive Poly Packs for volume 

' sales. Eliminates the kitchen's 
| cleaning job, makes broil- 
ed foods taste better. 8” x 12” 
Packed five in a printed 
i eng The ~— of 1 . 
: pans in eye-catching © 
poly packs. : 


DRIP-GARD PAN 


Heavy hammered tinplate pan 


s\, catches messy drippings during 
js baking, keeps oven clean. Makes 


a handy all-purpose pan. Colorful 
label has delicious coffee cake 
recipe and suggested pan uses for 
added appeal. 


BAR-B-CUE TRAYS 


A *'must’’ for Spr 
Beautiful 1 

Ub dateleig-1elal-1em-1-1aa1ale 

pafcnKraged 

mY anda 1 


Pack displayver 


Sel alee 


PA { SiZ¢ 


PLUS-—Sales building merchandising aids 


for quick turnover, bigger profits! 


Complete Line — Hammered, 
smooth and satin-finished tinware; 
seamless aluminum ware and alu- 
minum foil bakeware. All your 
bakeware needs from one source. 


Eye-catching Labels on every pan 
help make selling easy. Delicious 
tested recipes and appetizing, full- 
color photos sell themselves. 


Merchandising Helps — colorful 
window and counter display signs, 
display bins, ad mats, banners, etc. 
provide strong point-of-sale mer- 
chandising to your customers. 


Special Packaging — Many items 
come in fast selling shipper display 
cartons or eye-catching printed 
Polyethylene bags. 


Write for full information and prices on Chicago Metallic Bake-King Ware. 


“More than half a century of integrity and skill in serving the baking industry” 


> CHICAGO METALLIC 


3711 South Ashiand Avenue 


Want more facts? Circle 195, p. 91 
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Chicago @, titinois 


efop 
quality 
efop 
profit 
efop 
cutting 


etops with 
consumers 


Each Blade 


Clearly marked for 
tooth size and what 
it will cut 


Each Blade 
Marked for front end 


Each Blade 
Painted, looks good, 
rust resistant 

=) 
Give the mana 


blade made to 
do a man's work. 


Ask your jobber for Griffin Hack Saw 
Blades, Coping Saw Blades 


ad ond Scroll Saw Blades 


— 
~ 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire 
Sales Agents: 
| John H. Graham & Co. inc. 
_ 105 Dyane St., New York 8, N.Y. ) 
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Relocated key machine 


can build more profit 

Where you locate your key cut- 
ting machine can affect your prof- 
its. A good location for the machine 
can build impulse sales. 

Robert Kerr of Handy Hardware 
Co., 3415 Holly St., Denver, found 
this to be true. 

The firm moved its key machine 
from a rear-of-the-store location to 
a position in back of the cash regis- 
ter. Customers now see the machine 
whenever they visit the store. Key- 
making profits have tripled. 

Mr. Kerr says, ‘‘Most people need 
a duplicate key or two, but do not 
think of it until reminded by see- 
ing our key machine.” 

Many customers while paying for 
purchases see the machine and dig 
out a key to be duplicated while 
they wait. 

If the cashier is too busy to du- 
plicate the key another clerk will 
do it, or the customer will be invited 
to leave the key to be picked up 
later that day. 


Atmosphere helps sell 
fireplace sets, items 

A fireplace made of real brick 
will promote sales of fireplace 
items and complete sets. 

When you use artificial logs, 
with lighting to suggest a fire is 
burning, more customers will stop 
to look. 

A western dealer who uses three 
brick fireplaces to promote fire- 
place items says, ‘““Many customers 
seeing a set they like in one of our 
fireplaces will 
exactly like it.” 


want to buy one 














Stock the one 
all purpose 
water seal 














Proved by home owners 
— contractors 
widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco « Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains «+ Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 4026 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


EA. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco * Los Angeles * San Diego °* 
Portland ¢ Chicago * Seattle * Denver * Dallas 
Houston ¢ St. Louis ¢ St. Paul ¢ Detroit ° 
Philadelphia © New York City * Memphis ° 
Cleveland ¢ Factory: King City, California 
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light, balanced, easy 
to adjust, accurate guide. 


2. BLADE Won’T Quit... no clutches or overload 
gimmicks necessary to protect the B&D-built motor. 


3. SAFETY ... totally-enclosed, guarded blade; auto- 
matic release switch. UL-listed. 


4. Economy... fast, accurate cutting produces more 
and better work. 


5. STRENGTH .. . with new, heat-treated reinforced 


| 

| 

| 

| 

| 

| 

| 

| 

| 1. CONTROL IN THE Woop... 
| 

| 

| 

| 

| 
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| 
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a « U.S. Arr Force ACADEMY 
Colorado Springs, Colo. 


NEW SENATE OFFICE 
BUILDING 
Washington, D. C. 


MIssSouURI RIVER BRIDGE 
St. Charles, Mo. 


CHENNAULT AIR FORCE 
Base, Lake Charles, La. 


BISSONET PLAZA 
New Orleans, La. 


MInotT Arr BASE PROJECT 
Minot, N. Dakota 


Route #15 Bypass 
Amity Hall, Pennsylvania 


CAPE CANAVERAL MISSILE 
CENTER, Cocoa, Florida 


FOOTBALL STADIUM 
Indiana University 


GLENWOOD 
REDEVELOPMENT PROJECT 
Minneapolis, Minn. 


B&D—ON THE JOB AT ALL TOP 10! 





America’s top construction jobs 
pick the world’s toughest saws— 


TSlack& Decker: 


Why do they pick Black & Decker? For better 
control in the wood. For easy handling. For 
dependable operation. And now, new features 
offer you even more sales advantages for these 
high-performance saws. 

Black & Decker Saws turn out the work 
fast, with less maintenance . . . and more 
customer satisfaction! Dealer satisfaction, too 
—y J’re selling a quality product! Ask your 
B&) supplier about B&D Heavy-Duty Saws. 


Ax Mas FBS Lah 











BaD 6%” BaD 7%" B&D 8” BaD 8%” BAD 9%” 

brackets and shoes. H.D. SAW H.D. SAW +H. SAW H.D. SAW H.D. SAW 
Look Under _| 
BUILDERS ocher: ta 
BEST BUY in'Yellow ed 


| 7 Leon ae mee) £01.98 4. Bagels) S| 


Towson 4, Md. « World’s Largest Maker of Electric Tools 
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Sidewalk sale attracts 
old and new customers 


A community-wide sidewalk sale 
does two things: 

It attracts customers, vives them 
another reason to go into the busi- 
ness section. 

It calls attention to product lines . 
that are not seen by those who do 
not normally enter your store. 

Braswell Hardware & Appliance . 
Co. in Fairfield, a suburb of Bir- 
mingham shows bulky merchandise 
in front of its store during an an- 
nual two-day sidewalk sale. This 
promotion is held late in October 
or early in November to start the 
aed Christmas shopping season. Lay- 
hs : A ex aways are featured with emphasis 
| : ee on wheel goods. 








P en 


"Best handles that ever wee 7 
ny Sidewalk displays pull traffic for the 
Crossed & Counter hardware dealer. 


Floyd Loson, above right, manager of Lowville 
F armers Cooperative, Inc., Lowville, N. Y., and other 
leading dealers and distributors stock Marion Handles 










FREE PapKing. 


: PO 


for one reason. ‘They’re good sellers! ae Neca y SERV i¢ 
Marion Handles have been fast movers for more - Z r Tira. 
than 30 years . . . for they are produced from the : == 


toughest Appalachian straight-grain hickory by crafts- wie 
men who know how to build a handle the public wants. 

There’s a superior Marion Handle for every type 
of industrial and home use. Workmen prefer them 
because each is designed to do a specific job better. 
Successful dealers and distributors prefer them for 
their saleability. And everybody agrees they’re 
the “‘best handles that ever crossed a counter.”’ 

Marion Handles are distributed in up-state New 
York by W. W. Conde Hardware Co., Watertown, 
and in central and southern New York by Onondaga 
Hardware Co., Inc., Syracuse. 


DEALERS: It will pay you to stock Marion Handles 


exclusively. Order them from your wholesaler. Ask Families crowing : now 
for Marion's illustrated Price List No. 28 and List No. deal 
200 on the Power Packed Line. 1260 for each dealer 


There are now 50% million 


* households in this country, ac- 
ce ig ei & re cording to the U. S. Dept. of Com- 


merce. . 





MARION | That’s a gain of more than 34 


million households since 1900. 
More precisely, the 50% million 
a fe a2 & figure is roughly equal to 1260 


households, or families, for every 
hardware store. 

Back in 1900, there were 4.65 
persons for each household. To- 
day the figure is 3.35 persons per 





QUICK CHANGE POWER PACKED 














household. 
MARION HANDLE MILLS, Ine. For the hardware business, this 
Marion, Virginia has been a good thing. More cus- 
Want more facts? Circle 199, p. 91 tomers have their own dwellings, 
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ANOTHER CUSTOMER WHO WON'T BE BACK— 





...gypped by the dealer 
he trusted most! 


Mad, of course he’s mad! Who wouldn’t be? So don’t be caught 
in the unfortunate position of having recommended an inferior 
tool. Always sell QUALITY first .. . and P&C are the popular, 
profitable top quality hand tools. With P&C you not only get 








the best tools but the means of selling them . . . the famous 
P&C Merchandiser. 
Keep your customers happy . . . keep profits growing the 


P&C way. If you do not already have a P&C quality tool 
Merchandiser get complete information from your jobber or 
write P&C Tool Co. 








Division OF 


QUALITY TOOLS : 


PENDLETON \ 


TOOL INDUSTRIES 


ie 


lilustrated 
P4&4C R-150 
Merchandiser 





Box 5926, Portiand 22, OREGON 


Chicago Warehouse and Sales Office: Box 87, Schiller Park, litinois 
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JACKSON ROPE 


makes sales—the easy way 


JACKSON svpq- tur ROPE 


JACKSON ROPE BAR 
—build sales, cut selling time 
with this good-looking, perma- 
nent display. The “backbone” of 
your rope department, it dis- 
plays Nylon, Polyethylene and 
Manila rope to best advantage. 


ob *, Ge wt 
4 ey 


4444 446440066 94 
33 seed eeets 





''*T.BAR’ ’—convenient, 
compelling way to display fast- 
moving JACKSON Junior 
Spools. Approximately 10 lb. 
spools of Nylon, Dacron and 
Polyethylene in popular sizes 
are displayed on this rack, 
which can be mounted on 
counter top, walls or ceiling. 














PREPACKAGED — SELF-SERVICE 


COILS and CONNECTED COILS 
—famous JACKSON Super-Tuff Synthetics 
and Ocean Brand Manila in 50’ and 100’ 
lengths. Make self-service easy and profit- 
able with JACKSON. 


+" . 
pe —me ror ROPE 
mam 


vas vapmas wcnsen 5 508 OF = en 





Your JACKSON distributor has the details on these profitable 
items, and others in the sales-building line. Get in touch with 
him now. 







practical, durable rope— 


SYNTHETICS—MANILA 
packaged for 


BOATING; - INDUSTRY - HOME - RECREATION 


Manufacturers 39-< G3 vt Since 1829 


E THOMAS JACKSON & SON CO., reaoine, PENNSYLVANIA 
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and they have to furnish, deco- 
rate, and repair them. This means 
business for you. 

The gains have been scored in 
urban and suburban areas. The 
farm market for dealers is an- 
other story. Since 1940, the num- 
ber of farm households has de- 
clined to about 5.2 million from 
7.2 million. But farms are larger, 
and income’s better. 


Here is idea for traffic 


when street is blocked 

Local street repairs can be a 
threat to store traffic that can affect 
business for weeks or even months. 

Here is an idea you can use if 
you should see signs posted “Street 
Closed” in front of your store. The 
idea comes from Economy Lumber 
& Hardware, Denver, used when the 
street in front of its store was torn 
up for widening. 

A circular was mailed to 4000 
customers on the store’s list re- 
minding them that: 

The store welcomed telephone or- 
ders. 

The store had an off-street park- 
ing lot that could be reached by a 
special roadway around the back of 
the store. 

The firm also installed a dozen 
special signs to direct traffic 
through the round-about route to 
the parking lot. 

The circular was on pink letter- 
head size paper to attract attention. 
The circular informed customers 
about the proposed street improve- 
ment. Then customers were asked 
to telephone their orders and to use 
the special parking lot facility. A 
map was included, showing the 
store location, nearby streets, and 
the special parking lot. 

This was the third time within 
a few years that the street was im- 
proved. Store traffic and sales drop- 
ped off sharply on the first time 
street closings. This time L. A. 
Stookesberry, owner, decided to do 
something about the situation to 
maintain sales. 

The circular went out right after 
the street closing. Sales had drop- 
ped 25 percent below normal. One 
week after the circular was mailed 
sales were only 5 percent below 
normal. Two weeks after the circu- 
lar was mailed sales were back to 
normal. 





Dealer tells "em where | 
to find fish and game N W 
Vistors to an Oregon store who 


want fishing and hunting locations 
check the firm’s Location Informa- 
tion Service. 


| a 
The owners have a large map of | 0 r e bo a rl (] iS a S 
2 the state marked with colored 


thumb tacks to show the best hunt- 
ing and fishing areas. 


* 
; Each marked place has a num- 
ber. These numbers refer to a OOS S C ain Sd QS 
noteboek keyed to the map. The ss 8 


notebook, kept by the store, tells 
how to reach each hunting or. 
fishing center listed by car, bus, ae Speeds self-se avules 
and train. 

The names and locations of 
guides for the different areas are ...generates faster turnover 
also kept in the notebook, together 
with charges and other informa- 
tion. 





mine's s *¥ ler 


for you! Nw’ 


Motion display will sell 
more dinnerware pieces TM Dog Runner Chain 

When a mid-west dealer added 
motion to his window displays he 
built greater traffic for his house- 
wares department. 

He mounted a disk-shaped panel 
on a turntable to add motion to 
his window. The panel displayed 
four bowls offered at a reduction. 

The display turned just fast 
enough to attract the attention of 
customers passing the window. [In 
a bid for related extra sales, glass- 
ware and canister sets were shown 
next to the bow! display. 





HARDWARE HUMOR 


DALLA 





eS 


TM Halter & Dog Chain 








Taylor Chain—first in the industry with the packaging of TM 
Halter and Dog, and Dog Runner Chains in polyethylene, 
‘“see-thru” bags. Attractive eye-catching saddle stops store 
traffic. Punched for pegboard displays. Identifies product, size 
and use—provides space for retail price. The result, many more 
self-service sales... faster turnover 
and better profits for you. Packed ten 
chains to a carton. Call your jobber 








"You should gripe about the paper aylor or write today for details. 

work you have in school, son! Wait | 

till you grow up and see the paper | ade 

work you'll have in the hardware | S.G. TAYLOR CHAIN CO., INC. 
business!"’ CHAIN ya73, Hammond, Ind. —3505 Smaliman St., Pittsburgh 1, Pa. 
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Set is offered at $6.95, regular 


, ° ice $7.80. 
How's the Hardware Business?  ”™ osers 6 and 7, Two models of 
Driver Drills are offered at $5 off 





Millers Falls makes 11 offers of free tools to 7 one ategi beanie 
e e e e any Ss é 5 [= 
consumers in its 3 months Tooltime '59 promotion |. 


Offers 8 and 9. Two hedge trim- 
mer attachments are offered at $3 
off regular price. 

Offer 10. The No. 725 Nest of 
Saws has been reduced from $3.50 
to $3. : 

Offer 11. A $11 saving is offered 
on the No. 74C Langdon Acme 
Mitre Box, now being sold at $75. 


Sears’ March sales up 
due to earlier Easter 


March sales for Sears, Roebuck 
& Co. hit a record high of $293.7 
million. That’s $29 million or 10.1 
percent above last year. 

An earlier than usual Easter this 
year was an important factor in the 
improvement, a Sears’ spokesman 
said. However, that stimulant was 
partly offset by bad weather in 
Suggested island trim to feature Millers Falls Tooltime '59 promotion. many sections of the country. 








Millers Falls Co., Greenfield, 
Mass., is offering special buys to . . 
customers on 11 tools in its Tool- Belknap receives Rubbermaid sales award 
time ’59 promotion. Reduced prices ci. , ; ig ee mia | , . 

Lt # = = 






on these tools will be in effect 
during April, May, and June. At- 
tractive buyinz terms for dealers 
are also offered. 

Consumer advertising will begin 
in Popular Mechanics magazine 
with an 8-page, 2-color ad. Eigh- 
teen other ads will appear in con- 
sumer and trade magazines. 

Millers Falls is supplying deal- 
ers with a wide selection of ad 
mats, window and counter display 
material. Tooltime ’59 window trim 
paper, 57 in. posters, easel dis- 
plays and sets of price cards are 
also available. 

Here are the 11 offers hardware 
dealers can make to customers: 

Offers 1, 2 and 3. A free steel ) 
carrying case and 9 in. rip guide, - , 
a $15 value, are offered with any Russell Proctor, left, president of Belknap Hardware & Mfg. Co., Louis- 








Ss oe 1 aR LEE EO BaD 


one of Millers Falls’ three portable ville, Ky., wholesaler, receives Rubbermaid's $100,000 Club sales award 
electric saws at the regular price. from Forrest B. Shaw, president and general manager of Rubbermaid 

O@er 4. A free bench stand and Inc., Wooster, Ohio. The award was based on Belknap’s sales of Rubber- 
jig saw table, a $5.70 value, are maid houseware products in 1958. It was presented at ceremonies during 


a luncheon at Louisville. Others present were Dara E. Cross, Jr., vice- 
president, Neville Noffsinger, housewares buyer and V. A. Snow, Jr. 
director of sales promotion of Belknap, and Robert W. Marchand, 
director of sales, Bruce Hinton, divisional sales manager, Nashville 
and Jack Johnson, sales representative, Louisville, of Rubbermaid. 


offered with the purchase of the 
No. 480 Jig Saw at its regular 
price of $39.95. 

Offer 5. The No. 8006 Power Bit 
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watie’=~3— SW BE SURE TO STOCK THESE 


"spring SALES LEADERS! 


PLATED HEX KEY SETS PLATED OPEN END WRENCH SETS 


*4SP7, 7 pe. . : . 37¢ ret. *4SP4P,4 pc. .. . « 98c ret. 
ee eee *#$P51634, 5 pc. . oe « One 
O44, 11 @6.. « « . 79¢ #4B, 4 pc. clip set, black . 95c 
*Skin-Packed Items. All others in durable, attrac- ++ 6 « + «4 -« Sa #51634P clip set, plated $1.35 
tive self-selling printed plastic pouches. #9SL,1 8 BC. © e ec ee « $1.39 #5] 634RP, 3 pc. pouch $1.49 


OPEN STOCK KEYS PACKAGED PRICE PER HUNDRED 
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Dimensions Socket Set Socket Head Pressure Quantity Approx. wt Price 
Across Flats Screws Cap Screws Plugs Per Box per box in Ibs. per 100 Terms: 2% 10 days, net 30, F.O.B. factory. 

N26 j ) f ¢ f : 

se LE. 100 | $1.80 Full freight allowance on 100 Ibs. on Hex 
OS 3,4 4 100 2 1.80 

he mae | 100 ; > 00 Keys. All other wrenches | 50 Ibs. or more. 
64 8 3, 100 4 2.64 

22 ] 5, 100 6 3.16 

Ve Ve Q 100 r r For full-line catalog and name 

Cs ccanceniocll . Ae 1 2.1 4.23 of nearest jobber, write: 

6 Vv “a “% 100 3.3 4.40 

22 "6 6 _ 50 5.0 40 

Va Yr . Va 50 6.9 6.40 

“6 % Ye, VY 25 12.5 10.80 

Ve Vs Yr Yy 25 10.2 15.20 

Ay Fits 7Ag Allen Nut 25 1] ; ) 

* : ‘ + r asa INDUSTRIES, INC 
‘6 1,1% Vy, Ve VY, 25 16 64.00 7 ® 
%y 1%, 1% 25 24 96.00 | Up! 

5 and 7, Penna 

Vo 1% 1%, 1%” 10 12 148.00 P d . 

Ve 1%, 1% 10 16 162.00 

] 1%, 2 1”, 1% 2 10 25 296.00 
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ANNOUNCING BOONTONWARE'S 


Siting 


OPEN STOCK 
ee. 


Ailes 


PROMOTION 





New Pieces Bring Back Boontonware Owners 
For Open Stock Sales At Full Profit! 


Now! A complete assortment of new open stock and 
service pieces to follow the smash-success of the 1959-1 
Promotion. Participating dealers can cash-in on the 
momentum created in the January, February and March 
sale with the new, Spring Open Stock Harvest, again 
receiving exciting sales aids including full color consumer 
mailers. They’re bound to harvest profit because it’s a proven 
fact: open stock sales equal in dollars the sale of sets! 


Thousands of Boontonware owners are logical customers 
for open stock and service pieces. Order now, 
and join in the Open Stock Harvest. 


Killarney (top panel), Westfield (center panel), Pineland (bottom panel) 
New 16 pc. Starter Sets—$16.95 


Guaranteed Against Breakage. 
conten war 
f 


inest of all melamine dinnerware 
BOONTON MOLDING CO., BOONTON, N. J. 
Want more facts? Circle 204, p. 91 
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E. R. Wagner announces 
franchise sales plan 


E. R. Wagner Mfg. Co., Milwau- 
kee, announces a franchise plan to 
help protect distributors’ and deal- 
ers’ profit margins. 

The company announced that the 
plan gives the company the right 
to stop sales of its products to those 
who do not “properly represent and 
sell” its rug cleaning applicators 
and carpet sweepers. 

Franchise agreements refer to 
recommended prices of its Roller- 
matic at $17.95 retail, and its 
Carpeteer at $8.95 retail. 

Distributors are required to 
maintain a representative supply 
of products, develop and establish 
a dealer organization to provide 
sales coverage and to resell prod- 
ucts only to those dealers, the com- 
pany announced. The agreement 
does not guarantee specific terri- 
torial rights, but the company an- 
nounced it will “endeavor to dis- 
cuss” market potentials with a dis- 
tributor before appointing other 
distributors in the same area. 

“We hope this franchise system 
will help bring greater stability 
and protect profitable merchandis- 
ing,’ the company announced. 


More small businesses 
seek loans from SBA 


Applications for business loans 
are 35 percent greater than a year 
ago, the Small Business Adminis- 
tration reports. 

There were 843 applications in 
February, compared to 754 in Jan- 
uary. 

During February the SBA ap- 
proved 460 business loans for $23,- 
328,000. During February a year 
ago 290 loans were approved for 
$15,300,000. 

The SBA public report on busi- 
ness loans approved in February, 
release No. 463, includes four to 
hardware dealers. 

One loan was to a dealer in Dela- 
ware, with nine employees, for 
$26,000. 

Three loans were to hardware 
firms in Puerto Rico. One firm with 
one employee was loaned $10,000. 
Two other firms, with two em- 
ployees each, had loans approved 
for $8000 each. 











CRESTOLOY END CUTTING NIPPERS 


Each and every —‘°”° #7 


CRESTOLOY PLIER is 


—<—— individually tested! 


CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 














CRESTOLOY LINEMENS’ SIDE 


fs ogge e CUTTING PLIERS 4 
Sa, No. 1950, 8”. Also in 6” and 7” sizes. 4 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6". Also in 7” size. 






This Plier, §  - < 

is made of : 
RESTOLOY : 

STEEL CRESTOLOY DIAGONAL CUTTING 





PLIERS 
No. 942,6". Also in 4’ and 5” sizes. 


i 


’ 
Ne es 


When you choose a CRESTOLOY , 
PLIER you know you are getting top Na] (‘Sas 
value and proven performance. After HAD | 
rigorous factory testing for ease of cut- 
ting, hardness of blades and strength, 
each tool that passes these tests is tagged 
with the certifying tag reproduced 
above. CRESTOLOY PLIERS are 
available in more than a score of pat- 
terns including the five popular types 
illustrated. 


HARDWARE DEALERS every- 
where are increasing their tool 
sales with Crescent Display panels. 
Designed for wall, counter, table 
or window display, they can be 
used with various mounting fix- 
tures. Ask your jobber for details. 








CRESCENT TOOLS — _ 


CRESTOLOY PLIERS are 





““Your Fingers of Steel’ 
® 


Sign of lhe Cbrtisan 
Symbol of Excellence 


Crescent is our trade-mark, registered in the United States ond abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW Yor K 
Want more facts? Circle 205, p. 91 
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' FOR NEW PROFITS 
CONVERTS DOUBLE GROUND TAP no. 880 
ANY Underwriters’ Listed 15A—1!25V 
RECEPTACLE 
10 A 

SAFE 
GROUNDED 
OUTLET 








TAKES NEW GROUNDED CAPS ite 

AS WELL AS STANDARD CAPS eer DOUBLE GROUND TAP 
COMVERTS ANY RECEPTACLE 

Without rewiring, millions of old receptacles oe ne oe 

can now be converted instantly, permanently oe - 


—to take the new grounding caps of portable 
electric appliances required by the National 
Electric Code. Tap this rich potential—get 
your share of this lucrative business—AT 


FULL PROFIT. Tie in the #880 with ap- | gern 
pliance sales—sell the #880 by itself. Re- INDIVIDUALLY CARDED FOR 


member, every prospect needs 2 or 3, o 

more. Sold thru wholesalers only. Order now! FAST SALES—AT FULL PROFIT 
EAGLE ELECTRIC MFG. CO. INC.., LONG ISLAND CITY, N. Y. 
Want more facts? Circle 206, p. 91 


Vis £3 


.» + there's nothing just like 
X-l-M FLASH BOND to 
make paint adhere firmly 
and longer to almost any 


type of surface. Yes... 


—_—— 






MAKES PAINT LAST 


@ NO SANDING REQUIRED. PREVENT 
It saves sanding and tacking 
off time between the primer BLISTERING , 
coat and finish coat. AND : Aveitebie 

@ ACTS AS A RUST INHIB- in 16 of 
ITOR. When applied over PEELING Si. Galteladen 
slightly rusted surfaces or 
where loose rust has been ach nae Pints, Quarts 
removed it stops progressive oa GpoU Galions, 5-Gallons 


action of rust. Our Drums 


@ IMPARTS FLEXIBILITY TO FINISH COATS. FT 
Resists damage to finish due to weather Assortment 
changes. Helps to resist dulling, chipping, 


Pock 
peeling, flaking. peti 


Offer! 


YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


it is not “just another primer’' .. . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,"’ will stop peeling, popping, blistering . . . confi- 
dently recommend X-l-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


H. FORSBERG COMPANY citvetand 16 onto 








Want more facts? Circle 207, p. 91 
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Promotions 


Manufacturers’ New 
Merchandising Plans 


Special price promotes 
Delta's 9-in. radial saw 


Rockwell Mfg. Co. Delta Power 
Tool Div. announced a more than 
10 percent savings to consumers 
buying a floor model Super 900 9- 
in. radial saw before June 1. 

The list price is $268.90. The 
company foots the bill, for the cus- 
tomer sends the sales slip to Delta 
and receives $29.90 in cash. 

As an added bonus Delta offers 
free a 128-page hardbound book 
“Getting the Most out of Your Ra- 
dial Saw” plus a set of plans for 
building a radial saw workshop. 

A merchandising package, includ- 
ing window banners, ad mats point- 
of-sale displays and mailing litera- 
ture is being sent to dealers. 














Westinghouse offers free 
bonus with new cleaner 


Every customer who buys a 
Westinghouse DeLuxe _ model 
cleaner in April and May will 
receive a free Service Master first 
aid kit for rug cleaning and spot 
removal, valued at $5.95. 

This dealer promotion coincides 
with the introduction of Westing- 
house’s Carousel Cleaner, at a sug- 
gested list price of $59.95. 

Local newspaper ads will feature 
photographs of the Service Master 
cleaning expert, in conjunction 
with the new cleaner. Service 
Master is a large, national carpet 
and furniture cleaning system 
which is joining Westinghouse for 
this Spring sales event. 


Coupon ads promote 
Marvalon coverings 

Kimberly-Clark Corp. is using its 
first consumer coupon program for 
Marvalon coverings. 

Marvalon advertisements in the 
April issue of Suburbia Today and 
May issue of Better Homes & Gar- 
dens will carry a coupon worth 50¢ 








SELL MORE GIFTS THIS SPRING WITH STEELMARK 





The STEELMARK tag, fast becoming the public’s buying 
guide to value, now helps you sell more gifts of steel. 
Through U. S. Steel’s powerful SrEELMARK merchandis- 
ing program, millions of consumers are learning that 
gifts of steel, with their look-ahead styles and lasting 
quality, are the best buys for Mother, Dad, grad or bride. 
Promoted in Life, The Saturday Evening Post, National TV. 
Four-color spreads in Life and The Saturday Evening 
Post will promote the STEELMARK as a buying guide to 
53 million consumers. Two and a half million fans of T’he 
Arthur Godfrey Morning Show, plus twenty-two million 


WEAWY. 
FLOYE Pa 


The Jasee re i an 
AQT CURR 





viewers of The U.S. Steel Hour will be urged to look for 
the STEELMARK tag when buying gifts this spring. 


Tie in! Send for your FREE STEELMARK display kit today! 
Full-color mobile display, giant window banner, STEEL- 
MARK tags and labels, and a valuable sales tip booklet 

all are designed to stop and sell customers wherever gifts 
are sold! Contact your newspapers to tie-in with ready- 
made STEELMARK ads that U. S. Steel is furnishing them. 


USS is a registered trademark 


(iss) United States Steel 


me FREE STEELMARK pisepLay kIT= — — — — 


for Mothers. Dads, Grads and Brides .- 





Vie . 
(om 
war ast eee 
ye ge 
- SEE OUR GIFT SELECTION INSIDE 
F fo owe , 
a my 
a Cs © ba 
; 4 4 nce, 38 » ox, y an 
A - pe 
: ag 8 Puy Oe ou f “i 
On 8 cll eS 





an 
= 





_ > <p ont a 
~~. * ~~ 
2 FPDP, 


“ 
m > 
) 
: 


the smartest gifts ( meee 
wear this tag wera |f 


STEELMARK PROGRAM HA 
United States Steel 
Pittsburgh 30, Pa. 


Please send me your FREE STEELMARK display kit. | would like 
to put these U. S. Steel selling aids to work for me. 


Name 
Firm 
Address 


City State 


Want more facts? Circle 208, p. 91 
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r eastmaster Manufacturers’ Promotions 
BARBECUES (Continued ) 


Complete barbecue units ready for 

easy installation. Handsomely styled of | on the purchase of one $1.89 roll or 

sturdy steel construction. Simple to | two 98¢ rolls. Consumers will send 

operate. Easily removed for cleaning the coupon and Marvalon labels to 
or storage. | the company for the 50¢. 

The Suburbia Today ad will fea- 

‘ture the green linen pattern. The 

|Better Homes & Gardens ad will | 

feature the red-check pattern. | 


; “ge Z Toro expanding season 
Sata: to 9 months this year 


Toro Mfg. Corp. will expand the | 


< ae | : . er “wie tallies aaeilen ‘eee 
Model PT-500 (pit type) and Model | selling period for power mowers | PLASTI™KING 
to nine months this year. | 7 ar 


CT-400 (cabinet style) for kitchen, patio | ,.. will start its consumer | - ? 
or outdoor use. Crank raises or lowers power mower ad program one| 
fire, grill remains stationary. Black or | month earlier because the new 
copper-hammertone finish. Toro rotaries will be promoted as 
having three-season utility. 
CT-400 tio cae “a | Normally, the Minneapolis manu- | 
: facturer begins its consumer ad- 
vertising in May. 
| The schedule starts with ads in 
April issues of Time and Life, and 
includes MacLean’s, Sunset, The 
Saturday Evening Post, and News- 
week. 














Alcoa has displays for 
Model OD-300. Burns wood or char- | @luminum cooking ware 
coal. Adjustable fuel grate. Black finish. New displays promoting the even | 


cooking features of aluminum cook- | 30,000,000 AUTOMATIC WASHING 
ware are being distributed to 3000 | MACHINE OWNERS ARE YOUR PROSPECTS! 








Feastmasters are 
rust-inhibitive << 


primed and — retail stores by the Aluminum Co. | 


. | Only PLASTI-KING rubber automatic 
painted with of America. | washer hose has these exclusive selling 
heat-resistant Sixteen nationwide television | features ! 

non-toxic baked commercials on the Alcoa Theatre | - pecs yal eames eqrens damage 
enamel. Grills oP. and Alcoa Presents, a network | © Geer shastis ban ter heen eet, Come 
are plated. oo radio campaign, and distribution | handling ! 

oe of more than 5000 displays will be Free installation instructions on each 


| package ! 
used throughout the year to spark | Molded-in ground wire to eliminate 
the promotion | electric shock danger !* 

| Engineered to fit all standard thread 
water faucets. 


BIG MARK-UP GUARANTEES EXTRA 
PROFITS FOR YOU! 


ah 
a 
TIRED 


Electric motor 

and spit available 

for all Feastmaster : i ™ a 

models. “77 “Scotch” freezer tape 
ty promotion offers saw | Stock up now! Insist on the money-making 

egret 1y , A 14-in. frozen food saw is being PLASTI ™ KING 


LUMBER DEALERS EVERYWHERE. . offered for 50¢ and the word AUTOMATIC WASHER HOSE! 


5 | “Scotch” cut from a box of freezer na 
| WRITE TODAY for FREE | | tape made by the Minnesota Min-| LP molded-in groved wire 


LY 
<7 
“ee y- 


f/f ss 
yf / 


& 











' : GARDEN HOSE 
DETAILED INFORMATION ing and Mfg. Co., St. Paul. -4¢¥°) MIXER HOSE 
The premium offering is part of na & 


SUPERIOR FIREPLACE CO. |« 3™ program to help dealers in- a Mast 


Designers and manufacturers of HEATFORM crease sales of Scotch specialty °40):3:14 a. ae 8 ee en 
warm air-circulating fireplace units tapes. 4120 E. 104th St. 


Dept. HA—4325 Artesia Avenue, Fullerton, Calif. Tha . aii : . Cleveland 5, Ohio 
Dept. HA—60! No. Point Rd., Baltimore 6, Md. lhe frozen food saw deal in- 
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Manufacturers’ Promotions 


(Continued ) 








cludes a display carton containing 
12 rolls of the freezer tape in 35¢ 
or 98¢ dispenser boxes with the 
premium pictured on the display. 
Details on how customers can ob- 
tain the saw are printed on the 
box. 





STEVENS 


Dealer kit available 
to promote iron legs 


Gerber Wrought Iron Products, 
Inc., St. Louis, has a new merchan- 
dising kit to help dealers sell 
wrought iron legs. | , 

The kit includes newspaper ads, | THE MARK OF QUALITY TOOLS 
counter and window displays, mail- 
ing pieces and other free promo- 
ee repens help Whetenneee and styles of wrenches — quality tools, 
dealers carry on a consistent full : ‘ 
scale selling campaign. popular priced for volume selling. 


STEVENS WALDEN, INC., Worcester, Mass. 
TV spots to promote Want more facts? Circle 211, p. 91 
new Melnor sprinkler 


Melnor Industries, Inc., will use 
spot television in 27 markets to pro- 
mote its newly designed Melnor 
gold and white oscillating sprin- 
kler. 

The promotion will be supported 
by color advertisements in Better 
Homes & Gardens, Macleans, and 
Canadian Reader’s Digest. 


Stevens Walden offers you the largest 
most complete lines of all types and 








Stainless steel makers 
offer free sales kits 


Plans for setting up a “Stain- 
less Steel Shop” for displaying 
housewares are available in a 
sales kit offered by the Committee 
of Stainless Steel Producers, 

The kit also contains mats and 
news releases for local news- 











A new model, the No. 330 Victor Conibear trap for 
yapers, radio and TV copy ideas, . . beaver, otter, and other animals of similar size is 
~ "9 Also available: now available. This humane, body-gripping trap 1s 
display cards, and other merchan- | 


No. 110 Victor Coni- ideally adapted for water sets. It has large, 10” x 10” 
bens toy eunchwat jaws and double spring for fast, powerful killing 

_ ‘ action. Equipped with safe-setting device and i9’’ 
chain with ring. 

The Victor Conibear trap has proved to be every- 
squirrel, civet cat, thing it was said to be. 2 oo it ~~ 
° | and similar siz it eliminates wring-off of valuable fur-bearers. Only 
Allen Co. promotion aie = you, as a Victor Dealer, can offer it! So don’t wait 


includes 3 magazines - No. 330 Victor Conibear trap from 
The W. D. Allen Co., Bellwood, 
Ill., is promoting its lawn sprinkler ANIMAL TRAP COMPANY OF AMERICA 
campaign with advertisements in | Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Ontario 
the Saturday Evening Post, Pa- Want more facts? Circle 212, p. 91 
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dising aids to sell stainless steel 


housewares. mink, skunk, weasel, 


barn rat, wharf rat, 














A 





> 
» 
‘ 


+ 


‘100% nylon rope 
uo tee Polyethylene rope 
“ten tiller cable 


All you need to sell the boating 
folks in your area...and all ona 
free rack that’s only 24 inches high 
and taking less than one square foot 
of counter or floor space. 


Get your share of this marine syn- 
thetic rope business... and get it 
the low inventory, low cost, mini- 
mum space way. Write for catalog 
page and price list. Ask your jobber 
for King Cotton. 


Kine 


——— 


ion’ 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street 
New York 8, New York 


Want more facts? Circle 213, p. 91 
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Manufacturers Promotions 





(Continued) | 


rade, and Better Homes & Gardens. | 

The company is promoting two | 
packages, one package includes six | 
sprinklers, the other consists of | 
| two nozzles, six hose extenders and | 
three spray nozzles. The six pack | 
deal features golf professional Gene | 


Sarazen. 


Linzer offers dealers 
optional pre-pricing 

A plan allowing dealers to “pre- 
price” the complete line of Linzer 
paint brushes at any desired price 
being offered by David 
Linzer & Sons, Inc., New York. 


With each order of brushes, Lin- | 


zer includes’ pressure’ sensitive 
stickers carrying’ the 


name and a range of printed prices 


from 19 cents to $3.99, in increases 


of 10 cents. 

The dealer may either use or dis- 
card the stickers. Use of the stick- 
ers assures consumers of fair and 
correct pricing backed up with fac- 
tory authenticity, Linzer 
out. 


Suggested retail prices provide a | 


liberal dealer markup. 


Liberty group features 
croquet set during May 


An outdoor living item will be | 
in May | 
Phila- | 


the ‘“Item-of-the-Month’”’ 
for Liberty Distributors, 
delphia. 


The 23-member Liberty whole- | 
salers will feature a four-player | 


croquet set, with a retail price of 
$4.88. 


A colorful point-of-sale decora- | 
tive kit will be free of charge to | 


dealers buying six units. 


Steel lines promotions 
sent to newspapers 


Many hardware items are fea- 
tured in sample ads which U. S. 
Steel Corp. has supplied to news- 
paper publishers around the coun- 
try. 

Publishers can use the sample 
ads and editorial material to work 


up special pages or sections for | 


company | 





points | 
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QUICKIE offers Highest Profit 


on every Mop Sale 


With your 
purchase 
of a 


Sponge Mop 
5 
$4 ‘ No. 5] 


5 Yeor Guarantee 


Squeezes 
itself dry 
Automatically 





YOUR PROFIT $16.17 


on 6 mops plus free pails & 6 refills 


Your Cost $24.17 








Order from your jobber Now 
or mail us your order 


os MANUFACTURING CORPORATION 


20th & Oxford Sts., Phila. 21, Pa. 
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Manufacturers’ Promotions 


(Continued ) 





Mother’s Day, Father’s Day, the 
bridal season, and graduation pro- 
motions. Dealers can join in the 
special page or section promotions 
by purchasing the aaver*tisement. 

U. S. Steel has sent this news- 
paper service, entitled “Steelmark 
Giftime Newspaper Service,” to all 
dailies in the country and to 2500 
larger weekly newspapers. These 
publishers now have the service 
available for hardware dealers in 
their areas. 


Beacon starts promotion 
on housewares in May 

Beacon Plastics, Newton, Mass., 
is launching a plastic housewares 
promotion in May. The promotion 
will feature Betty Beacon, a new 
corporate personality for the com- 
pany. 

Betty Beacon Month will be ad- 
vertised in nationwide spot tele- 
vision commercials and newspaper 
ads. These ads will supplement the 
current schedule in Life, Good 
Housekeeping and Weekend. 


Bike Month is in May; 
Pat Boone is chairman 


Pat Boone has been named chair- 
man of national Bike Month in 
May by the Bicycle Institute of 
America, Inc. 

Singer Boone will help publicize 
the promotion which will feature 
a free bike inspection to all bike 
owners, and dealer handouts of 
the 12 rules of safe riding. 

Schools, theatres, and local com- 
munities are backing the promo- 
tion to help reduce accidents. 


Toro has a new record 
Toro Mfg. Co.’s $3,654,000 ship- 
ments of power mowers in March 
set a record, the company an- 
nounced, topping the company’s 
previous record of $2,787,000 ship- 
ments in March 1956. The record 
Was attributed to increased orders 
for the company’s new Whirlwind 
wind tunnel rotaries and the new 
riding mower, the Sportsman. 





smoketc] man - Je) maa 


(=x 


TWO-WING ZR QP enim 
SPRING TYPE ¥%&> : | 


Falls into open position 


FINE QUALITY and SKILLFUL WORK- | pee ony lr ce 
MANSHIP are the distinguishing fea- — . 
tures of Arro Toggle Bolts. a 


This well made toggle bolt makes fast- 
ening to tile, plaster, wall board, or any 
type of hollow construction, quick and 
sure. Its lively spring, when released, 
spreads the steel wings into open position 
—tightening develops maximum holding 
power. 


Used extensively by electricians, plumbers, 
decorators, maintenance men, sign men 
and many other tradesmen. RIVETED HEAD 


STUD BOLT TYPE 
SCREW HEAD STYLES 


Falls into open po- 
sition by gravity. 


THE SEWARROS> LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


«i meni hist hia 
We ora — ie eS 
-_ ? ' nd 
——- Ww? i) ARRO-CORE MASONRY DRILL 


A-C-E EXPANSION SHIELD MACHINE SCREW ANCHOR 


BIDE MASONRY DRILL 
EXPANDER HAMMERLESS SETTING FOOL ARROPFIUTE CAR 


—— = 3 ——————— 


O-E EXPANSION SHIELD 


nn 


HOLD-IT EXPANSION SHIELD 


FOUR-FLUTE HAND STAR DRILL 


| | 
Ee 
MAL-LEAD BOLT ANCHOR —————, 


, FOUR-FLUTE DRILL POINT 
~ r 


DOUBLE EXPANSION SHIELD > Ses S| 


STUD BOLT ANCHOR TWIST DRILL POINT 


LAG SCREW EXPANSION SHIELD 


yume 


TWO WING TOGGLE BOLT 
JBRBERGRIP DRILL Pi INT HOLT ER 


y - 
TUMBLE TYPE xy » emen?}< ) 


TOGGLE BOLT JUTE PLUG LITTLE MAJOR TURNBUCKLE 


i” 
TT 


ome Gone Se See your industrial, 


SILVER KING hardware or ; 
SELF DRILLING SHIELD electrical supplier 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P.O. Box 388, Marion, Ohio 
Want more facts? Circle 216, p. 91 
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HOLD-E-ZEE 


THE ORIGINAL AUTOMATIC GRIP 


SCREWDRIVERS 


st 

in FEATURES 
in QUALITY 
in VALUE 


For complete customer satis- 
faction, sell the feature- 
packed drivers that give 
all purpose use—sell ] “yi 


210) 80) 7423 y HAND 
/ GROUND 


SEATURES (exclusive) 
include: LOK-BLOK, 
makes blade impact, 
twist proof; GRIPPER 
recedes deep into 
handle; special 
concave, Tenite 
Handle for 

sure grip. 


QUALITY is outstanding 
vanadium ied 

Tenite handlé 
to last longe 


q . . 


. Built Stronger 


fi 


VALUE is unsurpassed 
Hold-E-Zees give full use 
Plus. . 
than ordinary drivers. 


. yet cost no more 


Pre-Sold by aggressive na- 
tional advertising and out- 
standing merchandising units. 


UPSON BROS., inc. 


ROCHESTER 14, N. Y. 


from 
Regular 
Warehouse 


Want more facts? Circle 217, p. 91 
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|Shapleigh Hardware Co., 
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| price 


Consumer Mailers 


New Wholesalers’ Aids 
for Dealers’ Use 





Shapleigh Spring mailer 

has more than 130 items 
A 4-page Spring Opening Sale 

mailer featuring more than 


items has been 


wholesaler. 


The 4-color mailer includes sport- | 
home repair and clean- | 
|ing supplies, 
‘and 
wares, 


ing goods, 
outdoor items, 


garden accessories, house- 
and tools. 
also included to build 
traffic. 
Backing 


up the circular are 


a | 
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PORTABLE ELECTRIC 
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newspaper mats, radio scripts, and 
a 161 piece display kit. The kit 
contains pennants, window stream- 
ers and wire-hangers and 
designed for the 


spots, 
cards, all 
promotion. 


1959 Billy & Ruth book 


offers many big prizes 

The 1959 dealer Billy & Ruth 
toy catalog offers many quality 
prizes to lure customers into hard- 
ware stores. 

This year’s promotion, offered by 
Billy and Ruth Promotions, Ince., 
Philadelphia, offers children dozens 
prizes for their parents as well as 
thousands of gifts for themselves. 
| Adult prizes _ include: 
) hi-fi phonograph, air conditioner, 
clothes dryer, electric shavers, 
| toasters, and griddles. 


Featured childrens’ prizes: Bi- 


130 | 
released by | 
St. Louis 


lawn | 


Two special sale | 


Stereo | 





PAINT PEELING 


eliminate trapped 
moisture 


USE BOTH! 


ALL ALUMINUM 
HOWARD 
VENTILATING 
LOUVRE 


® FREE—Precision-fit power 
tool bit for easy installation. 


@ Rain and insect proof. 


@ Pre-primed for painting. 


ALL ALUMINUM 
HOWARD 


WEDGE VENT 


FREE—Easy to use tool installs 
wedges under siding. 
Turn a PROBLEM 
into PROFIT! 


HARDWARE 
PRODUCTS CO. 


Dept. C, 3 Park Place, New York 7, N. Y. 
Want more facts? Circle 218, p. 91 





Increase Your 
Profits 5 Ways 


with AMSCO 


: SUPER.ce 
Reinforceg Cellulose 


Sponges 


AMSCo 
100% oi) 7 


anned 
Chamois 


I, Preferred b 


Y Consume 
é. Dependan) 7 
e pre. 
Products. pre-tested 


3. Colorty; 
re- 
packages. rested 


4. Satisfaction &uaranteeg 
PLUs | 
9. Self-Selting 
Merchandising Displays 


write for FREE 
AMSCO SPONGE CLOTH 


AMERICAN SPONGE 
& CHAMOIS co. nc.ss 


47-00 34th Street, Long Island City 1,N.Y 


amsco 


First Name in Sponges and Chamois since 1869 
—Our 90th Anniversary — 


Want more facts? Circle 219, p. 91 
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(Continued ) 


cycles, dolls, trampolines, sleds, etc. 
Four pages of the catalog will show 
contest rules and awards. 

The catalog, a consumer mailer, 
has space for dealer imprints. This 
year, the prizes will be shipped di- 
rectly to dealers who have winning 
customers, so that dealers can make 
their own awards. 


Frankfurth has Spring 
Hardware Sale mailer 
The Frankfurth Hdw. Co., Mil- 


waukee wholesaler, is mailing 350,- 
000 copies of its Springtime Hard- 
ware Sale mailer in the Wisconsin 
and upper Illinois areas this week. 

The 4-page circular is in full 
color and features lawn and garden 
and outdoor living items. Two cou- 
pon specials are also included. They 
are a two-piece auto floor mat for 
77¢ and a glass table set for 69¢. 
The mailer is timed to coincide 
with Hardware Week. 


Small generating sets 
find increasing sales 

Small electric power generating 
sets for emergency use are becom- 
ing more popular for home and 
business purposes, the Commerce 
Dept. reports. 

Installed on a_ standby basis, 
these units are often purchased by 
residents in areas where disasters 
have previously crippled local util- 
ity service. 

Dealers not located in disaster 
areas are finding that the units are 
being bought for use in camps, 
summer residences, military instal- 
lations and remote from 
power transmission lines. 


areas 


Ward's plans to add 10 
new stores this year 

Ten new retail stores will be 
opened by Montgomery Ward & Co. 
this year. A recent company report 
said that plans are also being made 
to open “more than that” next year. 

Three new stores have been 
opened so far this year. They are 
in Detroit, Dallas, and St. Peters- 
burg, Fla. 


Less 

motor 
S| gt tly } gi er 
West of the Rockies 


RENTAL 
PROFITS! 


QUICK 
SALES! 


elt 
PROFIT! 


2323 Ellis Avenue 
St. Paul 14, Minnesota 
Want more facts? Circle 220, p. 91 
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FULL 
SURFACE 


Yel 1 1, Me Leve do 


HINGES 


you can depend on 


HALF 
SURFACE € 


—- 


- 7 


@ Shelby has pledged its repu- 
tation on dependable products 
for over half a century. Shelby 
adjustable-tension Screen Door 
Hinges are made for heavy duty 
service—heavily plated, highest 
quality finish and lacquered for 
maximum rust resistance. They're 
used everywhere! You and your 
customers can depend on Shelby. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 


SCREEN DOOR HINGES 


Want more facts? Circle 221, p. 91 
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Hardware store sales 
up 7.7 percent in Feb. 

Retail hardware store sales in 
February were 7.7 percent more 
than in February last year. The 
Commerce Dept. reports retail 
hardware store sales were $167 
million in February. That’s $13 
million more than sales for the 
same month in 1958. 

The 7.7 percent increase in vol- 
ume leaves February slightly be- 
low sales in the same month in 
1956, the record year. The $167 
million volume this February was 
$4 million or 2.4 percent less than 
in the same month in 1956. 

Here are the Commerce Dept. 
unadjusted estimates of retail 
hardware store sales for the last 
three years: 

(millions of dollars) 
1959 1958 
$174 $172 

167 


January 
February 


Two-month 
total $341 

March 

April 

May 

June 

July 

August 

September 

October 

November 

December 





Total $2,653 


Hired farm employment 
hits four year high 

Farm employment reached a 
four year high for the month of 
March, with 6.5 million workers in 
the week of March 22-28. This was 
3 percent ahead of last year. 

Of those working, 1.4 million 
were hired workers, a record since 
March 1955 and 10 percent ahead 
of last year. Farm wages reached 
a new all-time high, 9 percent 
ahead of last year. 


Business failures dip 

Business failures dropped to 284 
in the week ended April 2, accord- 
ing to Dun & Bradstreet, Inc. This 
compares with 297 in the preced- 
ing week and 352 in the same week 
of 1958. 











JEFFERSON 


STOCKS IT 


. . for Shipment Today! 


HOT GALVANIZED 





CARRIAGE BOLTS 


WOOD SCREWS 


LAG BOLTS 








ens | need 
ae 
‘* * ee — 


Every Fastening 
for Every Use! 


© Industry's Easiest-to-Use Catalog! 
Special Non-Ferrous and Hot 
Galvanized Catalog Supplement 
has large, clear listings, helpful 
illustrations. Additional copies 
available on request. 


© Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywhere! 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N.Y. 
$Pring 7-8400 
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THE TRADE CALLS = 


for 
DYKEM 
STEEL BLUE’ 


ves 


Lae 


. _ € 
Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « St. Louis 6, Mo. 


| 
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BBB warns businessmen 
of "trick photography” 

Businessmen are learning that 
there is a new meaning to “trick 
photography,” reports the New 
York City Better Business Bureau. 

Some local photographers false- 
ly lead businessmen to believe 
that some newspaper urgently re- 
quires their photograph. 

The scheme only results in at- 
tempts to sell the photographs 
back to the businessmen, and at 
prices as high as $125 per dozen. 

Moral: Check with the Bureau 
when approached to have your 
picture taken for “publicity pur- 
poses” by photographers you don’t 
know. 


Water systems shipments 
show February decline 

Factory shipments of domestic 
electric water systems totaled 52,- 
200 units in February, a 2 percent 
decline from the number shipped 
in January. 

These shipments included: 20,758 
shallow-well units, 10,944 deep-well 
units, 14,946 convertible jets and 
submersible pumps. Figures 
are from the Dept. of Commerce re- 
port. 


5,902 


~ *« * 


Factory shipments of domestic 
water systems in 1958 amounted to 
695,000 units. That’s a decline of 
four percent from the 724,000 units 
shipped in 1957, the Dept. of Com- 
merce reports. 


How to stretch your 
promotion dollars 

One way to stretch your adver- 
tising budget is to make full use 
of manufacturers’ 
ing programs. 


co-op advertis- 

A lengthy Directory of House- 
wares Co-Op Ad Programs (second 
edition) was published in the Jan. 
1 issue of HARDWARE AGE. This 
Directory tells you which manu- 
facturers have programs, 
demonstrators, 

You can get a reprint of this 
Directory while supply lasts’ by 
sending 15¢ in coin or stamps to: 
HA Reader Service Dept., HARD- 
WARE AGE, Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


co-op 


etc. 
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“Plastic Steel” 


is one of the 10 most 
profitable items 
in our store’’... } 


q~3w oan” 


\ 
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ACCORDING TO ANTHONY HERMAN 
OF OTTO HERMAN, INC. 
6729-35 MYRTLE AVE., GLENDALE, N. Y. 


Yes — PLASTIC STEEL 
is a top-seller 
in stores throughout 
the country. 


You, too, can build sales with this 
proven product ... the only product 
that makes permanent repairs . 
makes “impossible” jobs easy. Hun- 
dreds of your customers have already 
used PLASTIC STEEL and will ask 
for it again. Feature PLASTIC STEEL 
—in the yellow and black package — 
let this best-seller build more sales 
for you. 


THERE IS NO SUBSTITUTE 
FOR PLASTIC STEEL 


Good unit sale — 98¢, $1.69 and $3.95 


sizes 

Excellent turnover 

Good profit per unit sale—40% item 
Quality product — assures repeat sales 
Self-display carton — sells itself 


Free sales aids, ad mats and mailing 
stuffers 


Continuous national and local adver- 
tising — brings customers to your store 


EVERY FAMILY IS A CUSTOMER 


Also ask about NEW DEVCON® RUBBER for 
flexible repairs and DEVCON® ALUMINUM 


Order from your wholesaler, or 
write for details and prices 


DEVCON corporation 


401 ENDICOTT STREET, DANVERS, MASS. 
Want more facts? Circle 225, p. 91 
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News About Dealers: Ed Hoff Sells Store 
After 61 Years In The Hardware Business 





Rugby, N. D. After 61 
years as a hardware dealer, 
Ed Hoff has sold his Horr’s 
HARDWARE Mel Prest- 
hus, an employee and part- 
ner for 30 years, bought out 
Mr. Hoff’s interest. Mr. Hoff 
became a hardwareman in 
1898, after trying his hand 
as a farmer. In the 61 years 
that followed he worked in 
or was partner in stores in 
several locations here. 


store. 


Philadelphia 
WARE, 8615 


HILL HArp- 
Germantown 
Ave., is holding its second 
Open House on the evening 
of May 8. Merchandise will 
be on display, there will be 
refreshments, and customers 


invited in to browse around 





JAMES R. GILLILAND 


Gilliland Named Buyer 
At Stambaugh-Thompson 


James R. Gilliland has 
been named buyer of paint 
and paint sundries by the 
Wickliffe Wholesale Div., 
Stambaugh-Thompson Co., 
Youngstown, Ohio. 

He has represented Lowe 
Brothers Co., Pittsburgh 
Plate Glass Co. and worked 
for Lloyds House of Color. 
His duties will include buy- 
ing and sales promotion of 
paint and related items 
through the hardware dealer 
sales organization and 
through the 11 retail stores. 


without any selling. Hill 
Hardware held its first Open 
House two years Eli 
Schmidt reports sales volume 
for the months after the 
Open House were so high he 
was not able to top them the 
year following, although 
sales for all other months in 
1958 were higher than the 
same 1957 months. 


ago. 


Shawno, Wis. FARMERS 
HARDWARE Co. has been sold 
by Harry Meyer who is re- 

(Continued on page 160) 





New Freight Policy 
Adopted By Skil Corp. 


Skil Corp. has adopted a 
new prepaid freight policy 
on all Skil tools, accessories, 
parts and Perma-Grit prod- 
ucts to simplify ordering. 

Any single order of Skil 
products amounting to $400 
or more, net invoice price, 
will be shipped prepaid. 

Previously, prepayment 
was determined by weight. A 
single order for wholesaler 
items weighing 150 lb was 
eligible for prepaid shipment. 
Industrial orders were pre- 
paid at 100 lb or more. 

Those ordering merchan- 
dise from Skil will be able to 
determine, at the time they 
order, whether or not it will 
be shipped prepaid, according 
to Wm. K. Downey, 
president of sales. 


Schlage Buys Peabody 


Schlage Lock Co., San 
Francisco, Calif., has pur- 
chased the Peabody Co., Los 
Angeles, Calif., manufactur- 
ers of custom-made miscel- 
laneous hardware and orna- 
mental lock trim. Charles H. 
Maxey, Peabody vice - presi- 
dent and operating manager, 
will continue in those posts. 
Other corporate offices will 
be held by Schlage execu- 
tives. The Los Angeles plant 
will operate as a subsidiary 
of the Schlage Lock Co. 


vice- 
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ROBERT E. SCHULER 


Litchfield, Schuler In 
New Lawn-Boy Posts 


John P. Litchfield has been 
appointed sales manager of 
Lawn-Boy, Div. of Outboard 
Marine Corp. He _ succeeds 
Robert E. Schuler, who has 
been named director of sales 
for Lawn-Boy. 

Mr. Litchfield, formerly 
general sales manager of 


JOHN P. LITCHFIELD 
Goodall Mfg. Co., will main- 
tain liaison with fac- 
tory salesmen, dealers and 
franchised distributors. He 
will headquarter in Lamar, 
Mo. 

Mr. Schuler will now de- 
vote full time to new product 
and market development. His 
headquarters are in OQOut- 
board Marine’s offices’ in 
Waukegan, IIl. 


close 





ROBERT V. MERRELL 


Robert Merrell Named 
Atkins-Saw Sales Head 

Robert V. Merrell has been 
named general sales man- 
ager, Atkins Saw Div., Borg- 
Warner Corp., Indianapolis, 
Ind. 

Mr. Merrell was Eastern 
Div. manager and assistant 
general sales manager. He 
succeeds C. J. Meister, who 
has resigned. 


Bartholomew Elected 
Townley Co. Treasurer 


A. E. Bartholomew was 
elected treasurer of Townley 


BARTHOLOMEW 


Metal & Hardware Co., Kan- 
sas City, Mo. wholesaler. 

Mr. Bartholomew has been 
with the firm six years as op- 
erations manager, a position 
he will continue to hold. He 
had previously been with 
Montgomery Ward & Co. for 
17 years in operational and 
credit work. 


A. E. 





AGE while it's NEWS 


THE 





TRA 








eee 





APRIL 23, 1959 








- a . > 
a 3 
os q = 
S = Se 
xe — oe 
. - 


E. J. FREDERICKS 


Fredericks and Gigax 
Elected at Rubbermaid 


Two new 
KE. J. Fredericks and L. E. 
Gigax, have been elected by 
Rubbermaid Ine., Wooster, 
Ohio. 

Mr. Fredericks, former di- 


vice-presidents, 


rector of marketing, will 
head the sales and marketing 
operations. 

Mr. Gigax, who has been 
factory manager, 
vice-president in 
manufacturing. 


becomes 
charge of 


Edward White has been 
elected vice-president of mar- 
keting by Warner Hardware 


Co., Minneapolis, Minn. He 
Mann Edge Tool Buys was wholesale tool depart 
O. A. Norlund Co.., Inc. men manager. 
Mr. White joined Warner 
The Mann Edge Tool Co., nine years ago as a sales 
Lewistown, Pa., has PUr- trainee 
chased the O. A. Norlund Company president, Leon 


Co., Williamsport, Pa. Under 


announced 
the agreement Mann acquires 


Warner, also 


the stock, inventory and 
equipment of the manufac- 
turer of fish landing gaffs 


and foot safety devices. 

Qperations will be moved 
to the Lewistown plant 
where the business will con- 
tinue under the name of 
O. A. Norlund Div., Mann 
Edge Tool Co. 








HERMAN R. 


GIESE 


Sargent & Co. Elects 
3 New Vice-Presidents 


Three new executive posi- 
tions were created by the 
board of directors of Sargent 
& Co., New Haven, Conn. 

Herman R. Giese was elec- 
ted executive vice-president. 
Stanley R. Cullen and 
Charles A. Bauer were elec- 
ted vice-presidents. 

Mr. Giese has been vice- 
president and general man- 
ager of the company since 
1955. Mr. Cullen will con- 
tinue as works manager, a 


post to which he was pro- 





J 


EDWARD WHITE 


several other changes in both 
divisions of the organization. 

In the retail division, John 
Gorius was elected vice-presi- 
dent of Warner’s downtown 
store. Stanley Larson, Med- 
ford Klingensmith, Merlyn 
Burk and Richard Simkins, 
all former department man- 
agers at the downtown store, 
were promoted to marketing 
managers. They will be re- 
sponsible for buying, promot- 
ing and merchandising at 
Warner’s 12 stores in Minne- 
apolis and St. Paul. 

Gilford Gilmore and Mary 
Olsen were appointed assis- 
tants to the vice-president of 
the downtown store. 

In the wholesale division, 
Harold Miller has been named 
buyer for the wholesale hard- 
ware department and the re- 








‘ | tail stores. 
CHARLES A. BAUER Edward Korzenowski has 
moted in 1955. Mr. Bauer been named sales manager of 


will remain as manager of 
product engineering, a posi- 
tion he has held since 1956. 


the wholesale department. 
The former contract hard- 
ware sales supervisor is also 


Warner Elects White To Marketing Post; 
Several Other Organizational Changes Made 





EDWARD KORZENOWSKI 





JOHN 


GORIUS 


architectural hardware 
consultant. He has been with 
the company for 13 years. 
Herb Logelin has _ been 
named sales manager of the 
wholesale tool department. 


an 


Kenneth Hengler has _ been 
named sales manager for 
lumber yard sales. 


Steinmann Appointed 
Silverman Sons Manager 


KF. H. Steinmann has been 
appointed general manager 
of E. Silverman Sons, Inc., 
Chicago, Ill., wholesaler. 

Mr. Steinmann was asso- 
ciated with Hibbard, Spen- 
cer, Bartlett & Co., Evanston, 
Ill., for over 30 years in sales 
management capacities. 

He will be in complete 
charge of a new expansion 
program for Silverman. 
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Created for volume sales.. big profits! 


PRO-TEX — 


fabulous new 


, 
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ul 
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STOVE AND St 
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BEAUTIFUL “ALL-OVER” PATTERN 
with UNIVERSAL APPEAL 
Introducing a gorgeous stove 
mat design destined to become 
high 
volume sales producer in the 


another round-the-clock 


low price field. 


CHANTING. we predict, will 


quickly join Desert Sand and 
Linen as the most popular stove 








mats in your housewares de- 
partment. Here’s why: 


@ Exciting new (HANTUNG pattern 


@ Comes in 3 decorator colors to blend 


/ 


PRO-TEX FEATURES 
Easy Cleaning 
STEEL TOP 
Soft ASBESTOS BACK 
AIR CELL INSULATION 


with every kitchen decor. 


RED, YELLOW and GREY 
@ Full range of sizes to fit all stoves. 


@ Priced low for fast turnover... big 
profits 


YEAR 
ROUND 
BEST 
SELLER! 


CASH IN NOW! 


Get the full CHANTING story. Ask your 


jobber to show you this terrific new 
line today! 


METAL PRODUCTS COMPANY 


2138 LEE ROAD . CLEVELAND 18, OHIO 


Offices in principal cities in the United States and Canada 
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acennnpeetninnnnnmmmenets News ot the Trade -_ 


West Virginia Assn. Elects New Officers 


West 


Some of the new officers and executive committee of the 
Virginia Hardware Assn. elected at the recent convention in Charles- 
ton (left to right): seated, George Alder, Alder Hardware & Furni- 
ture Co., E. Rainelle; James B. Heflin, Drane Hardware, W. Union; 
David T. Farley, Farmers Hardware & Seed Co., Charleston, retiring 
executive committee member; James C. Fielding, managing director; 


standing, George Zipf, Zipf Hardware Co., St. Marys; Herbert 
Rhodes, Home Hardware & Supply Co., Inc. Bridgeport, second vice- 
president; James E. Bradford, Chancellor Hardware Co., Parkers. 
burg; Kenneth O. Phillips, A. G. Shannon Hardware, Buckhann, 
retiring president; Robert O. Conant, Ralph Triplett Hardware & 
Furniture, Sistersville, president; Daniel V. Love, C. M. Love & Co.., 
Huntington, NRHA director. Not in this picture are: Howard Boltz, 
Jr., Boltz's Hardware, Martinsburg, first vice-president; H. A. Car- 
michael, Cameron Hardware, Cameron. 





Oklahoma Hardwaremen Elect Herbert Vieth 





Officers and directors of the Oklahoma Hardware & Implement 
Assn. elected at the recent annual convention in Oklahoma City, left 
to right: seated, Carl Lacy, Lacy Implement Co., Miami; Don Evans, 
Evans Hardware, Ada, retiring president; Don Peters, Peters Hard- 
ware & Paint, Oklahoma City, first vice-president; Herbert Vieth, 
Vieth Bros. Hardware, Kingfisher, president; Byron Dawson, Dawson 


Implement Co., Clinton, second vice-president. Standing, Stewart 
Martin, executive vice-president, National Retail Farm Equipment 
Assn.; George Moncrief, Moncrieff Seed House, McAlester; Joe 
Burnett, Burnett Hardware & Furniture, Henryetta; Paul W. Shean, 
Shean Hardware, Woodward; Hercel Dobyns, Stigler, retiring 
director; Wm. B. Ruxlow, Oklahoma City, executive vice-president. 
Directors not in this picture are: Walter Hinton, Geo. C. Wright 
Lumber Co., Altus (new); Clyde Hickman, Hickman Hardware, 
Ponca City; Alfred Jensen, Jensen's, Fairview; and J. Ray Baker, 
Baker Farm Machinery Co., Mangum. 











PADLOCK and HARDWARE CO. 
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STORM 
and 
SCREEN 
DOOR 
HARDWARE 


Stock now! 
Order from your jobber 


All-New Catalog No. 22 illus- 
trates the complete SAFE line of 
Builders’ and Shelf Hardware. 


LANCASTER, PENNA. 
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NEW 
PERMA-GRIT* 


DISPLAY 6-PACK 


Fast selling Perma-Grit Hand Sanders that work 
twice as fast as sandpaper now packed in a 
handy self-display carton. Fits ideally in one 
foot square space next to cash register. But in 
any store location it quickly gives customers 
a sales-making product story. Order the new 
6- packs from your wholesaler and spot them at 
high-traffic areas. Perma-Grit products move fast. 
Each 6-pack and display carton costs you 
only $8.19. You make a full $3.51 profit on the 
6 sanders. And sales from more than one store 
display location add up quickly. So call your 
wholesaler today. 
*A Trade Mark of SKIL Corporation 








PERMA-GRIT HAND SANDER 


... with tungsten carbide permanent sand- 
ing sheet. 6-packs now available with 
either coarse, medium or fine grit on each 
sander, or in assortment of two each grit. 
Retail price—$1.95 each. 


Famous SKIL 

and SKILSAW products 
made only by 

Skil Corporation, 

5033 Elston Avenue, 
Chicago 30, Illinois 
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News of the Trade 





Michigan Hardware Assn. Elects President 
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Arthur A. Merchant, Merchant's Hardware, Union City, was elected 
president of the Michigan Retail Hardware Assn., at the conven- 
tion in Detroit, succeeding James E. Fromm, Fromm's Hardware, 
Detroit. Seated, left to right: Mr. Fromm, now on executive board: 


Mr. Merchant and Wendell Neelands, 
left to right: 


vice-president. Back row, 


Neelands Hardware, Clio, 
Harold W. Schumacher, 


Lansing, manager-treasurer; executive board members Richard V. 


Andringa, Andringa Hardware, 


Grand Rapids; 


J. W. O'Neill, 


O'Neill's Hardware, Cadillac; Frederick J. Gartner, Gartner's Hard- 


ware, Wyandotte; Edward B. Emmett, 


Romeo Hardware, Romeo: 


Lee Gerweck, Ida Hardware, Ida; Peter M. Baudino, Baudino Hard- 
ware, Calumet; and Boyd Tiffany, Gekle and Murtin, Monroe. 





16 New Dealers Join 
Ace Hardware Corp. 


Sixteen stores in seven 
states became affiliated with 
Ace Hardware Corp., Chi- 
cago, Ill., during January 
and February. Stores in Mis- 


sourl and Kansas joined the 


firm for the first time. 
New stores located in Wis- 


consin are in Westfield, 
Princeton, Minocqua, Bara- 
boo and Shawano. One store 
in Sylvania and two in To- 
ledo, Ohio became affiliated. 
Other new stores are lo- 
eated in East Lansing and 
Detroit, Mich.; Concordia 
and Beloit, Kan.; Moberly 
and Columbia, Mo.; Dubuque, 
lowa and Oak Forest, Ill. 








< 
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Officers and directors of the 


Flint Elected Mississippi Assn. President 


Mississippi Retail 


& 


Hardware Assn. 


elected at the recent annual convention in Jackson are, left to right: 
Calvin E. Flint, Jr., C. H. Flint & Son, Batesville, president; Bernard 
Senter, Senter Hardware Co., Macon; W. F. Montgomery, Mont- 
gomery Hardware, Jackson, retiring president and W. E. Reynolds, 
Jr., Waynesboro Hardware & Furniture Co., Waynesboro, vice-presi- 
dent. Other directors are: Preston Biggers, J. D. Biggers Hardware 
Co., Corinth; and Charles W. Willis, Willis Hardware Co., Tyler- 
town. David O. Mansfield is managing director. 














AMERICA'S OLDEST GUNMAKER PRESENTS THE NEWEST GUNS 













Announcing: Ihe New Remington 


Model 878 


‘tomaaten’ 


A featherweight 
autoloading 
shotgun at a 
popular price! 


RECOMMENDED 
RETAIL PRICE 


$190995° 


Now you can offer shotgunners a 
lightning-fast gas-operated Remington 
autoloader at a really moderate price. 
The new 7-pound Model 878 “Auto- 
master” gives the same super-dependability, 
the same fast pointing and fine operating fea- 
tures of guns costing much more. It has Quick- 
AVAILABLE ONLY 
IN 12 GAUGE, 
A GRADE WITH 


PLAIN BARREL 


Change barrels, light recoil, perfect balance. In 
features alone, from the finely finished Ameri- 
can walnut stock to the convenient cross-bolt 
safety, the “Automaster” is a topflight seller. 
Add its remarkable price advantage, and it’s a 
cinch to write autoloader sales history. Cut 
yourself in for a big share of a widely expanded 
market now, 


SPECIFICATIONS: 


STYLE: 3-shot autoloading shotgun—take-down, hammerless, solid breech, matted 
top surface. GAUGE: 12. BARREL: High-Strength Remington Proof Steel gives 
maximum strength for modern loads, including standard length (2%4”) Magnums. 
improved cylinder; modified, full choke. Lengths—26, 28, 30 inches. Plain barrels 
only. SAFETY: Cross-Bolt Type. STOCK FORE-END: Finished American Walnut 
STANDARD STOCK DIMENSIONS: 14” long, 2'2” drop at heel, 1%” drop at 
comb. WEIGHT: About 7 Ibs. 


*‘‘Automaster’’ is a trademark of Remington Arms Company, Inc., Bridgeport 2, Conn. In 
Canada: Remington Arms of Canada, Limited, 36 Queen Elizabeth Bivd., Toronto, Ont. 


*Prices subject to change without notice. 


10N 
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... The Royal Family of 


CAL-DAK 





TRAY TABLES 
enters the fine furniture field 
with King-Size tray tops of 








ITEM NO. 1480 
Individual Fiber Glass Tray Tables 
Fair Trade Price.... $6.95 


each 





ITEM NO. 148 
5-Pc. Fiber Glass Roll-A-Rackt Set 
a. fk | eee eee $29.95 


A new luxury line of tray tables. Featuring 
beautiful, timeless patterns formed of real 
ferns and butterflies, woven abaca, dainty 
golden threads. 

Wonderfuily durable fiber glass reinforced 
polyester trays with heavy contoured edge 
are heat...scratch...stain and alcohol 
resistant. 

Four King-Size tray tables ...with Floren- 
tine Brass-plated frames, fold for compact 
storage on matching decorative Space-Saver 
Roll-A-Rack?#. 

+Patent Applied For 


Work-Saving Quality Housewares 


FOUR FACTORIES: 
Lancaster, Pa. ¢ Chicago, Ill. © Little Rock, Ark. ¢ Colton, Calif. 
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News of the Trade 


brief reports of 


MANUFACTURERS’ SALESMEN 


@ Millers Falls Co., Greenfield, Mass.—A. C. Joslyn, Jr., 
from Cleveland sales district to Connecticut and Rhode Is- 
land; W. J. West, formerly with Otto Zenke, Inc., to North 
Carolina and Virginia; I. W. Hornung, formerly of Chis- 
holm Ryder Co., to upper New York state; C. E. Martin, 
formerly with Frontier Mfg. Co., to San Diego, Calif.; R. 
M. Park, formerly with H. M. Pforsick Co., to Washington, 
northern Idaho and Montana; C. Q. Short, Jr., formerly of 
the Carborundum Co., to Michigan, except the upper penin- 
sula, and Toledo, Ohio; R. J. Rinard, formerly manufac- 
turers’ representative, to southern California and southern 
Nevada; V. A. Margola, formerly with Estey Organ Corp., 
to New England; Charles Fowler, formerly with Yale & 
Towne Mfg. Co., Skil Corp., to East Bay, Oakland, northern 
California and Reno, Nev.; and W. L. Smith, formerly of 
R. H. Fulton & Co., to Oklahoma and west Texas. 


@ Stanley Electric Tools Div., Stanley Works, New Britain, 
Conn.—Arthur R. Beyers, from industrial hardware repre- 
sentative, to western Missouri, Illinois and Iowa; Frank J. 
Wesoly, formerly of Somers Ford Inc., to Connecticut; 
Porter B. Clapp, formerly with Stanley Steel Strapping, 
to metropolitan New York; and Raymond W. Carlson, Jr., 
from sales correspondent, to Maryland, Virginia and Dis- 
trict of Columbia. 


@ Russell & Erwin Div., American Hardware Corp., New 
Britain, Conn.— Glenn E. Wiley, formerly with Bond-Howell 
Lumber Co., to manager of the newly-created southern dis- 
trict sales area including North and South Carolina, Mis- 
sissippi, Arkansas, Louisiana, Tennessee, Georgia, Alabama 
and Florida, operating from Jacksonville, Fla. 


@e L. S. Starrett Co., Athol, Mass.—D. F. Richards to 
Cleveland territory, W. E. Gillis to the Los Angeles branch, 
W. E. Staveley to Atlanta, Ga., and P. T. Wickham to 
western New England territory. 


@ Russell & Erwin Div., American Hardware Corp., New 
Britain, Conn.—Charles C. Fields to New Hampshire, Rhode 
Island and portions of Massachusetts. 


@ Cal-Dak Co., San Gabriel, Calif.—Gene Keslowe, former- 
ly merchandise manager, home furnishing div., Chas. Weill, 
Inc., to representative for the firm’s housewares line, with 
headquarters in New York City. 


@ Disston Div., H. K. Porter Co., Philadelphia, Pa.—J 
Joseph McCreavy, from the division’s missionary team to 
cover New Jersey except Gloucester, Camden, Warren and 
Hunterdon counties. He succeeds Eugene Murphy who has 
resigned. 


@ Dormeyer Corp., Chicago, I1l—Glenn Gullet, former ap- 
pliance salesman, to cover Washington, Oregon, Montana 
and Idaho, with headquarters in Seattle, Wash. 


@ United-Carr Fastener Corp., Cambridge, Mass.—Peter 
Reggio to branch manager of the New York Fastener 
Office; Leonard G. Hobbins to branch manager of the At- 
lanta office and Joseph H. Fallon to branch manager of 
the Syracuse Fastener Office. 


@ American Sisalkraft Corp., Attleboro, Mass.—Harry R. 
Bornscheur, from assistant manager New York Office to 
Eastern Div., sales manager. 


@ Artistic Wire Products Co., East Hampton, Conn.—The 
Hawaiian Islands to the Titan Sales Co., Honolulu, Hawaii. 






















































CABINET HARDWARE | B 1400 NORTH 25th AVE, MELROSE PARK, iLL. & 
> - a e ® Gentlemen: Please RUSH my free copy of the @ 
—- - ae gm new Spacemaster 60-S Catalog. 
Spacema® wn : B NAME 
B PosiTiON 
MERCHANDISING B® cirw NAME 
B  appress 
CITY ZONE... STATE 


snail ao i oe 


NEW 


FROM COVER 
TO COVER 









- iin —_ 





) MAIL COUPON FOR YOUR COPY 


ditespacem "ames ; 


' * SPACEMASTER MERCHANDISING UNITS 


* DIAMOND PATTERNED METAL SHELVES, 
PANELS AND ACCESSORIES 


* BINNING, SPLICING AND SIGNING 
EQUIPMENT | 


— 


RHC Spacemaster No. VU-111 used 











EFLECTOR usaroware corp. 


IY Temi lel] Lele)” MAIN OFFICE AND FACTORY PACIFIC COAST OFFICE AND SHOWROOM 


VIE AY Re A EM RS tet eS amb © for any line or department. Ful 
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for profitable, volume sales ALUMINIZED 


lat-belobe Gg ard -.. nm 


A BRIGHT NEW MARKET IS OPEN TO YOU 


for new sales and increased profits with handi-gard Aluminized 
Colored Roof Coating in 8 attractive colors: White, Green, Gray, 
Yellow, Brown, Red, Blue and Aluminum. 


ALUMINIZED COLORED ROOF COATINGS 


will decorate, waterproof, insulate and preserve almost any type 
roof and is the only type waterproofing product suitable for use 
on shingles. Homeowners and small contractors can now re-surface 
shingle roofs themselves at much lower costs than re-roofing. Tens 
of thousands of veterans’ homes, built in the past 10 to 15 years, 
need roof maintenance of this type now! You have a huge market 
ready, 





for profitable, volume sales sell the 


THE GIBSON-HOMANS COMPANY handi-family of quality products 
2366 WOODHILL ROAD . CLEVELAND 6, O. Calking & Glazing Compounds, Roof Cement, 
Factories: Conyers, Ga. * Matawan, N. J. © Richmond, Cal. Aluminum, Colored & Black Roof Coatings, 
Portland, Oregon « Cleveland, Ohio Foundation & Water Repellent Coatings, 


Aluminum & Black Roof & Metal Paints. 
Want more facts? Circle 233, p. 91 
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JOHN 


W. THAYER 


Thayer Is Elected V-P 
At Milwaukee Tool Co. 


John W. Thayer, sales 
manager, Milwaukee Tool & 
Equipment Co., Milwaukee, 
Wis., was elected vice-presi- 
dent of the firm. Mr. Thayer 
will continue as sales man- 
ager. 


Pa. Wholesale Group 
Plans Social Events 


The Pennsylvania Whole- 
sale Hardware & Supply As- 
sociatior. has announced two 
social events. 

The annual Shad Dinner 
will be held at the Lebanon 


—_—_—- 





















@ The addition 
of this 30 lb. capacity 
hanger to the Moore line 


provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 


less effort. 


Your jobber can supply you. 





MOORE PUSH-PIN CO. § 


SINCE 1900...MAKERS OF FAMOUS MOORE PUSH-PINS 


113-25 BERKLEY ST., 


Country Club, Friday May 8, 
at 12 noon. Activities will 
include buffet lunch, shad 
dinner and golf. Golf fees 
are $4 per person. 

The bi-annual ladies meet- 
ing will be held this year 
at the Sky Top Club, Skytop, 
Pa., June 28 through July 1. 
Reservations for both events 
should be made through the 
secretary, James G. Krause, 
c/o Geo. Krause Hardware 
Co., 37 S. 8th St., Lebanon, 
Pa. 


Gary Screw Div. Opens 
Warehouse in Denver 


Bolt 
& 


Gary Screw & 
Pittsburgh Screw 
Corp., Chicago, has 
lished a warehouse in Den- 
ver, Colo. The warehouse 
will be operated by Paul R. 
Spencer Co., Inc., 
representatives. 

A complete stock of Gary 
cap screws and hexagon 
nuts will be carried. In addi- 


Div., 
Bolt 


estab- 


Denver 


tion, wood screws, stove 
bolts, machine screws and 
sheet metal screws from 
Southington Hardware Div. 


will also be stocked. 











News of the Trade 





A, J. 


Wimberg Heads Kentucky Dealers 








Officers and board members of the Kentucky Retail Hardware Assn. 
elected at the recent annual convention in Louisville, left to right: 
seated, Edward Hank, Livingston County Hardware, Smithland, 
first vice-president; A. J. Wimberg, Wimberg Hardware, Louisville, 
president; James Hardy, Henderson & Hardy Hardware, Shepherds- 
ville, second vice-president; Robert Moneypenny, Moneypenny Hard- 
ware, Louisville. Standing, Maurice A. Hill, American Hardware, 
Bowling Green, retiring president; Frank W. Sower, Frank W. Sower 
Hardware, Frankfort; Roy Cornett, Monarch Supply Co., Morehead, 
advisory committee; Allen Conrad, Conrad Hardware, Falmouth: 
Chastain Johnson, Correll & Johnson Hardware, Monticello; Edward 
H. Keiley, executive secretary. 
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Start a profitable Rental Busi- 
ness. 12 p. reprint tells what 














to rent, how to set charges, 
customer agreements, book- 
keeping forms, and other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 





m® HARDWARE AGE 


me Mee es Oe 








Want more facts? Circle 234, p. 91 
154 © HARDWARE AGE, April 23, 1959 


PHILA. 44, PA. 





The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
1034," high with 9” 
diameter base. All 
metal 





CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates wood fibre— 
makes them e-x-p-a-n-@ 
permanently. 

@ Quiekest and easiest way 
te fix loose chair rungs. 











Revolves. 





legs, handles, dowels. 
dove-tails, ete. 


A Fast-Selling impulse item 
Write fer Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 
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LONG SERVICE 
PLASTIC & SOLDERLESS | 
COPPER FLOATS 


Individually inspected, tested and guaranteed 
leak-proof. The high-impact polystyrene is unaffected 
by the chemical content of any water. 

Exclusive seam and spud construction makes the 
copper float the world’s strongest. 

Sizes, shapes and styles for every requirement. 
Humidifier and sump pump floats. | 
Special floats made to your specifications. 


SPIN-SEAT’ TANK BALLS | 


Revolve on flushing. Seat in different position every 
time. 


RITE-SEAT’ TANK BALLS 


Both are live rubber. Guarantee positive closing. Fit 
all standard tanks. Packaged in attractive boxes and 
dozen-lot display cartons. 


Catalog and prices on request. 


THE REICHERT FLOAT & MFG. CO. 


2243 Smead Avenue . Toledo 6, Ohio 








*Trademark Reg. 
Want more facts? Circle 236, p. 91 
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WINDOW 
SCREENS 


Depend on Schumacher 
for famous adjustable 
“*Reddy-Loc’’ window 
screens. In sizes to fit 
practically every window, 
they're solidly built, 
lock securely at any 
adjustment, provide 
sales-making safety of 
exclusive ‘‘Reddy-Loc.’’ 


Another great volume- 
builder! Wood end, 
metal rail adjustable 
window screens. Heavy 
gauge metal rails, kiln- 
dried wood ends for long 
life. Sizes for virtually 
every window. Each 
screen has colorful 
attention-getting label. METAL-RAIL 


SCREEN 
DOORS 


Schumacher makes a 
full line of quality 
wood screen doors in 
your choice of styles 
and finishes. All feature 
seasoned lumber, blind 
mortise and tenoned 
construction, many 
other advantages. In 
all standard sizes with 
your choice of alum- 
inum or galvanized wire 
cloth. As it has since 
1889, Schumacher 
stands for the best 
(and best-selling) 
screen doors! 


AND 


Make the most of the big aluminum combination 
window and combination door market with Schumacher. 
Schumacher sells only through jobbers... brings 
you and your customers quality in aluminum. 
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@ Ken M. Williams Co., Kansas City, Mo.—Mr. Williams, 
formerly of Charles J. Connors Co., has formed his own 
manufacturers’ agency with headquarters at 2420 E. Blue 

Ridge Extension, Grandview, Kansas City. He will cover 4 
the hardware and industrial trade in Missouri, Kansas, 
Nebraska and lowa. 


@ Circle Research Laboratories, Glen Ridge, N. J.—West- c 
ern Pennsylvania and West Virginia to M. Fricchione Co., 
Pittsburgh, Pa.; Illinois and eastern Wisconsin to Richard 

F. Duffy organization, Chicago, Ill.; Hawaii and Alaska to 

Lynn & Brooks, San Francisco, Calif. 

@ MecPartlin Sales Co., Chicago, I1].—Stephen E. McPart- 
lin, former midwest regional sales manager, Otto Bernz 
Co., Rochester, N. Y., has opened his own agency. His 
office is at 546 W. Washington St., Chicago. 


@ Chattanooga Royal Co., Chattanooga, Tenn.—Chicago, 
eastern Wisconsin and the northern Michigan Peninsula to 
the Henry Stevens Co. Chicago, [1l. for Royal Chef bar- 
becue grills. 


@ (Great Neck Saw Mfgs., Mineola, N. Y.—W. R. Rosentiel 
and R. R. Norton have been appointed jointly as midwest 
regional sales managers. They will kcadquarter in Chicago, 


11. 


@® Kalamazoo Sled Co., Kalamazoo, Mich. — Metropolitan 
New York City area and upper New Jersey to J. R. Sales 
Co., New York, N. Y. 





WY une ” 


i, deal No. 1907 
Glass-Covered Wooden 
DISPLAY CABINET 


$650 VALUE 





@ Blisscraft of Hollywood, Los Angeles, Calif.—Eastern 
Pennsylvania, New Jersey (south of Trenton, Maryland 
and Delaware to Alden Associates, Philadelphia, Pa. 





CASE DIMENSIONS 
162” x 13¥2” x 9” 


THE BIG SELLING FEATURE OF 1959! 
MICRO-TENSION ADJUSTMENT 
Set yOur Micro-Tension Shears easily with @ 
penny or dime so they feel just right. They can 
be quickly adjusted to cut varying thicknesses 
cleanly ana ct ymfortably — no more loose. 
Sloppy blades. 


DELUXE KLEENCUT shears will make more m ney for you because ye 
get a BIGGER MARK-UP and MUCH FASTER TURNOVER — Look at these $$$ 


sales features: 


@ Gleason Corp., Milwaukee, Wis.—New England states 
to E. T. Harsh Co., Hingham, Mass. 
LING 








@ E. R. Wagner Mfg. Co., Milwaukee, Wis.—Southern 
California to Herb Blaine Co., Los Angeles, Calif. 


@ Century Products, Inc., Cleveland, Ohio—Oregon, Wash- 
ington, Arizona and California to J & H Sales Co., Los 
Angeles, Calif., for Puritan toilet seats. 


























1. MADE BY MASTER CRAFTSMEN Frank Ledbetter Named and J. P. Philips, Philips 
. womusrs MOST BEAUTIFUL HIGH LUSTER NICKEL FINISH Head of Alabama Assn. | aoe dies “teal k. ag 
. NATIONALLY ADVERTISED sctors are: - Ft. 
Frank Ledbetter of South- Avcock, J P.. U. (. White 
, AANUFACTORED & GUARANTEED BY THE WORLD'S LAR ern Hardware Co., Attalla, Hardware Co., Athens; 
" MANUFACTURER OF SCISSORS & SHEARS Ala., succeeded W. T. Wild, George F. Bailey, Parker- 
Don’t m ut on this small space, High Profit deal. Order Wild Bros. Hardware Co., Sledge Hardware Co., Mont- 
\ ISS 0 | iniS SA i § -e J fOr c Pf Ou . . . . 
#1907 Cabinet from your sbber ie , _ ons Evergreen, as president of gomery; Otis Benson, Ben- 
va : : / the Alabama Retail Hard- son Hardware Co., Birming- »* 

Here's What You Get: ware Association at its an- ham: 4 K. Cooke, Cooke 
STRAIGHT TRIMMERS Retail Ea. BARBER SHEARS Retail Ea. nual convention at the Ad- Hardware Co., Cantonment, 
+1: ” ruil Michet Sree $550 30> M2" Fully Nickel Plated....$1.98 miral Semmes Hotel in Mo- Fla.; George Limbaugh, 

| iat P ; 3 ~ - ‘* ° ‘ ‘ 
113C 6” Enameled Handles ......$1.49 SEWING & EMBROIDERY SCISSORS bile, Feb. 15-17. Silas Mar- Limbaugh Hardware Co., 
t 113¢ $” Enameled Handles 5179 Amp ties $1.49 tin, Jr., Martin Hardware Childersburg; D. W. Moody, 

$ S pal 0} ‘ y , ‘ 
i BENT TRIMMERS 348S 5” Sharp Points $1.59 Co., Wetumpka, was re- D. W. Moody Hardware Co., 
1356 ” a ee 81 714" Pking Shoat a5 95 elected first vice-president. Montgomery; L. D. Owen, 
f FOUR PAIRS OF EACH — FORTY-EIGHT PAIRS IN ALL! Bill Wittmeir, Wittmeir Jr., Builders Hardware & 
» SELLING $ 24 YOUR $ 54 YOUR Hardware Co., Oneonta, is Supply Co., Bay Minette ; 
PRICE COST PROFIT 40 * second vice-president. A. B. Harry Sherer, S & W Hard- 
Hill, Birmingham, was re- ware Co., Jasper; C. M. 
THE ACME SHEAR COMPANY | elected executive secretary. White, Jackson Hardware & 
BRIDGEPORT. CONNECTICUT New directors are: John Supply Co., Jackson, and 


Dobbs, Dobbs Lumber & W. F. Wooldridge, Spring 


Lae §=§ Hardware Co., Haleyville, Hill Hardware, Mobile. 
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° FOLDS FOR SHIPMENT 
¢ LIGHT IN WEIGHT 
* NO ASSEMBLY 


© CONVENIENT AND STURDY 





© ATTRACTS ATTENTION 





FITLER ROPE RACK 


For Octagonal Boxes and Small Reel Ropes 


The Fitler Rope Rack requires only ,, —_ ae 
space, leaving valuable room for other products Rope is 
kept off the floor ‘ liminating loose ends which ret dirty 
The boxes are tilted forward on the rack, providing easy 
access into the hand holes in the tops of the boxes for 
removing the rope 


of floor 


This valuable sales aid may be obtained for a fracti m of 
its manufacturing cost when accompanied by order for 300 
pounds of Fitler Rope it pays for itself in efficiens 


SOLD BY HARDWARE NEALERS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
Philadelphia 24, Pa. 
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SELLDEWK: ‘ 


wy N 
THE SNOW WHITE PLASTIC IN A TUBE SN 
\E \\ 

BS 


TUB and TILE} 
CAULK 
MILLION | 


PROVEN TIMES | 


FREE SAMPLE—Jobber inquiries invited 


4 FOR U 
DE WITT PRODUCTS CO. | 
5858 PLUMER ST. + DETROIT 9, MICH, “@uLaLaL | 














SI 
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OVER-THE-DOOR 
GARMENT HANGERS 


ay /- IF a 


‘BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


BULL DOG can wanes J J = 


—E H. TATE CO. @ 251 CAUSEWAY ST. © BOSTON, MASS. 
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YOU'RE HEADED 
IN THE “RIGHT” DIRECTION 
FOR SOUND BUSINESS GROWTH 






WHEN 
: YOU | 
USE 
TALCOTT'S 


Flexible /\ 
Financing 


Plans 


Expand your sales, discount your bills, buy equip 
ment, expand your plant, have capital for other growth 
needs. Talcott can supply the revolving cash funds 
you need .. . through a flexible financing plan that 
fits your special requirements. Phone, write, or visit 
us for full details. 


en ee ed 


—— 
- 
—_ 


Other Talcott Special Financing... 


@e Accounts Receivable (Non-Notification) @ Inventories 
@e Machinery & Equipment e¢ instalment & Lease Sales 


e Factoring (Notification & Non-Notification) 


James Talcott, Inc. 


FOUNDED 1854 





CHICAGO By Bing DETROIT 
YUTH LaSALLE STREE o~ . 1870 NATIONAL BANK BLOG 
, , ORegon 7 3000 





Financial 61444 WOodward 2.4563 
nee - a 
eet "Be ston 8. Mass 
Liber ty Z 62¢ 4 
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SENSATIONAL 
FREE GOODS 








MIRACLE 
BLACK MAGIC 
ADHESIVE 


MIRACLE 
BRITE MAGIC 
ADHESIVE 

















YOUR SPECIAL BONUS PACKAGE CONTAINS: 








i display (12 Tubes 23/4 oz.) 

















4 extra 2% oz. ($.59 retail) Tubes... FREE 
16 Tubes 2% oz. Sell for $9.44 


Costs you $4.25 








YOUR PROFIT | A SENSATIONAL 
of 
5% 


‘3 - 19 PROFIT 








a sensational 55% profit on Brite Magic and 
Black Magic. Reported by store after store 
as their fastest selling item. Customer ac- 
ceptance and enthusiasm increasing! 





Easy-to-use nozzle for neater, 
faster application! 
Dramatic, eye-arresting display. 





BACKED BY BIG ADVERTISING CAMPAIGN! 





MIRACLE ADHESIVES CORPORATION 


250 Pettit Avenue, Bellmore, Long Island, New York 
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J. A. TAYLOR 


News of the Trade 





Standard Screw Elects 
J. A. Taylor President 


James A. Taylor, former 
vice-president, was elected 
president of the Standard 
Screw Co., Bellwood, Ill. He 
succeeds W. D. Corlett who 
was elected chairman of the 
board. 

Mr. Taylor 
president of 


continues as 
Hartford Ma- 
chine Screw Co., and will 
continue to direct activities 
of this Standard division and 
plant in Hartford, Conn. 





Thomas M. Geraghty 
Gets DeWalt Div. Post 


Thomas M. Geraghty has 
been named assistant to the 
vice-president of sales for 
DeWalt Div., American Ma- 
chine & Foundry Co., Lan- 
caster, Pa. 

Mr. Geraghty has been dis- 
trict sales manager of west- 
ern Pennsylvania and West 
Virginia since he joined De- 
Walt in 1953. 


Guthridge, Shontz Get 
Sales Manager Posts 
Porcelain Products  Co., 
Div. A. B. Chance Co., Carey, 
Ohio, has named C. Rea Guth- 
ridge, former sales represen- 


tative, sales manager. Ralph 
Shontz, former sales man- 
ager, Low Voltage Div., was 
named custom products sales 
manager. 

Mr. Guthridge for- 
merly regional sales man- 
ager of Oliver Iron and Stee! 
Corp. Mr. Shontz has held 
supervisory and administra- 
tive positions with the firm. 


Was 


National Hardware Show 


The National Hardware 
Show scheduled at New 
York’s Coliseum, from Sept. 
28 to Oct. 2, is now booked 
to 90 percent of capacity, ac- 
cording to Frank Yeager, 
managing director of the 
show. 





New England Assn. Elects Armen Farmanian 


The New England Hardware Dealers’ Assn. elected officers and di- 
rectors at its recent convention in Boston (left to right): Frank H. 
Appleton, Appleton Hardware, Dennisport, Mass., retiring president; 
Chester C. Putney, executive secretary; Armen Farmanian, Armen's 
Hardware, Inc., Providence, president. Other officers and directors 


are: W. Malcolm Lunt, Lunt & Kelly, 


Newburyport, Mass., vice- 


president; Austin A. Ley, Flynn's Hardware Co., Attleboro, Mass.., 
clerk; Cecil Goodheart, C. L. Goodheart Co., Brandon, Vt.: Albert 
Rosen, Rosen's Hardware, E. Dedham, Mass.: Otto Weston, Otto 
Weston's Hardware, Winthrop, Me. (new); Donald White, White's 


Hardware Co., Framingham, Mass. (new). 








NOW: The Best in Brushes 


You will Sell 
more Brushes 


F100", Oe 
with t| 1e$e ge on “a 


> PROFIT-PAKS jguumam 


A lnousTR ¥ 3 
designed for 


PROFIT-PACKED 
MERCHANDISING 


Ask your Jobber Now 
No. 1750 for the Profit-Pak 


PROFIT-PAK Displays 
Household Brush Display 


WRIGHT-BERNET, INC. wen 


PROFIT-PAK 


1524 Bender Ave., HAMILTON, OHIO Fioor Brush Display 
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Drag Cone ENT TAG 


Tells the Tale sa 
Makes the Sale! | fie : IRE {¢ io ®@ Finest aluminum alloys used, guaranteed 


not to rust 





The ‘‘fact tag’’ sells your cus- 
tomers — Dayton . Green Cap rT Se eee i} 7 @ “Soil-Grip” design prevents inching out 
Rod-Tip Action—the instant au- OT SE RR of ground 

tomatic line release—Dayton’'s ; s 

exclusive feature. 


®@ Both edges hemmed for your safety 





@ Close corrugation for extra strength — 
“crush resistant’ 


—<t—— Self-Service Merchandiser +3888 © Sp. ge er ne $1 4 5 LIST 


weeds, roots, etc. 


Displays 25 dozen assorted floats, ®@ Stop back breaking 


PER ROLL 
a complete Float Department, in hand trimming . 
approximately 1 square footof | @ Stop soil washouts 4”x40 FOOT COILS 


counter space. Ask your jobber other sizes & lengths available 


about other Dayton self-service 
handisi t ts. 
nico, Wy PENN SUPPLY & METAL CORP. 
Yor BAIT COMPANY | 1831 N. FIFTH STREET, PHILADELPHIA 22, PENNA. 
2701 S. Dixie Drive © Dayton 9, Ohio 
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ANY WAY YOU SLICE IT this 
is the marking pencil for you! 
Writes smooth and sure on 
cellophane. On metal. On any- 
thing you sell or service! All 
this — and colored refills, too! 


Ash your wholesaler or write 


LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 


Want more facts? Circle 247, p. 91 


APPEAL: 


NO. 480 SERIES 


CARDED COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


“EYE 





ALL 
PURPOSE WIRE 





Soft copper 
Soft galvanized 


+ 
WIRE MIRROR CORD 


Pat. Pending 


2 
PICTURE WIRE 
a 
ALUMINUM WIRE 
° 
STOVE PIPE WIRE 


Catalog on our complete 
Wire Line is yours for the 
asking. 


@ FIRST QUALITY 
e STRONG 


\ oe FLEXIBLE 
ae \ © DURABLE 
Price | 


SOLD THROUGH JOBBERS ONLY 


WIRE CORPORATION 


183-16 
eee ae ee a ee 


mMAZeO-7Z00 


ae @ Bee 
ISLAND, NEW 


AV E. 
YORK 
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News About Dealers: 





(Continued from page 146) 


HARRY H. MEYER 


tiring after 41 years in the 
hardware business. Don Fer- 
reira, of Elgin, Ill., bought 
Mr. Meyer’s interest, has 
changed the name to Farm- 
ers Ace Hardware, and is re- 
modeling the store and en- 
larging the sales area. Mr. 
Meyer was president of the 
National Retail Hardware 
Assn. in 1955-56, and is a 
past president of the Wis- 
consin association. Mr. Meyer 
started with Upham Hard- 
ware in Shawno in 1917, and 
reorganized the 
1919 as 


business in 
Farmers Hardware. 


Waterville, 
ARNOLD Co. 


Me. — W. B. 
has appointed 
William Volinsky merchan- 
dising and sales promotion 
manager. Mr. Volinsky was 
formerly manager of the 
Montgomery-Ward store in 
Waterville. 


York, Pa, MILLER OF 
YORK is set up for business 
and offices in temporary quar- 
ters across the street from its 
store at 536 E. Market St. 
that burned out Feb. 9. The 
fire damaged the entire re- 
tail hardware store and 
about 60 percent of the ware- 
house for the automotive and 
plumbing supplies wholesale 
end of the business. The com- 
pany plans to rebuild, but 
may relocate the and 
warehouse. 


store 


Washington, D. C.—John 
N. McIntire, McINTIRE Harp 


WARE, INC., Chevy Chase, Md., 


is one of the new members 
of the National Distribution 
Council that meets with See 
retary of Commerce Lewis L. 
Strauss to review depart- 
ment activities in the distri 
bution field. 


St. Albans, L. I... N. Y.— 
BRESSLER’S HARDWARE. INC. 
has been awarded a _ bronze 


News of the Trade 





medal for placing third in 
the hardware division of Dis- 
play World magazine’s Inter- 
national Display Contest for 
1958. Owner Claire Bressler 
is especially proud because 
the store is small by most 
comparisons. 


Volant, Pa.—C. W. MILLER 
HARDWARE has become fran- 
chised as a Pro hardware 
store under the program of- 
fered by Wickliffe Whole- 
sale, Div. of Stambaugh 
Thompson Co., Youngstown, 
Ohio. The store has_ been 
completely remodeled and a 
grand opening is planned for 
April 23-25, according to 
owner C. W. Miller. 


Lewistown, Mont. Mon- 
rANA LUMBER AND HARDWARE 
Co. recently observed the 
official opening of it’s new 
consolidated location combin- 
ing the lumber and hardware 
operations. The hardware 
store formerly was located 
in the Montana Building. 





E. M. Williams Retires 
At Odell Hardware Co. 


Euclid M. Williams, sales- 
man for Odell Hardware Co., 
has retired after 46 years 
with the Greensboro, N. C. 
firm. 

Mr. Williams joined the 
firm in 1914 as a shipping 
clerk. Six years later he was 
promoted to branch manager. 
He has been selling on the 
road for the past 29 years. 


Census Bureau Sends 
Reminders for Reports 


Reminder notices have 
been sent out by the Bureau 
of the Census, Department 
of Commerce, to establish- 
ments which have not filed 
their reports for the 1958 
Census of Business. 

Business concerns _ that 
have not filed their reports 
are being urged to fill out the 
questionnaires accurately 
and return them promptly. 


Dyson, Wutzer Promoted 


Ronald Dyson and William 
S. Wutzer have been ap- 
pointed sales desk correspon- 
dents at Sanson & Rowland, 
Inc., Philadelphia, Pa., fol- 
lowing the completion of a 
training program. They will 
handle telephone sales and 
sales correspondence with 
dealers. 














BOMMER... Your Complete Source 


for Durable Screen Door Spring Hinges 


Choose your adjustable and 
non-adjustable spring hinges from 
a variety of lasting finishes and 
rugged metals. A complete price 

range of quality BOMMER 
hinges as low as 59¢ a pair. 

Available individually or in sets 
—both full and half surface. 


For full information, 


see your jobber. 


BONMNM ER 


SPRING HINGE CO INC 


EXECUTIVE OFFICE AND PLANT LANDRUM 5 C 


263 Classon Ave., Brooklyn, N. Y 


Sales Offices and Warehouses: 180 N. Wacker Drive, Chicago, III 
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% WORTH REMEMBERING! 


the Original 
PLASTIC ALUMINUM 


has earned the GOOD HOUSEKEEPING 
SEAL OF APPROVAL <%.0..%015,> 


Good Housekeeping 
Order from your Jobber \% * 


» \S 
Cr as anvearisto Wee 


THE WOODHILL CHEMICAL CO. 


: —aa aduertised 
Originators and World's Largest Manufacturers oly 


of Plastic Aluminum”’ POPULAR 
1390 East 34th Street Cleveland 14, Ohio | MECHANICS | 








wanr moe vuceus? Circle 250, p. 9) 





a ~ pai 


Where Prices are Born, Not Raised. QUALITY BRICK-MASON TOOLS 
JOINTERS, TUCKPOINTERS, SLEDRUNNERS ROUND AND V, LINE 
TWIGS, PINS AND STRETCHERS. Also imprinted Pins and Twigs. 

GET THE 240 assorted Tool Pack, all pre-priced and packaged Shp. wt. (72% 
Retail—$42.97. Dealers less 40%—$i7./9. ist order pre-paid—$25.78. 


Ask your Jobber or write—FREDERICK TOOL MFG. CO., ELKHART. IND. 
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door 
“jewelry” 


TULIP design 
Cylinder Entrance Lockset 


ATTRACTIVE 
DEALER DISPLAYS 
AVAILABLE 


TULIP design 
interior Lockset 


STANDARD design 
Cylinder Entrance Lockset 
(Also, matching interior sets) 


complete 


quality 
line 


‘\. ria 
ae 


Cylinder Tubular Night Latch 


Decorative Escutcheon 


Screen & Combination 
Door Lockset 


Apartment Sectional Entrance 
Entrance Set Cylinder Lockset 


NATIONAL HARDWARE 


CORPORATION 


NEW YORK: Ozone Park 16 @ CHICAGO: 205 W. Wacker Drive 
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SERIES OF 
PAINT | 
SPRAY 1 = ) 
GUNS 2 ) COMPRESSOR 
SERIES 
. over 2 dozen 
models to choose 
from. Hi-volume, 


mobile or station- 
ary tank units. 


. for all materials and fin- 
ishes. 9 models available rang- 
ing from Home Workshop type 
to Professional and Hi-Pro- 
duction models. 


PLUS... COMPLETE ACCESSORY EQUIPMENT—material 
tanks, regulators, respirators, hose and fittings. 


Write today for New Catalog cu-100! 


THE 
CAMPBELL-HAUSFELD 
COMPANY 


Harrison, Ohio 
215-D Railroad Ave. 


Campbell-Hausfeid has 
the unit for you.” 


KEY-BAK 


Key Reel 


COUNTER CARD 


MAKES EASY MONEY 
weak iv Gm your md aN FOR 


KEY-BAK Key Reel is HIGHLY ADVER 
TIZED in such magazines as POPULAR 
MECHANICS, TRUE MAGAZINE, etc 
KEY-BAK advertising is seen by over 
5,000,000 people EACH MONTH. You 
make money from KEY-BAK advertis 

ing when you prominently display the 
famous self-selling KEY-BAK Counter 
Display Card in your store. We'll tell 
them . . . then, you sell them! Get_szy 
KEY-BAK now from your jobber y 
or write direct. 


OVER TWO MILLION 
KEY-BAKS NOW IN USE! 


Key-Bak is pocket-watch size, highly-polished chrome finish. It’s 
worn on the belt by millions of men who carry keys. Swedish clock 
spring reels in the 24” long STAINLESS STEEL chain; keeps keys 
always safe and handy at wearer's side. LIFETIME GUARANTEE 


East of Mississippi 


CTL COMPANY 


wAnem, sae il. 7am: 
Wavusay, Wisconsin 


West of Mississipp: 
LUMMIS MFG. COMPANY | 


2242 E. Foothil! Blvd 
Pasadena, Calif 
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CASH IN ON 
SALES OF 


SELF-LOCKING HOOKS 


ge NE Ie ee ER eT eS 


. the quality line . . . pre-packaged and 
pre-priced . . . free soles-building merchan- 
diser . . . advertised nationally. 


WITH 
ABSOLUTELY & 





Your investment in a #D-40 as- 
sortment of SELF-LOCKING 
HOOKS is fully and permanently 
guaranteed. You risk nothing. 


WRIVE 'TOBAYV Fun 2 Set se 
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You can sell a set 
jto every household 


6-in-1 Set 


includes hammer, Steel screw drivers 
nail-puller and 4 with knurled brass 
sizes of screw 

drivers 


4-in-1 Set 


handles in 4 sizes 


Packed in Display Boxes or Carded 


Liberal freight allowance. Write for 
prices, including name of your jobber. 
Send 50¢ for prepaid sample. 


GAM Manufacturing Co., Lancaster 1, Pa. 








CT feeecerere EOE 





weight and feel of a real .45 


Want more facts? Circle 256, p. ml 
MARKSMAN air pistol shoots all 3 


ALL METAL 
CONSTRUCTION 


retail 
© model MP § 95 


powerful « accurate « guaranteed 177 CAL. 
*Gift boxed complete 
with BB's, Darts, 
Pellets and 
Targets. 


complete* 


PELLETS 
For all makes of SEE YOUR JOBBER OR WRITE FOR INFORMATION TO: 


Air Pistols & Rifles. MARKSMAN PRODUCTS 


eee, Both 22 & 177 Cal. ‘O) MORTON H. HARRIS, ING. 
e in tins of 500 & 200. LOS ANGELES 25. CALIFORNIA 


Fireball , Dart Games 
Y-8 Slingshot and Darts 


other Marksman Products include: 
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American Sisalkraft 
Names Sales Manager 


American Sisalkraft Corp., 
Attleboro, Mass., has named 
Bryan McDonald national 
sales manager. Mr. McDonald 
was in charge of the firm’s 
Special Industries Sales Div. 

Assistant national sales 
manager is James E. Helsel, 
former Eastern Div. sales 
manager. J. P. Burke, of the 
firm’s Building Merchandis- 
ing Div., has been appointed 
merchandising manager. 


WILLIAM W. BROWN 


Duro Co. Names Brown 
General Sales Manager 


Duro Co., 
has named 
Brown general 
ager. 

Mr. Brown had 
distributor for the 
in Columbus, Ohio. 
merly a district sales repre- 
sentative in West Virginia. 
He joined Duro in 1955. 


Dayton, Ohio, 
William W. 
sales man- 
been a 
company 
and for- 


Plastics Group Awards 
Nail Hammer Top Prize 


The Plumb F-57 mail ham- 
mer was awarded the highest 
prize among the consumer 
products displayed at the an- 
nual exhibit and conference 


News of the Trade 





BRYAN McDONALD 


of the Society of the Plastic 
Industry held in Chicago 
during February. This ham- 
mer, which won the Merit 
Award, is manufactured by 
Fayette R. Plumb, Inc., Phil- 
adelphia, Pa. 


Bronson & Townsend 
Purchases Building 


Bronson & Townsend Co., 
New Haven, Conn., whole- 
saler, has purchased a 5-year 
old modern office and ware- 
house building on State St. 
in Hamden. 

The firm, which has been 
on State St. in New Haven 
for 101 years, recently with- 
drew from the general hard- 
ware field to concentrate on 
power equipment and gar- 
den steel goods (See HA 
Sept. 25, 1958, p. 129). 


James Atwell Appointed 
Salesman For Dues Inc. 


James Atwell, has been ap- 
pointed a salesman for Dues, 
Inc., Dayton, Ohio whole- 
saler. 

Mr. Atwell, formerly an as- 
sistant sales manager, joined 
Dues in the warehouse and 
moved up through the ranks. 





STEP UP STAIR TREAD SALES 


with CROWN . 


Corrugated 


e ALL WEIGHTS & SIZES 


Carpet- like 


Pay xt 


Tile Patterns 


ve?) oe) a] oe) Be) )) 
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e CURVED NOSE OR FULL RISER 


Order from your wholesaler or write: 


48) -)-)5 5; el@) i o7-4) bd Fremont, Ohio 


SELF-LOCKING HOOKS 


THE HOOKS TO HANG YOUR SALES ON! 

The Quality Line of Hooks 
Made for both %” and %” perforated 
wallboard, SELF-LOCKING HOOKS are the 
original fixtures that hold themselves se- 
curely in place without clips or other make- 
shift devices — can never twist, turn or 
fall out. 


PACKAGED AND DISPLAYED FOR SALES 
Smaller SELF-LOCKING HOOKS are bub- 
ble-packaged in clear plastic; larger hooks 
and fixtures are individually carded for 
quick and easy self-service buying. Each item 
is pre-priced to allow you generous markup. 


FREE MERCHANDISER TO HELP YOU SELL 
Combination counter-floor stand merchan- 
diser included FREE with your order of the 
#D-40 assortment of over 300 '%” SELF- 
LOCKING items: $89.58 in merchandise, 
plus the free display unit, for a dealer cost 
of only $53.75 — and your investment is 
fully guaranteed. 


SEND COUPON TODAY FOR 


FULL TRADE INFORMATION 
ON SELF-LOCKING HOOKS 








1 Piease rush complete catalio 
at THE KERR WIRE PRODUCTS CO 


information on Sel 
—— N. Cicero Ave., Chicago $1, fli. “Guaranteed ime 
Snont ' pla 





Jobber's Name 
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SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable. 
Also, we are now producing a new line of Star 
Blade-Type Plow Shares—in regular and short pat- 
terns—-made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 


ait te ta AA toe ted A did Adan 
Want more facts? Circle 259, p. 
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DISPLAY RIGHT... 


-_ aa 


~~ SELL MORE! J 


HELLER 


PRE-ENGINEERED FIXTURES 

Display space is your “‘selling space.” So. . . display 
right, sell more — and profit more from Heller sales- 
planned fixtures. Islands, gondolas, wall fixtures, dis- 
play stands and accessories — all immediately avail- 
able to meet your needs and suit your budget. 

Don’t wait — write, wire or phone for the new 
Heller display planning guide no. “FA” 


MONTPELIER 
w.c. FRELLER& CO. onto 


Want more facts? Circle 261, p. 91 


BIGGER PROFITS 


We 
¢ Stops running toilets 


WITH (: 


‘ALERT’ () 
TANK BALL (1) © svn 


3 year money-back guarantee 


& GUIDE r\S Completely corrosion resistant 


Saves money 
Nationally advertised 


Easy to install (no special tools) 








MORE THAN 


,000,000 
SATISFIED USERS 
Any home keeper 
who has been a 
“bathroom jiggler” 
is a customer for 
“Alert” because 
it eliminates 
worrisome old type 
tank balls and 
lift wires ... ends 
water waste ond 
annoying gurgles 
once and for all. 
Put “Alert” on 
REPLACEMENT RUBBER BALL your counter and 

Round ball, chain and profit. 
attachment hook are 
avoilable. Packed 6 to 
a box, 6 boxes 
to a carton. 





CALL YOUR 
WHOLESALER NOW 
Tela ate r reail 
| ae xe« ¢ . r¢ 


ARDMQRE PRODUCTS CO., CONSHOHOCKEN, PA. 


Want more facts? Circle 262, p. 91 
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—_—News of the Trade ———— 





lowa Retail Hardware Assn. elected J. Alfred Kuhl, Kuhl & Vogft, 
Manning, president. He succeeds W. W. Hamilton, Hamilton Hard- 
ware and Appliance, Boone, now an advisory director. Left to right 
in the photo are: Glenn Allsup, Allsup Hardware Co., Colfax, di- 
rector; H. H. Lindeman, Lindeman Hardware, Appliagton, retiring 
advisory director; A. S. Petersen, Petersen Hardware, Tipton, director; 
Carl Wigdahl, Wigdahl Bros. Hardware, Emmetsburg, director; 
R. L. Currie, Currie Hardware, Mason City, new vice-president; Mr. 
Kuhl; Philip R. Jacobson, Des Moines, secretary-treasurer; Mr. Hamil- 
ton; Stanley L. Haynes, Mason City, association attorney; Martin 
O'Hara, O'Hara Hardware, Ottumwa, advisory board; G. W. 
Aspinwall, NRHA board of governors; George De Ruyter, De Ruyter 
Hardware, Sioux Center, advisory board; Cecil Boyer, Boyer Hard- 
ware, Mason City, chairman registration committee; Rodney Jensen, 
Robinson Hardware, Atlantic, board member: and H. M. Thomas. 
Creston Hardware, Creston, associate director. 


Connecticut Dealers Elect New Officers 


The Connecticut Hardware Assn. elected officers at its recent annua! 
convention in Hartford (left to right): Russell V. Carlson, Village 
Hardware, Milford, secretary; Martin Daniel, Jackson & Marvin. 
New Haven, second vice-president; F. Prichard, Star Hardware. 
Rockville, first vice-president; and Carl Nygard, Collins Freeman, 
Branford, treasurer. Not in this picture is Arthur Sollosby, State 
Hardware, Bridgeport, new president. Directors are David Krieger, 
Krieger Hardware, Shelton; Harold Bock, Morrison Hardware, Tor- 
rington; Ralph Kellogg, Kellogg Hardware, Norwalk; Harry Page, 
Jr., Page Hardware, Guilford; Charles Schmidt, Schmidt Hardware, 
Watertown; Victor Belfanti, Washington Supply Co., Washington 
Depot; Alfred Sherwood, Jr., Woodbury Hardware, Woodbury; Jack 
Cawley, Bristol Hardware, Bristol; Joseph Leo, Leo Hardware, 
Newton; J. J. Harding, Harding Hardware Supply Co., Rowayton; 
W. A. Mahoney, Central Hardware Co., Middletown. 





TICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS Arron 
5 


DRILL 
SI (K< 
ee ROUTER 


STICKLEBACK | 


x DRILL ROUTER DRILLS! 


REAMS! 
SAWS! 
ROUTS! 





With Any 
Electric Drill 








SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 
PRE-PRICED FOR FULL PROFIT 


Ask Your Jobber 


+ 7 s “ 
dag TEC IMPORTS 


15001-03 CALIFA STREET 
VAN NUYS. CALIFORNIA 


\ 
, y 
SELF SERVICE STICKLEBACK SELLS OO LO LIP OOO OOP 
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Add-on SHELVING 





© Quaker 1959 


adds on PROFIT For YOU! 


Add-on units interlock to create custom room 
dividers and wall groups. Smart square brass 
columns support metal shelves of walnut, mahog 
any or ebony finish. Units firmly attach tn long 
low--and step designs. Contact your jobber or 
write to: 


QUAKER INDUSTRIES © Kenosha, Wis. 
Want more facts? Circle 264, p. 91 


GATE HOOKS 


AND EYES 


by ATE 


BETTER HOUSEHOLD 
HARDWARE SINCE 1872 


BULL pote) GATE HOOKS 


AND EYES 





E. H. TATE CO. ® 251 CAUSEWAY ST. © BOSTON, MASS. 


Want more facts? Circle 265, p. 91 
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HARRIS BLISTER PACKAGE 
AND STANDARD CARDS 


LOW COST PLAN 


Now you can put extra impulse sales appeal in your 
product, with full view-pilfer proof blister packaging 
with our semi-stock standard sizes of cards and 
minimum tooling plan. 


Let Harris’ sales staff prove how this new method 
of carding merchandise can reduce your packaging 
cost. Write for our prompt quotations to your 
requirements. 


55 PAWTUCKET AVENUE 
S. P. Barris, INC, EAST PROVIDENCE 16, R. |. 
Over 50 years of Modern Merchandising Aids 
Want more facts? Circle 266, p. 91 














Where there’s 
heavy traffic with 
light trucks... 
depend on... 


SPRING aD 














Chicoge “Simplex” 
‘Clamp Flange 
pring Hinges 


Double Acting...with no 
Hanging Strip Required 


Shallow mortise design... suit- 
able for plywood or hollow core 
wood doors, hollow meta! doors, 
formica or metal-clad doors of 
various types. Always specify 





exact thickness of door. 


Type 11001— 4”, 5”, 6” 
Furnished in All Standard Finishes 


Now specified and used on stock room doors 


in many nationally known chain food stores. 


Spring Hinges of Quality 


Fhicied Sprina Hinae Co. 
1500 CARROLL AVE., CHICAGO 7 ILL. 


Want more facts? Circle 267, p. 91 
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— arene News of the Trade 


ager of the service products 
department of Lily Tulip 
Cup Corp., will be responsible 
for garden hose and sprin- 
kler sales in three Borden 
sales areas from the Gulf of 
Mexico to the Canadian bor- 
der and east of the Rockies. 


Walter Allen Co. Adds 

Mike McCoy to Staff 
Mike McCoy, has been ap- 

pointed special representa- 


tive for the Walter H. Allen 





H. E. 


ANDERSON 


Anderson Is President 
At Washington Steel 


H. Ek. Anderson, formerly 
president, Washington Hard- 
ware has 
president of 
Steel Products, 
Wash. 

Mr. Anderson came to the 
firm in a merger a few years 
ago vice - president in 
charge of the Wholesale Div. 

k'rederick Haines, Jr., has 
been elected vice - president, 
Wholesale Div. 


elected 
Washington 
Inc., Tacoma. 


Co., heen 





as 
MIKE McCOY 
Co., Inc., Dallas, Tex., dealer- 


owned wholesaler. 
Mr. 


McCoy was a repre- 
Borden Chemical Names sentative for Keen Kutter 
Div., Shapleigh Hardware 

Stanley Sales Manager Co. 
John R. Stanley has been He will work with the 
named sales manager for the firm’s’ vice-president and 








Philadelphia Club Installs Officers 





Recently elected officers for the 1959 year through March, 1960, 
were formally installed at the annual March President's Ball of the 
Philadelphia Housewares Club. More than 150 members and guests 


attended. The officers are (from left): Samuel Ospow, Ospow 
Distributing Co., secretary; John W. Heyman, manufacturer's repre- 
sentative, Republic Molding Co., first vice-president; John W. Fer- 
guson, manufacturer's representative, Rival Mfg. Co., president; 
Jack Bobb, manufacturers’ agent, second vice-president; Miss Ethel 
Whitaker, the Martin Co. manufacturers’ agency, assistant secre- 
tary; and Leonard Gee, manufacturer's representative, Rubbermaid, 
Inc., treasurer. Mr. Gee has since been relocated to the Omaha 
territory of Rubbermaid. John McKenny, Maxwell-McKenny Co., 
manufacturer’ agents, has been elected to Mr. Gee's position. 








‘ially priced merchandise. 
There will be special awards 


Morley-Murphy Plans 
Show for May 24, 25 


to dealers. 

Morley-Murphy Co., whole- Morley-Murphy is taking 
saler at Green Bay, Wis., over the Arena, which has 
will hold a dealer Get-To- 27,000 sq ft of floor space, 
gether and Merchandise _ plus two concourses of 8000 
Show at the Brown County sq ft each. Meals will be 
Memorial Arena in Green served to guests, and there 


Bay May 24 and 25. 
More than 3000 dealers are 
invited. More than 100 man- 


is ample free parking at the 
Arena. 


Borden Chemical Company’s 
Resinite garden prod- 
ucts. 

Mr. Stanley, formerly man- 


hose 


sales manager in adding new 
accounts and promoting the 
interests of the dealer-mem- 
bers. 





Three Officials: 177 Years of Service 














> 
», 
‘te 


he 


- nS 
Fee 

£ ¢ 

é j 3 


Three officials of Stratton & Terstegge Co., Louisville wholesaler, 
have served the firm a total of 177 years. A dinner party honoring 
the long time executives was held recently, and here is Wilton H. 
Terstegge, president, left, talking with Coleman G. Weiss, center, 
catalog department manager and former sales manager, 63 years 
of service; and Victor H. Weber, right, credit manager, 58 years 
of service. Absent on account of illness was Walter Terstegge, 
director, 56 years of service. 


Sata ee 


Photo: Louisville Courier-Journal 
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ufacturers will display hard- 
ware, plumbing, electrical, 
sporting goods, floor cover- 
ine and related lines. 
Specials will be offered at 
the manufacturers’ booths. 
A concourse in the Arena 
will be bargain alley on spe- 


Arvin Promotes Jones 


Theodore Jones, 
promotion 
Furniture and Housewares 
Div., Arvin Industries, Inc., 
Columbus, Ind., has been ap- 
pointed sales promotion and 
advertising manager. 


former 


sales manager, 














OBITU 


ARIES 




















Clayton J. Borne Sr. 


Clayton J. Borne Sr., 
60, owner of the Clayton J. 


Borne Hardware, New Or- 
leans, La., died suddenly 


Mar. 30 at his home. He was 
a former president of the 
Hardware Club and a mem- 
ber of the Louisiana Retail 
Hardware Assn. 


Stewart H. Richards 


Stewart H. Richards, 59, 
former vice - president of 
Richards & Conover Hard- 


ware Co., died Mar. 19. 


Vitus R. Holt 


Vitus R. Holt, 67, owner 
and manager of Kirk Holt 


Hardware, Burlington, N. C., 
died Mar. 8 He was past 
president of the Retail Hard- 
ware Assn. of North Caro- 
lina and of the Burlington 
Merchants Assn. 


William A. Staats 


William <A. Staats, 3&0, 
owner of the W. A. Staats 
Hardware Store, Ripley, W. 
Va., before his retirement, 
died Mar. 17 at his home 
after a long illness. 


William S. Lindesmith 


William S. Lindesmith, 70, 
owner of Lindesmith Hard- 
ware Co., Alliance, Ohio, 
died Mar. 12 in a hospital in 
Zanzibar, Africa. 








HA Photo Angles A report in pictures of events in the trade 


Ohio Valley Hardware Co., Inc., Evansville, Ind. whole- 
saler, was the recipient of the Recognition Award for 
the greatest percentage of increase in sale of the 
1958 Billy & Ruth Book. Carl V. Bruce left, sales man- 
ager of Ohio Valley, accepted the award for his 
firm at the March 8 meeting of Billy & Ruth Promotion, 
Inc. Wm. Geo. Steltz, Jr., representing Billy & Ruth, 


holds the plaque up for members to see. 





a. ite = Pro Hardware dealers using 
4 a bs the Profitmaker Program of 
A ie * Whitlock Corp. N.Y. 
= ae wholesaler, recently held 
a ee 4 their first meeting at Whit- 
i -—~ o, | ae ae * : lock's offices. Progress was 
4 ie 4 ij eee > reviewed and plans were 
f rf “a7 j P laid for effective use of the 
| Re - Pro services. Dealers and 
® SS 2 fe others on hand were, seat- 
> ee | ee ed, left to right: Paul Cos- 
Ss = ; ‘ grave, Cosgrave Associ- 
ates, coordinator of the 
Pro Program; Henry Stein, 
Whitlock; Ed Huston, Ar- 
nold Duffield, Bob Mitchell. 
Fred Walters, Charles 
Weber, Jerry Lasky,, Whit- 
lock. Standing: Les Green- 
grove, Don Lasky, Whit- 
lock: Jack Hechtman, Bill 
Whitehill, Bill Earnest, 
Whitlock; Fred Krug, Dave 
Bond, Don Shorter, Art 

Blanks, Jack Zoock. 


H. W. Hibbert, president of Pecora, Inc., Phil- 
adelphia, reported gains for 1958 and an even 
brighter outlook for 1959 at the firm's winter 
sales meeting held recently in Philadelphia. 
New products were a feature of the meeting. 
Shown in attendance: front row, left to right, 
E. C. Moore, Charles Wrightson, W. R. Johns, 
Mr. Hibbert, Ray Mathews, J. D. Pearson, C. A. 
McGinnis, Gordon Russell. Second row: Laur- 
ence Bown, Jr., executive vice-president; R. L. 
Stevenson, Clifford McConnell, Paul Liebers, 
Wm. Graupner, W. H. Tobin, H. C. Lambert. 
Third row: A. J. Guthrie, Wm. Bole, C. F. Oster, 
T. D. Remmell, J. R. Crowe, H. W. Garton, 


James Fries, Sheldon James. 
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STARRING today in the 


nation’s most interesting 
homes! Your most profitable 
cabinet hardware 









line! 


STAR'S 4 


ATIC 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 

2519 

Flush Type 

2516 
Semi-Concealed 


Type in %", '/2", 
shi ¥,"" 


7518 
Offset Type in %" 


CVAL HINGE 

3522 

Fiush Type 

+520 
Semi-Concealed 
Type in %", Y/", 
%", %" 

2521 

Offset Type in %" 


V-PULLS (with concave center) 
3595 

3°" Centers 
(not avail- 
able in Nickel) 


KNOBS & BASES 


#597—I'/."" Knob 
#597—2"' Knob 
##510-B—2'/,"' Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 





ALWAY MAGNET 

















CATCH 
#232 
Only catch in its 
price class that can 
\ be used on lipped, 
flush or overlay 
| doors (Aluminum 
only) 
Ask for complete 
catalog & price 
list TODAY. At- 


tractively finished 
Birch Plaque 
11/2" 15'/2" x 2" 
to display 

mounted samples 
available upon 

request. 


ST 


v1) Butler 


lal 


1 
street, Brookly™ 


Sold through wholesalers oaly 








Convention 


Calendar 


For c¢ 
TIONS 


isTiIna 
The 

4 
May j 


the 


aetaiis about 


isted pDeiow see 


mpiete 
Tha 


stortina nN Dp. | 34 Apr. 


issue. 


April 
30 to National Assn. of 
May Distributors, Spring Mee 
Pittsburgh 


next fo 4 me ata > na WwW be 


conve 


9 issu 


ane 


% 
4 


Convention Check List—— 


ry 


yiphabetica 


e 


in the 


Sheet Meta 


May 
13-15 Triple Industrial Supply Conver 
tion, Dallas 
18 to American Hardware Supply C 
June 12 Toy Show, Pittsburgh 
24-25 Morley-Murphy Co., Dealer Get 
Together and Merchandise Show 
~ » & yy W 
June 
1-11 Cot R C ] Show 
- ~ 
7-8 Ur 1 Hardy Distribu 
C Toy j S} Minn 
- 
7-9 Ace Wardware Corp Summe 
Convention and T S} ay Ch 
11-13 Texas Wr esaie Moarawore Assn 
& Texa Hardw Booster 
Club, Au 
July 
13-17 Nationa H ‘ bit 
Atlant C ty 
13-24 American Hardware Supply C 
~*+ S} ny - TtTSDU ha 
19-23 Nationa! Retail Hardware Assn 
Conare Los Anae 
26-28 Our Hardware C Sun 
rm C tion and Stockholad 
ers M M eoc 
August 
2-5 Na Wholesa Si 
GS 1¢ Show. Chicaa 
2-7 A 3ted Fishing Tackle M 
Trade Show, Chicag 
September 
13-15 Mia-W Mordy ’ 
wares >! Ww Chi 
27-30 Nationa Builder MHoardw 
Convention. New Orlear 
28 to National Hardware Show. Nev 
Oct. 2 York 
October 
4-7 Amer In Mardware Manut 
turers Assn Nationa Wr 
sale Hardware Assn., Nationa 
Convent Atlant City 
8-10 Mia America Lawn Garden 
& Outdoor Living Trade Show 
Chicaa 
25-27 Hardware Wholesalers n 
T Knoiders meetina Fort 
Wayne 


For complete details about conventions 
and shows listed above see the May 7 


issue of Hardware Age. 





Sale Speeder No.6 


Oi -+- we dal t_ees- 3 ae ole lah slalei-ig 


colamel©llot @m_t-\l-)- fam) Ma cele. 6- 3 


No. TD 
“Dynamic” 
mel -lelel-me—lal-t- tg 


LET CUSTOMERS FEEL 


‘o1elastselae-tell= 


the 


‘oh *s= tae alt= tale ll-t- eee tale 


olga] of oil -1- tammeolehadialem-(e4lelarm es —4 a & 
dal-leemen del-tamn del —mee_f ol -1ell- im allale | — 
alehan-talemiclolian-lteollel-ian-1-t-iih\ 7m. .elam: 
Older is 


Telel-l-lar from your True 


BM -lealel-1amsalell-t-t-tl-1aneelel- ke 


RUE TEMPER. 


Your basic line...your money line 
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MARINE PRODUCTS 


SKI TOWS 


E-Z SALE RACKS 
Nylon and Polyethylene 


ANCHOR LINES (NYLON) 
Tensiles 500 to 10,000 Ibs. 


West Georgia Mills inc. 


P. O. Box HA, Whitesburg, Georgia 


WITH 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
eee nea $2.00 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
ot check or money order, payable to HARL 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 





| Representatives Wanted Representatives Wanted 








HARDWARE SALESMEN 


Calling on retail hardware and lumber 
Vard dealers, also plumbing and electriea! 
supply concerns (one size Screw Anchor 
fits all serews and designs for all types 
of walls High Commission Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 











EXCLUSIVE 
open for 
placement 


PROTECTED 
nationally distributed 
plumbing specialty 
sale to plumbing supply houses; 


TERRITORIES 
unique water re 
item package fo 
hardware distrib 


utors and retailers. Unique demonstration sells 8 
out otf 10 on first call. Box 123, c/o HarpWark 
Act, Chestnut & 56th Sts., Philadelphia 39. Pa 

WANTED -Salesmen calling on retail trade. 
sell new ‘‘Private-Label’ Warfarin rat killer in 
attractive, practical FEEDING STATION box. 
We imprint dealer’s name, ete ship direct. 
Steady repeat sales. Pay top commission, pro 
tected territory. Advise lines now representing, 
area covered Write EATON Company, 1104 
Lakeview, Cleveland, Ohio 


REPRESENTATIVES WANTED TO SELL 
DIRECT to large users, retail or jobber 
plastic pipe, fittings and clamps, toilet seats 
(sprayed, vinyl covered, and mother-of-pearl), 
plastic clothes line, industrial hose, including all 
kinds of hose for automatic washers tox 209, 
HARDWARE AGE, Chestnut & 56th Sts., 
uladelphia 39, Pa 


level, 


c/o 
I} 


MANUFACTURERS 


REPRESENTATIVES 
WANTED 


Representatives now calling on 
tributors, jobbers and builders, ete. Wanted 
handle new patented mail Quality product 

waterproof attractive has great consumer ap) 
peal Reply giving territory covered and other 
pertinent information Many territories open 
Mrenco Mfg. Co., 1338 Alicia Court. Roval Oak, 
Mich . 


dis 
tt 
box. 


MANUFACTURER’S REPRESENTATIVES 


tor new tast-moving, eas. pick-up item used in 
homes, factories, offices, institutions. Retails at 
$1.00 with full jobber discounts Excellent pro 
motion. Shipped in display cartons. Many terri 
tories open Give all pertinent details Sales 
Manager, Merchant & Evans Company, 2035 
Washington Ave., Philadelphia, Pa . 

WANTED REPRESENTATIVE TO SELL 
OUR (large line) of Staple Steel Items to Hard 
ware Jobbers, Industrial Jobbers, and Builders 
supply Jobbers. Territories open—-New England 
Area, Southern Area, and Central States. Box 
104, c/o HARDWARE AGeE, Chestnut & 56th Sts.. 
Philadelphia 39, Pa 

REPRESENTATIVES WANTED. Large Es 
tablished Manufacturer desires commission repr 


sentatives to sell complete line of exposed Chrome 


Plated Shower Fixtures Formerly sold only 
through Wholesale Distributors, but now selling 
direct to Department Stores, Hardware Dealers. 
Building and Lumber Stores, Farm and Home 
Stores, rated Plumbing and Heating Contractors 
All territories now open Replies confidential 
State territory actively covered, experience and 
reference. Box 429, c/o Harpware AGE, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 

















' 





SALES 


ON 


REPRESENTATIVES CALLING 
LUMBER YARDS, building supply dealers, 


Gulf Coast area selling our complete line of 
imported reinforcing mesh, bars, pipe, tubes 
wire products, etc., all warehoused in Mobile, 
Alabama —excellent line of income for person 
already calling on this trade Box 422, c/o 


HarDWarRE AGE, Chestnut & 56th Sts., Philadel 
phita Y, cl. 


REPRSENTATIVES WANTED TO 
DIRECT from manufacturer to dealers in 
ware, houseware, variety, and related fields. 
tablished manufacturer changing policy Now 
fering substantial commissions on direct sales 
Top hardware-houseware specialties, with large 
repeat percentage. Protected territories. National 
trade advertising. Co-op advertising available. 
Box 424, c/o Harpware Acer, Chestnut & 56th 
Philadelphia 39, Pa 


SELL 
hard 

Es 

ot 


SALESMEN OLD ESTAB 
LISHED manufacturer of America’s finest line 
of lawn sprin other garden products, and 
fisherman's item, has territory open tor 
nen contacting both retail and jobber accounts 
Liberal commission, excellent opportunity for 
right man Hubbard Manutacturing Co., 2668 
Territorial Rd., St. Paul 14, Minn 


WANTED 


ers, 


sales 


WANTED HARDWARE SALESMEN 


with 


established territory to sell our line of quality 
hand-made high-carbon steel and chrome-plated 
knives to the retail hardware trade. Particularly 
interested in the middle west. Texas. Oregon and 


Washington, 
low al 


farris & Sons, Cedar Rapids, 


MANUFACTURER'S 
WHO CALLS Hardware Wholesalers and 
Industrial Supply Houses in New England States, 
to handle Quick-Wedge Screw-Holding Screw 
drivers. Address Mr. Douglas Smith, P. ©. Box 
73, Linden Lane, Chatham, New Jersey 


REPRESENTATINE 


Onl 


on“ f 


CABINET HARDWARE--A 
fine colonial and contemporary 
sale to wholesalers. lumber vards, 
cabinet manutacturers Reps wanted 
England, New York, New Jersey, 


volume line ot 
Hardware tor 
production 
in New 


Pennsylvania, 


Ohio, Kentucky, Indiana, Illinois, Michigan, Wis 
consin, and western states 10% ox 4/78. c/s 
HARDWARE Ace, Chestnut & 56th Sts., Phila 
delphia 39, Pa 

SALES REPRESENTATIVES = calling” on 


Hardware stores, lumber yards have a_ splendid 


opportunity to carry DO-LT-YOURSELF Hand 
Tools and Cabinet Hardware, imported and do 
mestic, attractively priced (side-line considered) 
Commission basis. Territories open in several 
states Box 417, c/o HARDWARE AGE, Chestnu‘ 
& 56th Sts., Philadelphia 39, Pa 

WANTED: MANUFACTURERS’ AGEN 
Well known firm of manufacturers’ agents seeks 


alert, aggressive and personable man experienced 


as outside salesman im hardware, houseware, 
marine and promotional trades; to cover So 
Calif., Arizona and So. Nevada; also nan _ for 
Hawa Excellent opportunity tor right man 
Must give complete resume of background and 
experience in first letter Box 433, c/o Hard 
ware Age, Chestnut & 56th Sts., Philadelphia 39 
"a. 





WANTED 


MANUFACTURERS’ REPS. AND DISTRIBUTORS 


Brand new line of Aluminum Door Hardware and 
Thresholds; absolutely lowest priced quality line 
on the market; eliminates all competition. For 


particulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street. Philadelphia 6, Pa. 











MANUFACTURER'S REPRESENTATIVES 


sought for new line aluminum overhead sectional 
varawze doors with high sales appeal (by AAA-1 
rated manufacturer) plus radio door operator 
Need representatives calling on contractors, ga 
rave door dealers. warage tabricators, lumber, 
building supply and home improvement dealers 
Exclusive territories. Liberal commission. Write 
farberton Aluminum Specialties, Inc., Box 592, 
Barberton. Ohio. Give territory covered and lines 
now handled 

SALESMAN WANTED Nationally known 
Cutlery Mfr. interested in salesman not over 35 
vears residing in N. Y. or Conn. Must have a 
siicce ssful record as a jobbers Salesman tT 
Hardware. Notions or Variety Store Fields. Ex 
cellent opportunits tor advancement to super 
visory or management position for progressive, 
energetic man Write giving complete details, 
age. experience, marital status, references, et 
Recent photograph if possible. All inquiries 
held in strict confidence. Box 426, c/o HARDWARE 


Acre. Chestnut & 56th Sts.. Philadelphia 39, Pa 


representatives 
hardware, depart 
(;00d commission 
(o.. 208 Bates 


sales 
it} 
stores 


Metz 


EXCELLENT LINE tor 
calling on the retail trade 
ment, variety and chain 
W rite Midwest Plastics 


Avenue. St. Paul 6. Minn 





Accounts Wanted 








REPRESENTATIVES 


all phases of jobbers. Can render reliable 
aggressive service We are national distributors with 
established actively operating branch offices in New 
York. Philadelphia. Detroit, Cleveland and Louis 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








ATTENTION MANUFACTURERS 


Established representatives covering the 
southeastern states calling on wholesale 
hardware and sporting goods interested 
in top volume lines only. 


ec 0 HARDWARE AGE 
Philadelphia 39, Pa 


Box 408, 
Chestnut & 56th Sts., 











WANT SALES RESULTS? 


We vet them 
hecause we concentrate in Michigan, Ohio, Ind: 
ina Will handle two additional! lines only 
h vw he st orace considered W rite Box 19 ( is 
larpWARE Ace, Chestnut & 56th Sts Philadel 
de'‘phia 39, Pa 
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Accounts Wanted 


Accounts Wanted 


Business Opportunities 








LINES WANTED 


A Client of ours now operating a success- 
ful Manufacturers’ Agency in Indiana, be- 
cause of family ties, plans to return to San 
Francisco. He has, in both Indiana and 
Northern California, marketed plumbing 
and industrial supplies to Hardware Job- 


bers, D.T.U.'s, etc., and invites inquiries 
from manufacturers of similar hard goods 
products seeking Northern California 
coverage. 


THE PLACEMENT BUREAU 


208 Strauss Bidg. Fort Wayne, Indiana 














BEST COVERAGE 


SE states 
Variety 
Gilamorene, now 


{ tive - 
and 


Hard 
Mur Tor 


Contacting 
Has. Former 
have the account as mfg. rep. Need 
additional line. Substantial account only. Travel by 
private plane. Give thorough coverage every 5 weeks 
ave associate, put on more if line warrants. Writs 
lon Turpin ‘718 Dial Drive, Stone Mountain, 
Leorgia 


Dept 
Region 


Store 
Mure 











NEED REPRESENTATION 
LAND? Four man sales force. 
930, covers hardware, housewares. 
party and club plan, rack jobbers, 
jobbers, chains, department 
tailers. Can promote volume lin Inquiries 
vited from responsible manufacturers Suite 314, 


} Leon St Reston 15. M 


IN NEW 


establishe d 


ENG 
S1Ti¢ f 
automotive, 
markets, 


lara rm 


super 
stores and 


Tl 


as> 


NEW YORK METROPOLITAN 
Brother team of Factory Representatives, estab 
lished 2 ve selling to all ibbers 
ind Chain We offer con 
centrated coverage for the Manufacturer of non 
conflicting products Box 403, c/o Harpware 
\ur, Chestnut & 56th Sts.. P hil: idelphia 


MARKET 


aTs 
Store . 


classes oY I. 
intelligent ind 


9. Pa 


NEW YORK SALES REPRESENT 
established among chain store 
ment and distributors 
experienced sales force, daily coverage 
References. Will give full time for a good manu 

Box 419, c/o Harpware Ace, Chestnut 
sts., Philadelphia 39, Pa 


ATIVES 
syndicates. depart 
Maintain display 


stores 


PomOmnTus, 


ESTABLISHED MANU 
RESENTATIVE OPEN 
ware, tool or garden line 
York and New Tersey 
coverage of Hardware. 
W holesalers. Rack Jobbers, 
houses. Excellent reputation 

HARDWARE AGE, Chestnut 
delphia 39, Pa 


FACTURERS' 
FOR additional 
tor Metropolitan 
( oncentrated 
Housewares 


REP 
hard 
New 
persistent 
and Garden 
Chains and catalog 
in tract Box 420 
& 56th s.. Phila 


~ 


( i) “+ 


Vo 


ye 


NG 


aTs 


AGGRESSIVE 
experience 
Jobber 
establishing as 
hardware and 
Tenn . Ss & 

street, p () 


SALESMAN 
selling hardware, 
salesman and Sales 
Manufacturer's 

related lines in Ala... Fla.. 
and N C Details ple: 
Box 31, Wildwood 


UTRER’S 


With 
retail 
Manage I 
Agent 


i.) 
Salesman, 
Now 
sire 5 
(3a., 


(sa 


MANUFA 


COVERING Jobbers and Wholesalers in Penn 
sylvania and Northern West Virginia, needs on 
other good competitive volume line in hardware 
or electrical. College graduate, married. with best 
references and principle. Aggressive representa 


tion guaranteed 
Chestnut & Soth 


471, c/o HarRDWari 
Philadelphia 39, Pa 


Ox 
Sts., 


REPRESENTATIVE 


AGE, 


' 
} 


MANUFA 
COVE RING. 


eral additional lines 


“TURERS 
STAT 


REPRESENTATIVES 
THE k 


ot (;eorgia seek 
hardware, electrical, 
or ~~ sundry fields. Men know their busi 

alling on jobbers and retailers selling qual 
items only BRIDWELL ASSOCIATES, 
71 Howell Mill Rd., N.W., Atlanta 18, 


ith 
W ho 


ress 


Ga 


MANUF 


how 


ACT I 
selling most 
supply jobbers in E: 
New Jersey, Delaware, 
pohtan W ashington 
tacturer’s line ( 


REPRESENTATIVE 
of the hardware and mill 
istern Pennsylvamia, Southern 
Maryland and the metro 
area with leading manu- 
an now handle one good addi 
tional line to mutual advantage. College gradu 
te; have ee 9) a pee throughout the ter 
ritory. Box 30 Oo HARDWARE AGB, Chestnut & 
6th Sts., Philadelp hia 


"RERS 


one 


4. Pa 


MANUI 
NOW 
oods 
W: 


tional 


ACTURERS REPRESENT ATIVE 
HANDLING ONE LIN A top wheel 
line in Pennsylvania, > er i Delaware, 
ishington, D. ¢ and Virginia an addi 
High-Grade line, preterably a Spring o1 
Summer line Twelve experience covering 
Box 431, c/o Harpbw ARI Act, Chest 


Sts.. Philadelphia 39, 


_ 


dle SITCS 


ears’ 
thie trace 
nut & 56th 


«i 


LINES WANTED. WANTED 
FOUR lines for a new manu 
tative set up for Indi 
Twelve ye irs’ 
Heating, Auto 
sare, Housewares, 
salers. Also OLE 
Will vive To} 
DON CA)... 


Indianap 


THREE 
facturers represen 
{1 Ohio or Illinois 
ntacting Hardware, 


Builders Hard 


OR 


i <atlie 
expe;rrence ( 
Supply, Plumbing, 
Klectri | and Paint Whol 
ounts and mill supply 
lines accepted KAY 
Box 55584, Uptown Stator 


lis 5, Indiana. 


MANUF 
t he Road, cr 
Metropolitan 
ern Pennsylvania, 
trict of Columbia 
(hestnut & 


ERS AGENT, 23 ars 
Hi ir lw: iT¢ line it} 
itv, New ic rsey, Kast 
Maryland and Dis 
$30, c/o HARDWARE AG! 
Philadeiphia 39, Pa 


ye (it) 


ACTUR 
wuld ou one more 
New York ( 
Delaw 
Box 


Sts 


s¢ 
ive. 


SOoth 


EXPORT riIVE AGGRESSIVE 
FACTURERS EXPORT Representative seeks 
idditional Hardware, Plumbing and Housewares 
for oe Markets. We handle all export 
finance all foreign 

BROS,., sroadw 


Af MANU 


lines 
oe vl 
‘H. ARF M AN 
York City 


accounts 
305 ay. New 





Help Wanted 








BUYER 


Shelf Hardware Buyer, with general 
the trade, but wholesale experience 
the right man, this Top-rated 
National Organization offers an 
tunity in either New York or 
will be treated confidentially, 
plete particulars 
Box 31!, e’o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


knowledge of 
preferred. To 
well established 
exceptional oppor 
Chicago. Your reply 
but must give cam 














SALES MANAGER 
FOR WOVEN WIRE PRODUCTS 


you are experienced in Sales Management, market 
ing. research, promotion, and able to select, direct 
and train salesman, this is your opportunity to rep 
resent a national manufacturer producing a quality 
product for the hardware jobber, screen fabricator and 
industrial us¢ 
Send resume 


If 


I 
which will be kept in confidence 
Box 418, c/o HARDWARE AGE 








Chestnut & 56th Sts., Philadelphia 39, Pa. 
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WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 











NO EXTRA CHARGE to have 
address embossed in beautiful 
key blanks. Order as few three dozen ot 
number. Complete details in our bulletin 3858 
Write today. Hazelton Chain Co., 81 Kemble 
Roxbury 19, Mass 


nant and 
raised letters o1 


vout 
as 


=t., 


HARDWAR 
tablished for 
(‘alitornia im 
hardware, house wares, 

brand name 
store and fixtures 
Sales volume tor 1957, 
well below cost due to 
By x 'o, c/o 


Philad 


APPL 


ke 
VOT +t) ve + 


LANG kK retail store 
Located in 
shoppi in irea. Clean stock ot 
ifts iad paints with fran 
appliances and television 
Excellent long term 
00, Sacrifice 
age and ill health 

[ARDWARE AGE, 
Iphia 39, Pa 


ks 
| 
central 


Miah 


chises on 
VMiodern 
lease 

sale it 
For 
Chestnut & 56th Sts.. 


> 
S Stith ft 


' 
details, 


SAW 


blade s (10° 


“JOB LOT” 
terchangeable 
ib 600 
W hss 


( hestnut 


finest quality 5 
, 15”, 12”, (2) and 11”) 
dozen sets $6.50 doz.. 10 doz. en 


N Y. Box rad c/o TTARDWARE 
& 56th ladelphia 39, Pa 


SE 


about $100, 
state 


STORE WANTED. STORE with 
000 annual volume in Middle West 
if town, payrolls, deposits in banks, 
ventory, rent, fixtures, and terms; 
a P&L Statement All replies will 
fidential. Box 423, c/o HARDWARE 
& 56th 


S17¢ 
oT 1n 
also furnish 
be held con 
Ace, Chestnut 


$1ze 


Sts.. Philadelphia 39, Pa 


FOR SALE 


‘ 
) 


STORE 
ively suburb miles 
going Business. 144 ft. 
condition (interiot 

business street 


RETAIL 

E.stablishe 
o! 

long trame 

modernized ) 

pposite Bank 


Mort 


HARDWARE 
1 75 vears in 
Boston. Mass. A 
building im 
tronts on 100% 
and Post Office and large parking 
than 800 ft. lot with rear ac 
to another street. Possible expansion into 
and/or apartment or two $25,000 to $35,000 
Asking $75.00 tox 432, c/o HARDWARE 
hestnut & 56th Sts.. Philadelphia 39, Pa 


north 


good 


irea Sq 
othce 
ston k 
AGE, 





Positions Wanted 





SALES-MANAGER looking 


pre fer: ably 


1s 


CANADIAN 


American one 


for an organization, 

having their head office in the Southern States, 
to represent them cn the Canadian Market. Ag 
yressive representation guaranteed with the 
wholesale hardware distributors, departmental 
stores and key industrial accounts across the 
country. Box 407, c/o HARDWARE AGE, Chestnut 
& 56th Sts.. Philadelphia 39, Pa. 

WHAT’S YOR RETAIL PROBLEM Re 
tail executive now available Twenty two years 
of experience as variety chain store manager, 
merchandise consultant, sales and promotion man 
ager of building material supply chain, retailing 
college instructor. AAA-1 Firms. Outstanding 
ability in store location, layout, display, advertis 
ing, sales promotion, stock mn 4 accounting 
systems and procedures, budgets, management and 
— training. Proven profit maker. Box 427, 

o HARDWARE GE. Chestnut & 56th Sts., Phila- 


deisiie 9, Pa. 


Don't miss the BUYING CHECK LIST on page 79 








Index to Advertisers 


Acme Shear Co. 156 
Ajax Hardware Corp 102-103 
Alloy Metal Wood Rreitnsth Corp. 106 
American Chain Div. 

American Chain & Cable Co. 6 
American Screw Co. 27 
American Sponge & Chamois Co., Inc. 143 
American Thermos Products Co. 78 
Ames Co., O. 38 
Anchor Wire Corp. 160 
Andrews Co., A. M. 172 
Animal Trap Co. of America 139 
Ardmore Products Co. 164 
Arro Expansion Bolt Co. 141 
Atkins Saw Div. 

Borg-Warner Corp. 122 

B 

Ballonoff Metal Products Co. 148 
Behr Manning Co. 18 
Better Homes & Gardens 115 
Bingham Co., 13 
Bissell Carpet Sweeper Co. 24-25 
Black & Decker Mfg. Co. 75, 127 
Bommer Spring Hinge Co 16) 
Boonton Molding Co. 134 
Borg-Erickson Corp. 74 
Borg-Warner Corp. 

Atkins Saw Div. 122 
Breeze Corp. (Aero-Sea!) 97 
Bridgeport Hardware Mfg. Corp. 85 
Brown Corp.., 118 

C 
Cal-Dak Co. 152 
Campbell Chain Co. 95 
Campbe'!l-Hausfeld Co. 162 
Carey-McFall Co. 39 
Chair-Loc Co. 154 
Chicago Metallic Mfg. Co. 125 
Chicago Spring Hinge Co. 165 
Cleveland Rubber & Plastic Co. 138 
Columbian Vise & Mfg. Co. 36 
Consolidated Chemical and Paint Mfg. Co., 
nc. 

Subsidiary of David Linzer & Sons, Inc 23 
Corbin Cabinet Lock Div. 

The American Hardware Corp 29 
Crescent Tool Co. 135 
Cross Co., W. W. 172 
Crown Rubber Co 163 

D 
Dayton Bait Co. 159 
Dazey Corp. 

Landers, Frary & Clark 54 
Dearborn Stove Co. 35 
De Mert & Dougherty, Inc. 107 
Desmond-Stephan Mfg. Co. 112 
Detecto Scales, Inc. 109 
Devcon Corp. 145 
DeWitt Products Co. 1S7 
Du Pont deNemours & Co., Inc., E. | 

Polychemicals Dept., Plastic Sales 4| 
Dykem Co. ; 145 

E 

Eagle Electric Mfg. Co., Inc. 136 
Ediund Co., Inc. 112 
Edward Can Co. 114 
Ekco Products Co. 76-77 
Evans, Inc., Glen L. 87 
Faultiess Caster Corp 30 
Fiske Brothers Refining Co. 

Lubriplate Div. 94 
Fitler Co., Edwin H. 157 
Fletcher-Terry Co. 2 
Forsberg Co. 136 
Fort Recovery Industries, Inc. 93 
Frederick Tool & Mfg Co. 161 

G 
Gam Mfg. Co. 162 
Garvey Corp. 35 
General Wire Spring Co. 116 
Gering Products, Inc. 106 
Gibson Good Tools, Inc 171 
Gibson-Homans Co. 153 
Goulds Pumps, Inc. 4 
Graham & Co., John H. 

Bevin Bros. Mfg. Co. 43 

G. W. Griffin Co. 126 

King Cotton Cordage Div. 140 

Seymour Smith & Son, Inc. 88-89 

H 
Hall Co., Joseph 106 
Hardward Products Co. 142 
Harris, Inc., Samuel P. 165 
Hartwell Bros. 99 
Heller & Co., W. C. 164 
Hodell Chain Div. 

National Screw & Mfg. Co 173 
Hoppe, Inc., Frank A 124 
Hoyt & Worthen Tanning Corp 171 

| 
Irwin Auger Bit Co 
Jackson & Son Co., Thos 130 
Jefferson Screw Corp 144 
K 
Kerr Wire Products Co 162, 163 
King-O-Lawn Inc. 49 
Kleervision Mfg. Co. 123 
Klein & Sons, Mathias 83 
Knape & Vogt _ Co. 26 
Kol, Inc. .. 143 
L 
Landers, Frary & Clark 
Dazey Corp. 54 








Larson Co., Charles O. 
Lawn Boy Div. 


Outboard Marine Corp. 3 
Libbey Glass Div. 

Owens Iilinois Glass Co. ... 73 
Libbey Owens Ford Glass Co. 

Window Glass Div. 16-17 
Listo Pencil Corp. 160 
Lockhart Mfg. Corp. 172 
Lubriplate Div. 

Fiske Brothers Refining Co. 94 
Lufkin Rule Co. 32 
Lummis Mfg. Co. 162 

M 
Macklanburg-Duncan Co. 15 
Magic Snell Tackle Co. 171 
Marion Handle Mills, Inc. 128 
Marksman Products 

Morton H. Harris, Inc. 162 
Marshalltown Trowel! Co. 172 
McGill Metal Products Co. 116 
Midland Co. 44-45 
Miller & Co., Inc., Robert E. 172 
Minnesota Mining & Mfg. Co. 123 
Miracle Adhesives Corp. 158 
Modern Mfg. Co. 123 
Moore Push-Pin Co. 154 
Moto-Mower Inc., Sub. of Detroit 

Harvester Co. 124 
Motor Wheel Corp., Reo Div. 40 
Musgrave, Inc. 96 

N 
National Hardware Corp. 161 
National Screw & Mfg. Co. 

Hode!l Chain Div. 173 
New England Carbide Tool Co., Inc.. 82 
New York Wire Cloth Co. 120 
Nichols Wire and Aluminum Co. 124 
Nixdorff-Krein Mfg. Co. 174 

Pp 
P & C Tool Co. 129 
Penn Supply & Metal Corp. 159 
Peters Cartridge Div. Remington Arms Co. 

E. |. DuPont deNemours & Co., Inc. itt 
Pioneer Gen-E-Motor Corp. 84 
Pittsburgh Plate Glass Co. 

Brush Div. 50-5! 
Pennvernon Div. , 28 
Plastic Products Co. 117 
Piumb Shop 37 
Plymouth Cordage Co. 48 
Portable Electric Tools, Inc iI 
0 
Quaker Industries 165 
Quickie Mfg. Corp. 140 
Reflector Hardware Corp. 153 
Reichert Float & Mfg. Co. 155 

Remington Arms Co. (Firearms) 

E. |. DuPont deNemours & Co., Inc. 151 
Reo Div. Motor Wheel Corp. 40 
Revere Copper and Brass, Inc 

Rome Mfg. Co. 53 
Rubbermaid, Inc. 55, 56 
Rust-Oleum Corp. 42 

S 

S-K/Lectrolite Tools 9 
Safe Padlock & Hardware Co 149 
Savage Arms Corp., Firearms Div. 86 
Schumacher Co., F. E. 155 
Sharon Bolt & Screw Co. 100 
Shelby Spring Hinge Co. 144 
Skil Corp. 150 
Smith & Son, Inc., Seymour 

John H. Graham & Co. 88-89 
Solder-Craft, Inc. 172 
Southeastern Merchandise Mart, Inc. 171 
Southern Screw Co. 31 
Stanley Works, Electric Tools 10! 
Star Mfg. Co., Div. of Illinois Iron 

& Bolt Co. 163 
Star Metal Products Co... 1608 
Stevens Walden, Inc. 139 
Strait-Line Products 118 
Superior Firepiace Co. 138 
Sylvania Home Electronics Div. of 

Sylvania Electric Prods., Inc. 121 

T 
Talcott, Inc., James . 157 
Tate Co. ‘ ; 157, 165, 172 
Taylor Chain Co., Inc., S. G. 131 
Tec Imports 165 
Thompson Co., Inc., E. — 
True Temper Corp. 46-47, 140, 145, 168 
Turnbuckles, Inc. ....... ae . 
Turner & Seymour Mfg. Co. 108 
U 
United States Plywood Corp. 

Industrial Adhesive Div. 19-22 
United States Steel 

Consumer Products Div. 137 
Upland Industries, Inc. 133 
Upson Brothers, Inc. 142 
Utica Drop Forge & Too! Corp. 33 

Vv 
Vaco Products Co. 119 
Vichek Tool Co. . 113 
WwW 
Wenzel Tent & Duck Co.. H 121 
West Georgia Mills, Inc. . 168 
Westinghouse Electric Corp. 

Lamp Div. . 52 
Wheeling Corrugating Co. 104-105 
Wickwire Brothers, Inc. 110 
Woodhill Chemical Co. 161 
Wright Steel & Wire Co., G. F. 121 
Wright-Bernet, Inc. 159 


after all... 
THERE ARE 
ONLY 10,000 
SEATS 


available. So let us know now if you 
want to be with us on May 1, 1959, for 
Atlanta's greatest event since the 
G. W. T. W. premiere. (Only Rhett 
Butler and Scarlett O'Hara will be 
missing.) ... Construction Day cere- 
monies for the Atlanta International 
Coliseum and Merchandise Mart. This 
$20,000,000 project includes the na- 
tion's biggest coliseum, an 11-story 
ultra-modern mart, and a 608-unit mo- 
tel (the world's biggest). National and 
international celebrities and digni- 
taries, colorful ceremonies. Seats will 
not be sold... but they must be ree 
served, for 10,000 only. Write or call 
today! 


SOUTHEASTERN 
MERCHANDISE MART, INC, 


680 W. Peachtree St., Atlanta 8, Ga, 
Phone TRinity 3-2541 


Want more facts? Circle 272, p. 91 








BRIGHT FINISH 
NO JUTTING POINTS 





GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


Double Spring Action 


2 Sizes Hold Mest Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 








17 Years of Leadership 


MAGIC SNELL ° 


Vinylsteel® 
LEADERS 


MAGIC SNELL TACKLE CO., Canandaigua, N.Y 





THERE 1S : DIFFERENCE IN CHAMOIS 
SUNSHINE 


Shem A (roctss 
GENUINE 
CHAMOIS SKIN 


FULL COD OIL TANNAGE 
MADE IN USA 
Ask Your Jobber for Our Double 


Duty Chamois Double Valve! 
"EASIER TO USE 
"LASTS LONGER 
"CLEANS BETTER 


HOYT & WORTHEN TANNING CORP HAVERHILL 
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‘Want more facts? Circle 273, P- 91 


Want more facts? Circle 274, P- 91 


MASS 


Want more facts? Circle 275, p. 91 
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MARSHALLTOWN 
wy 


MARSHALLTOWN TROWEL COMPANY. ¢ MARSHALLTOWN, IOWA 


PICTURE ESSE Sell More Tacks 
HANGERS AND RELATED ITEMS 


You know that people who get tacks ‘ 


always buy related items, hammers. 
cutters, wire and screen. Make it easy 

BETTER HOUSEHOLD 
MAROWARE SINCE 1872 


eine lac, Hot beg here for them. Keep your tack stock up 
BULL DOG HANGERS 





rw 







al woe | wh lesione st; - hane 
Seon bmn ben ipa PPE front! Designed to stand or hang on 


Lied pegboard. Wonderful for self-service. 
tet het, No deals required—get as many as you 


A zal) aia 4a 22 
ui valy jell ped A heel W. W. CROSS & CO., JAFFREY, N. H. 


gyre war walled 


eres) §6Get Rack Free 






need. Order only the sizes vou want. 











E. H. TATE CO. © 251 CAUSEWAY ST e BOSTON. MASS Choose Your Own Assortment! Ask Your Jobber! 
Want more facts? Circle 277, p. 91 Want more facts? Circle 278, p. 91 
ROTO-h LEEN. “oz'= 
FOR 

CLEANING ROTARY MOWER Now - BOTH AVAILABLE FROM ONE RELIABLE SOURCE! 

ny re tary Power ae r owner , objegts Sxap-l tthe quality all : 

ine Gaod Sak Genes tues Sob ate bomen, purpose GUTTER GUARD, 

_ Wise _ owners install a ROTO-KLEEN with the rust proof alumi- 

NOZZLE through the blade housing, connect . 

the garden hose, turn on the water, start num molding. 


the motor and enjoy a thorough cleaning 


job in two minutes Packaged in individual Vi 
transparent cartons, in three color display ii i 
onmpe Lm Ui, the low price 















































For further details on the season's most economy roll type Gutter 
profitable, unique and fastest selling ac- 
cessory, ask your jobber or write. Guard. ORDER FROM YOUR FAVOR. 
ye KEEPS OUT LEAVES, BRANCHES, ITE JOBBER OR WRITE US FOR 
SOLDER-CRAFT, INC. BIRDS NESTS, BALLS FULL INFORMATION, DETAILS 
ASILY INSTALLED 
503 Amelia St., Plymouth, Mich. we ; Golel @.r am. licmmee) ie 
Nationally Advertised 6350 E. DAVISON © DETROIT 12, MICH 
Want more facts? Circle 279, p. 91 Want more facts? Circle 280, p. 91 
PLASTIC HOSE aoe Now in full color “‘Take Me Home Paks’’ ANDREWS 
gy, : sprinklers are more convenient to display .. . to sell . 
‘on and for your customers to pick up, examine and buy! 


SPRINKLER 


13 Piece SAMPLE ASSORTMENT $35.50 
$59.25 Retail Value — Shipped Prepz.id 








ee 4621 Beaverton Highway - Portiand 1, Oregon 
Want more facts? Circle 281, p. 91 . 











one set of & S-color 
cor 







GENUINE, ORIGINAL 


er eeemen| DOMES ~ SILENCE 








REGULAR— 


7 sizes for every need INSULATED 


FURNITURE GLIDES 
RUBBER-CUSHIONED! 


GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 


SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 


FURNITURE LEVELER-> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 





SIZES—I"" base, 4 on 
card; I'4"', 2 on card; 
1'/"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


One set of 4 in a 
ee box. !2 boxes 

3-color r display carton. 
SIZES: Ye", 1%", , "He". a", ®". 


Ask your Jobber or write—tihebsdee sl oe: lee Oo 1-1 Se Ch Ol 




















Want more facts? Circle 282, p. 91 
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DOG CHAIN DISPLAY 
Colorful metal hanger holds 12- 
chain assortment, attracts a\l dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 
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ANIMAL CHAINS 
Hodell halter and dog chains, 
cOw ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
styles and sizes. 





CHAIN MERCHANDISER 


Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 





PAILETTES 
Proof Coiland BBB Coil chain in 


strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include %%, !4, °% 
and *¢ inch. 
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log Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldless chain includes these 
four popular assemblies .. . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. 
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HODELL COIL CHAINS 
All the welded and weldless pat- 
terns and sizes, high quality and 
dependable, in pt me hard- 
ware packages and on metal reels. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 





National, 





Fasteners fs Hodelil Chains 
— 


Chester Hoists 
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